






30) 
‘umber of 
tO meet 


uild up his 
00ks an 
he greater 
ATE Excess 
Decause of 
€ renewals 
it SO many 
the times 


“Tn boom 
argument 
mer, Yoy 
high pres. 
de against 
omer, yt 
* Customer 
ds of pro- 
aving hin 
and what 
you never 
loss later 
covered. 
mer, 


- who has 
apitalizing 
verselling 
irly larg 
where hy 
vith som 
Ln expert 
Manufa- 
his local 
S at least 
Vhat’s the 

I guess 
slips the 
generally 


has taken 
coverages, 
but en: 
how wist 
a5" 
ed to one 
nost a fe 
yery Com: 
eing done 
iy happen 
Tt Cant 
1e’s views 
eument it 
ready for 


siness Cal 
iers. We 
ry helpful 
it may be 
s. Other 
are in the 
s of thes 
willing 0 
ommunit 

There 
iotic duty 
enly alive 
ese times 
their of 
1 of soun 
amples 0 
the day’ 

kind 0 
shall n¢ 
reover, We 
ntributio! 
” 


ION 
ial bonts 
nager i! 
ent mett 
Associt 
tant mal 
y, open! 





;AD 

1, W. Ve 
re Inter 
-t ailmet! 
vife, i 
ther, LY 








ce Library 





IHt EAST 


A WEEKLY NEWSPAPER INTERPRETING. THE TRUE SPIRIT OF INSURANCE 


NOVs8 1941 


CRN I 

















(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 
Published by The Eastern Underwriter Co., 94 Fulton Street, New York, N. Y. 


iW 




















Hl] 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 











ene 


Forty-second Year, No. 45 


NEW YORK, FRIDAY, NOVEMBER 7, 1941 








Agents Oppose Change 
In Countersignature 
Agreement at Present 


Hold oe oe Companies 
Should Give It Really Fair 
Test Before Amending 


GARLICHS SPEAKS IN ILLINOIS 


Says Main Reason for Signing, to 
Curb Undesirable Legislation, 
Has Been Achieved So Far 


No changes in the countersignature 
agreement between the National Asso- 
cation of Insurance Agents and_ the 


Casualty and Surety Executives Associa- 
tion can be made until the 1942 mid-year 
meeting of the National Association, 
Lorren W. Garlichs of St. Joseph, Mo., 
the’ National Association 
executive stated 
when addressing the annual convention 
of the Illinois Association at Peoria, IIl. 

It was the belief of the National Asso- 
ciation officers that this agreement 
should be allowed to stand as originally 
agreed upon at least for one full year, 
he said, in order to give it a proper 
trial. The mid-year meeting will be held 
in April at Augusta, Ga. 

During this last Summer the commit- 
tee representing the companies sent 
several communications to the national 
officers, asking that some of the pro- 
visions of the agreement be changed, 
Mr. Garlichs said. The principal objec- 
tions were to the maximum and mini- 
mum fees and a request that it should 
not apply to some territories such as 
suburban New York City, New Jersey 
and Connecticut. 

Would Not Eliminate Territories 
_ ‘In my opinion there may be some 
justification to the claim that the mini- 
mum of $1 should be changed to 50 cents, 
and that the maximum should be reduced 
but there is no reason for the elimination 
of certain territories,” he continued. 

“It must be remembered that the com- 
panies wanted this agreement as badly 


member of 


committee, yesterday 









as the agents and that: their principal 
reason for signing it, namely, to pre- 
vent agents from introducing in the 
legislatures bills limiting the rate of com- 
Mission to be paid outstate brokers, has 
now been fully justified since no state 
has passed such a bill this year. 
our national officers have asked 
each agent and each casualty company to 
comply with the terms of the agreement 
man honest effort to achieve the re- 
sults Originally intended. Our _ investi- 
sation made at the Kansas City con- 
(Continued on Page 30) 
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A PROPERTY OWNER WAS AMAZED... 


when the London & Lancashire agent’s study of his 

insurable values revealed that policies purchased only 
\ two years ago would, at today’s prices, leave him 
greatly underinsured! 

While the majority of people are keenly aware that 
almost every commodity is steadily rising in cost, they 
neglect to increase their insurance correspondingly. 

Alert agents, therefore, are reaping additional in- 
come by stressing the impor- 
tance of this situation—and 
providing adequate protec- 
tion for their assureds with 
up-to-the-minute coverages! 












py Vann 
4s He We Eni whe 


NY \ ie S) poised ag BS 4 
Agents and brokers will make new friends as a result of the 
helpful Home Office assistance in situations such as this. 


London & Lancashire 
Gb Fé3;zRFEBEOoetCtGtsiéiR: 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. + ORIENT 
INSURANCE COMPANY + LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. *« SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (FIRE DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 



























Hazard 


On September 19 there was a bad automobile smashup on a 
Dakota road. One car trying to pass another struck it and then 
crashed into a highway patrol car. A third automobile following 


in this four-car wreck, three persons were injured, 


close behind ploughed into the wreckage. One person was killed 








This triple accident might have been fatal to any one of the 
six people involved; indeed it might have killed the entire six. 
It just happened that the one man who lost his life was one whose 
occupation is regarded as hazardous by life insurance companies, 
because he is constantly on the road with his car and often in 
danger. 


How many of the four casualties owned accident insurance or 
life insurance we do not know. At least one of them owned life 
insurance; he was the one who was killed. 


| And we know that he knew that his occupation was con- 
sidered hazardous, because his premium was rated up accordingly. 
He bought his life insurance protection on August 22, which was 
less than a month before the accident. 


That the underwriter in the case had realization of the im- 
portance of that protection is evidenced by the fact that the 
insured passed his examination on the same day he signed the 
application, on which day he also made settlement placing the 
insurance in force. 
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Life Agency Officers 
Meeting Gets Touch 
Of War at Toronto 


Joint Convention With Research 
Bureau Stirred By Address 
Of A. N. Mitchell 


DISCUSS COMPENSATION 


Many Leading Canadian Executives 
Attend First Meeting of Group 
In Dominion 











By Clarence Axman 


Toronto, Nov. 5.—The convention of 
the Association of Life Agency Officers 
and Life Insurance Sales Research Bu- 
reau in session in Canada for the first 
time, is proving a most interesting af- 
fair as the Canadian Life Insurance Of- 
ficers Association is taking an active 
part. Not only are many leading execu- 
tives of Canadian companies in attend- 
ance, but they are acting as hosts in 
many social gatherings. 

The convention got off to a striking 
start as the Canadian Government had 
arranged a special parade of mechanized 
army equipment in order that the visit- 
ing Americans could obtain a first-hand 
glimpse of Canada at war. As tank after 
tank whizzed by the Royal York Hotel 
the parade proved to be an absorbing 
spectacle. 

Furthermore, another military show 
was given in the hotel lobby in form of 
a demonstration by a group of ten non- 
commissioned officers of small armed 


equipment used by Canadian forces. In 
the lobby of the hotel were set up Vick- 
ers, Bren, and Sten machine guns, 
Thompson submachine guns and also 
trench mortars. Some well known con- 
vention figures were photographed with 
the soldiers and the machine guns. 


C. D. Devlin, Confederation Life, wel- 
comed the delegates to the convention 
on behalf of the Canadian companies. 
Mr. Devlin said: “Between our two coun- 
tries there lies a boundary line which in 
reality is a friendship that you bring 
to us for this convention. It is in a 
similar spirit that we receive you and 
extend to you the hand of true friend- 
ship.” 

John Marshall Holcombe, Jr., manager 
Research Bureau, told what liberty 
means to the peoples on this side of the 


(Continued on Page 4) 
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STREAMLINED 


Sure in its direction is the John Hancock Readjustment Income Sales Plan 
Its streamlining shortens the distance between contact and sale. And national 


advertising helps point the agent’s story home. 











LIFE INSURANCE COMPANY 
OF BosTON, MASSACHUSETTS 
Guy W. Cox, Areuident 















Nove! 


ae 
‘ 
fF 


In | 
Amer! 
the 1 
Hotel, 
Jacks 
of Ve 
of life 
turned 
servat 


that < 
likene 
men 
an el 
impre 
the p 
Citi 
consi 
press 
instit 
grasp 
our 
view! 
attitu 
“Tl 
comb 
tical 
mana 
sales! 
deme 
princ 
be d 
inste 
quali 
happ 
ized 
instit 
owne 
avail 
racie 
enjoy} 
are | 
mem 
speci 
lator 
must 



















er 7, 191 November 7, 1941 


BE PETER NE LOD AIOE CAINS 


THE EASTERN 
UNDERWRITER 


















= 


In his address as president of the 
American Institute of Actuaries before 
the meeting at the Edgewater Beach 
Hotel, Chicago, this week, Henry H. 
Jackson, actuary of the National Life 
of Vermont, paid his respects to critics 
life insurance in whimsical vein, then 


of 
turned on his fellow actuaries some ob- 


servations on their own performances 


that are a little less than perfect. He 
likened life insurance critics to the blind 
men in the Hindu fable who inspected 
an elephant, each gaining a different 
impression of the animal according to 
the particular part he examined. 
Citing some “partial, misguided and ill- 
considered notions too frequently ex- 
pressed regarding life insurance as an 
institution,” indicated, he said, “no firmer 
grasp of the subject as a whole than 
our Hindu philosophers displayed on 
viewing the elephant.” Touching on the 
attitude of legislators, Mr. Jackson said: 
“There has grown up, through a rare 
combination of mathematical and statis- 
tical skill, of conservatively progressive 
management, and of sincerely zealous, 
salesmanship, a democracy within the 
democracy, a democracy dedicated to the 
principle that love of a family need not 
be divorced from thrift and foresight— 
instead, that the marriage of these 
qualities will promote a sounder and 
happier way of life. And in this special- 
ized democratic world which we call the 
institution of life insurance, each policy 
owner shares a peculiar blessing not yet 
available in any of the political democ- 
racies operated by man, since the benefits 
enjoyed by each contributing member 
are in mathematical proportion to that 
member’s contribution. It is for this 
specialized democracy that all our legis- 
lators, thoughtless and thoughtful alike, 
must provide a framework of statutes. 
“And even the most thoughtless among 
them probably knows something at first 
hand about the benefits of the institution 
for which laws are being constructed 
or amended. The zealous salesmanship 
already referred to has seen to it that 
he should know. He must believe, too. 
that a state is stronger, not weaker, if 
its citizens practice thrift and industry 
and foresight. Is he therefore led, in 
however negligent a fashion, to subsi- 
dize through direct grants or otherwise 
an institution so in harmony with the 
basic principles of democracy and so 
helpful in promoting the soundness of 
the state? Even in the United States 
and Canada where its practices are most 
prevalent and where its beneficent in- 
fluence is most deeply felt, you will 
search current statutes in vain to find 
special grants set aside for the promotion 
of the well-established companies which 
Constitute this industry.” 
A Tax on Thrift 

: Turning to taxation Mr. Jackson said: 
Taxation of life insurance constitutes 
4 tax upon thrift, and upon a particular 
kind of thrift peculiarly calculated to 
Promote good citizenship. As such, even 
this meager tax it might have seemed 
Wise to remit, on the theory that the 
modest cost of such supervision would 
€ returned to the state many times 
over through a reduction in the cost of 
Poor relief. Surely it must have been 
amajority of thoughtless legislators who, 
hot stopping with a tax sufficient merely 
bs efray departmental expenses of 
*Upervision, determined to levy that tax 
tenfold or twentyfold—nay I daresay, 

















in some happily rare instances, even a 
hundredfold. 

“Unfortunately, the thoughtless legis- 
lator is not the only wise man who takes 
a partial, misguided, and ill-considered 
view of our pet elephant,” continued Mr. 
Jackson. “Your unenlightened court may 
administer grave injustice when dealing 
with life insurance in the high name of 
the law. Luckily, even in dealing with 
life insurance, which has certain techni- 
cal peculiarities almost as intricate as 
legal mysteries themselves, the courts of 
our two lands are generally not unen- 
lightened. Yet it may happen that the 
judge himself sometimes falters in dealing 
with a technicality of life insurance 
which appears to us to be of transnarent 
simplicity. Having deliberately limited 
my discussion of blind legislation to the 
one topic of taxation, I purpose con- 
fining my reference to a blind court like- 
wise to a single example. 

“There is really nothing simpler in 
theory than that commonest of our auto- 
matic non-forfeiture options—extended 
Term insurance. At date of default in 
premium payment a certain sum of 
money was, on surrender, contractually 
available to the insured. This sum he 
did not withdraw but left to provide 
continued insurance for a fixed period. 
When such default falls on a policy an- 
niversary and the contract is free from 
indebtedness, a table in the policy dis- 
plays the precise result. But when ad- 
justments (carefully stipulated in the 
contract) become necessary, trouble fre- 
quently begins—sometimes because the 
judge himself fails to think without con- 
fusion. 

“The situation should be clear enough 
from a single artificially simplified ex- 
ample. A cash value of $100 would have 
provided $1,000 extended insurance for 
ten years, but $50 has already been used 
up through loans. What will the remain- 
ing $50 do at date of lapse? The court 
may not pause to consider just what the 
innumerable and equally equitable equi- 
valents are. If we assume the promise 
that this balance must be used for in- 
surance protection, it may be used to 
provide coverage for the full term of the 
life of the insured—that is, it may be 
used to purchase fully paid life insurance 
for a greatly reduced amount, say $100. 
This settlement might seem to give 
the beneficiary too little coverage, but if 
purchased at net rates, such automatic 
protection would in truth be a just and 
even a generous settlement. Again, the 
$50 might theoretically be used to pro- 
vide a million dollars of term insurance 
for a period of perhaps two days or a 
billion dollars for three minutes with no 
value thereafter, or any other intermedi- 
ate sum for an appropriate intermediate 
period. The possible combinations are 
infinite in number and mathematically 
equivalent. However, a_ million-dollar 
coverage or a billion-dollar coverage re- 
sulting from a_ thousand-dollar policy 
would be manifestly absurd. The utmost 
automatic protection which can properly 
be afforded to make the arrangement 
truly equitable (that is, to remove the 
danger of adverse selection on the part 
of the lapsing policyholder) must be 
the net amount available had a claim 
arisen at the moment lapse occurred. 
(Strictly speaking, at the moment after 
such occurrence, when by grace pro- 
vision the overdue premium would be 
deductible, but this is a refinement dis- 
regarded in practice.) A middle course 
would be to extend half the amount for 
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the full term. Such a proportionate ad- 
justment of the amount has the great 
merit of simplicity, provides larger cov- 
erage than the reduced paid-up life pol- 
icy, but does give the beneficiary insur- 


ance protection greatly reduced in 
amount where the debt is relatively 
large. Therefore the favorite device 


under modern contracts is sensibly to 
find the net cash value at date of lapse 
and apply it as a net single premium to 
provide, for as long a period as it will 
provide, continued Term insurance for 
the amount the beneficiary would have 
received had a claim arisen just before 
default occurred. 

“Before the claim arises, all such ar- 


rangements are equally fair, being 
mathematical equivalents. But cases 
come to courts after the claim has 


arisen and more than one learned judge 
has then failed to interpret the facts 
correctly. In a particular case which I 
have in mind, the arrangement stipulated 
in the policy provided that the balance 
of value be employed to purchase an 
amount of continued Term insurance de- 
termined in the now generally accepted 
manner already outlined. This arrange- 
ment the court found to be ‘manifestly 
unfair, since the company was by this 
method of adjustment receiving ‘a double 
credit for the indebtedness—one from 
the face amount of the policy, . .. the 
other from the cash value.’ This opinion 
was handed down in a state not prone 
to shortsighted insurance decisions, and 
was soon rectified by appropriate legis- 
lation. The incident is significant as 
proving how readily the semblance of 
truth may be mistaken for the substance. 

“To shut our eyes to all the excellences 
of life insurance as exhibited in much 
more than a century of successful prac- 
tice of its basic principles in the English 
speaking world and to dwell on every 
defect or supposed defect that a pain- 
stakingly critical investigation can search 
out—is not that indeed cecity beyond 
compare? When a democratic nation 
has within itself a group of democratic 
institutions sponsoring thrift, and stabil- 
ity of the home, and self-reliance, and 
self-respect, and social security, it does 
well to foster them by every appropriate 
type of protection it can afford. It does 
well, through efficient and friendly super- 
vision, to stimulate improvements from 


H.H. Jackson Comments on Some Fundamental 


Trends Before Institute of Actuaries 


within which shall bring every one of 
these cooperative enterprises closer to 
an unattainable perfection. Any other 
attitude seems to me to approach a con- 
fession that democracy itself is a failure, 
if one of its most flourishing manifesta- 
tions should be held in suspicion.” 
The Critic of Reserves 

Next taking up the critic of reserves, 
Mr. Jackson stated: “The third savant 
of my allegory is the professional critic 
of life insurance who usually begins by 
proclaming reserves unnecessary. If the 
premiums for the current year in an 
old company exceed the claims, that is 
proof enough for him that reserves are 
utterly superfluous. Each man (if they 
are sincere) must be mathematical 
morons, who have learned to count but 
have never comprehended the signifi- 
cance of figures. There should be a 
special term, not illiterates, but innumer- 
ates, for all such. One crackpot is al- 
leged to have suggested recently that 
Uncle Sam take over all the insurance 
companies, retire most of the national 
debt from the reserves, and then pay 
future claims from the ample premiums 
still to fall due.” 

Some Reforms from Within 

Mr. Jackson then took up some sug- 
gestions that “should engage the par- 
ticular attention of actuaries.” he said: 
“For one thing, it seems to me that life 
insurance should be wary lest its en- 
thusiastic advocates claim too much for 
it. It is a democratic institution—not a 
new revelation. It has not the merit of 
creating wealth, it does not even partici- 
pate in the transformation of wealth. 
It should be sold as a sound business 
arrangement for the conservation and 
(in a limited but highly desirable fash- 
ion) redistribution of wealth. It is val- 
uable and, like all things of genuine 
value, it can be had only at a great 
price—the price of perseverance and 
self-denial and sacrifice on the part of 
the purchaser. Any ‘net cash’ or other 
exhibits which—through utter disregard 
of compound interest, still a basic in- 
gredient of our product—suggest that 
the true cost over a long period is un- 
important should be shunned. 

“The very fundamentals of life—youth 
and age and birth and death—underlie 
the system of life insurance and annui- 
ties. But our products can offer no sub- 
stitute for any of these fundamentals. 
They may alleviate financial disasters, 
they can not restore the youth that has 
departed or the voice that is still. Quite 
by chance I recently stumbled on‘a curi- 
ous passage from the obscure Latin 
historian, Ammianus Marcellinus: “The 
eminent Valerius Publicola was buried 
by a contribution of money, and through 
the aid of her husband’s friends the 
needy wife of Regulus and her children 
were supported, and Scipio’s daughter 
received her dowry from the public 
treasury. The modern reader might 
cuess this to be intended by its author 
as a reflection on the thrift and fore- 
sight of his Roman heroes. Instead, the 
context makes it plain that he is cele- 
brating them for putting things of the 
state above mere personal wealth. Life 
insurance has happily altered the situa- 
tion. Regulus may set out for his 
Carthage today without necessarily teav- 
ing his family destitue at his death. 
But if Americans hold wealth so dear 
and liberty so cheap that tyranny abroad 
breeds only complacence at home, we 


(Continued on Page 10) 
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Life Agency Officers—Research Bureau Meeting 





F. D. Albritton Elected New 


Research Bureau Chairman 

Toronto, Nov. 5.—New chairman of 
the Life Insurance Sales Research Bur- 
eau is Ford D. Albritton, vice-president 
and manager of agencies, Great Southern 
Life, Houston, who was elected at the 
meeting this week in Toronto. 

Mr. Albritton is a native of Texas 
and spent two years in the School of 
Business Administration of the Univer- 
sity of Texas. He was wounded at St. 
Mihiel and took part in the Argonne 
offensive. After the armistice he spent 
six months in Germany. He was a cap- 
tain when he left the service. 

After being in the accounting business 
for two years in Wichita Falls, he en- 
tered life insurance business in that city 
and went to Houston in 1923 as an 
agent of the Great Southern Life. He 
became a supervisor in the home office, 
then an agency director in Houston ter- 
ritory and in September, 1935, was made 
general sales director. This year he was 
elected vice-president and manager olf 
agencies. 





Parker Bureau Vice-Chairman 

Toronto, Nov. 5—The Life Insurance 
Sales Research Bureau selected as its 
new vice-chairman John G. Parker, gen- 


eral manager of the Imperial Life, 
Toronto, who is a noted international 
actuary 





Arnold Closing Speaker 


Toronto, Nov. 5.—Closing speaker at 
the convention of the Life Agency Offi- 
cers and the Research Bureau was O. J. 
Arnold, president, Northwestern National 
Life, who called the convention one of 
the finest he ever attended and also 
praised the pioneering work of the Re- 
search Bureau. 





On Compensation Committee 


Toronto, Nov. 4.—New members of the 
agents’ compensation committee of the 
Life Insurance Sales Research Bureau 
are William P. Worthington, Home Life 
of New York; F. Hobert Haviland, Con- 
necticut General, and John A. Wither- 
spoon, National Association of Life Un- 
derwriters. 





Gracie Fields at Banquet 

Toronto, Nov. 4.—Gracie Fields, former 
Lancashire mill girl and famous British 
actress, who is regarded as the world’s 
greatest entertainer, appeared at a ban- 
quet given to members of the Life 
Agency Officers and the Research 
Bureau tonight at the Royal York Hotel 
and made her usual terrific hit. She 
told some of her experiences and sang 
a song or two, after which she left to 
appear at other places in Toronto. 

Miss Fields is on this side of the water 
appearing in behalf of British war relief. 
The banquet was a dramatic occasion 
with a high note of patriotism. Many 
of the Americans heard for the first 
time the stirring song of the British, 
“There Will Always Be An England.” 

Songs were also sung by a soprano 
dressed as Britannia by a baritone 
dressed as Uncle Sam, by a half dozen 
singers in uniform of the mounted police 
and by a women’s choir. President 
Mitchell of Canada Life was toastmaster. 





Toronto Meeting 


(Continued from Page 1) 
Atlantic and the necessity of defend- 
ing it. 

Stirred by Mitchell’s Address 
It has been a long time in an insur- 
ance convention since an audience has 
been more deeply stirred than was that 
of the Life Agency Officers at its meet- 


John H. Evans, New Agency Officers 
Chairman, Has Actuarial Background 


Toronto, Nov. 5—John Henry Evans, 
vice-president, Ohio National Life, was 
elected chairman of the executive com- 
mittee of the Life Agency Officers for 
1941-42 at the meeting of that associa- 
tion at Toronto this week. 

Mr. Evans entered life insurance in 
the actuarial department of the Equit- 
able of Iowa. He graduated from the 
School of Actuarial Science, University 
of Michigan in 1922 and joined the Ohio 
National Life in that year. He was ap- 
pointed vice-president in 1933. He is 
a member of the American Mathematical 
Society, Fellow of American Institute of 
Actuaries and an Associate of the Actu- 
arial Society of America. He is also a 
member of the Cincinnati Association of 
Life Underwriters. 

Mr. Evans was born in Concordia, 
Kansas, attended Des Moines High 
School before entering Michigan Uni- 
versity. Before going with the Equit- 
able of Iowa he had been in the Army 
where he rapidly advanced from private 
to corporal, sergeant, and then second 
lieutenant in field artillery. He then 
returned to Iowa, graduated from Des 
Moines College where he was an out- 
standing athlete. 





JOHN HENRY EVANS 





Agency System Will Endure, States 
Col. Hunter, Practices Committee Head 


Toronto, Nov. 5.— The American 


Agency System, time-tried and proven, 
will continue to merit the confidence of 
the American people as long as its con- 


duct and practices are sound. That was 
the theme of the report of Col. D. 
Gordon Hunter, vice-president, Phoenix 
Mutual, as chairman of agency practices 
committee made to the Association of 
Life Agency Officers in Toronto this 
week. 

He said that life insurance will al- 
ways be able to plot its continued course 
of service because human needs, hopes 
and ambitions will always yearn for ful- 
fillment, and life insurance will always be 
able to provide a practical formula for 
meeting those needs. Furthermore, the 
structure itself can be relied on to en- 
dure because it is surrounded by more 
safeguards than any other financial in- 
stitutions. 

The agency practices committee dur- 
ing the past year decided to crystalize 
much of the clear thinking that has so 
far taken place in support of the agency 
practices code and to consolidate the 


gains made by bringing such material 
together and making it available for 
ready reference and further considera- 
tion. There are many places through- 
out the country where the general agents 
and managers have subscribed collec- 
tively or through local managers asso- 
ciations not only to the ten guiding 
principles of the agency practices code 
but also to further agreements of their 
own formation. 

Backing of the program of a strong 
agency practices code by a relatively 
few strong and dominant general agents 
of the old school variety might well be 
the key pivot holding together the free 
flow of universal participation in a pro- 
gram that obviously is of great and 
definite good to the business and to the 
Life Agency Officers. In brief, said 
Col. Hunter, what is essential in good 
practice agreement is leadership. This 
leadership must be guided by the fact 
that each step bringing the industry 
closer to the realization of its high 
estate builds better morale, inspires 
more loyalty and generates a maximum 
of productive power. 





ing Wednesday morning when President 
A. N. Mitchell of Canada Life discussed 
the present World War from the view- 
point of life insurance. This viewpoint 
is one of complete cooperation with the 
war aims. 

Canada entered the war at its inception 
and solely because its people gave unani- 
mous approval of joining the conflict 
because of its intense belief that the 
nation was facing through subjugation 
the loss of inalienable rights which 
should be its heritage, said Mr. Mitchell. 
He traced Canada’s war effort and its 
impact on Canadian life insurance. 

“If there has been anything taught us 
by the last decade,” he concluded, “it is 
that the first job of life insurance execu- 
tives is to strive to make positively safe 
the contracts of policyholders already 
on their books. All considerations must 


be subordinate to that. Your presence 
today is an illustration of democracy on 
the march.” ; 

The audience rose in a great demon- 
stration when he finished. 


Discuss Compensation Report 


Most interesting insurance angle of the 
convention was presentation of the re- 
port on agents’ compensation and _ in- 
formal discussion of compensation of 
new agents and pensions held Tuesday 
afternoon under the leadership of M. 
Albert Linton, president Provident Mu- 
tual, chairman of committee on compen- 
sation. 

This was the “third report” of the 
committee on agents’ compensation, pre- 
pared by Mr. Linton’s committee. It 
was reviewed in The Eastern Under- 
writer last week. Chairman Linton 


W. S. Penny New Chairman 
Bureau Executive Committ 


Toronto, Nov. 5.—New chairman of th 
Life Insurance Sales Research Bureay': 
executive committee, elected at the meg. 
ing this week in Toronto, is W. ¢ 
Penny, director of agencies, Sun Lit 
of Montreal. He was chairman of the 
board last year. 

After attending Montreal High Scho 
Mr. Penny was graduated from McG 
University. He joined the Sun Life ix 
the actuarial division and_ then wa 
transferred to the Toronto branch, afte; 
which he went into the field. He ty. 
came superintendent of Canada feli 
forces and then was made director oj 
agencies five years ago. He has just 
completed a term as chairman of th 
board of directors of the Sales Researc 
Bureau. 


S. T. Whatley Vice-Chairman 

Toronto, Nov. 5.—New vice-chairman 
of the Association of Life Agency Off. 
cers elected at the meeting here is §,7 
pt vice-president of the Aetm 
iTe. 





Tribute to Jerome Clark 


Toronto, Nov. 4—The convention t¢ 
day paid a minute of silent tribute 
the late Jerome Clark, vice-president 
Union Central. 





called on four of those in attendance for 
discussion of the report. Because o 
the lateness of the hour, the discussion 
was brief. 

George W. Schoeffel, vice-presiden' 
and agency head of Oregon Mutwl 
said that more realism and _ truth in 
handling the compensation situation wa 
necessary. In many instances generd 
agents or managers make rash promise 
to new agents which are not realizel 
and therefore cause deep dissatisfaction 
Agents properly acquired and _trainel 
have won half the battle in their early 
production. It is absurd to paint to 
glowing a picture of the agent’s oppor 
tunities, especially promising that he wi 
have a larger income than he can eam 
by his efforts. 

D. Gordon Hunter,  vice-presider’ 
Phoenix Mutual, told of the weeding ott 
by that company of agents who fell shot 
of minimum production requirements. 4 
year ago last January the company at 
nounced its new requirements and gatt 
a deadline. The company under thi 
validation program has 20% fewer agents 
than it had a year ago, but despite this 
the organization has paid for more bus: 
ness and more premiums. 


William J. Graham, vice-president 0 ‘ 


the Equitable Society, described the nev 
compensation plan of that company, cot 
paring results with incomes of agen 


t 


$ 


l 





under the new plan with what woul 
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have been their income under the ol meric: 


nine fives scale. 


He said he did m0 bf the 


know why the scale of the nine fives onor | 
had been accepted so generally and with ohn J. 
out question, but it had grown up * Holmes 
Topsy grew, although there is nothing tarligt 


sacred about it. 


, lo 
Tames A. Fulton, president, Home Life King gi 


of New York, regarded the Linton f 
port as stimulating. He said that ! 
should be discussed at length becaus 
the subject is the most important facits 
the institution of life insurance. [ow 
ever, because of the lateness of the hott, 
he thought the discussion should be 
postponed until there was opportunit} 
for a general and thorough airing © 
viewpoints. Chairman Linton asked ! 
any one else desired to talk and, no oft 
offering anything in the way of 7 
gestion or comment, he declared M™ 
meeting adjourned. 
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webster Will Assist 
Cruess, Mutual Life 


(FECTIVE ON NOVEMBER 15 


Formerly with Equitable Society, Will 
Be Assistant Selection Manager; 
Active in Actuarial Circles 





Lewis W. Douglas, president of the 
\utual Life of New York, has an- 
nounced the appointment of Andrew 
Cameron Webster as assistant manager 
of selection, to be associated with Leigh 
Cruess, manager of selection, whose 





ANDREW C. WEBSTER 


election as a vice-president of the com- 
pany was recently announced. 

Mr. Webster, a native of Aberdeen, 
Scotland, received his early insurance 
traning with the Northern Assurance 
Company, Ltd., of that city. Arriving 
in the United States in 1929, Mr. Web- 
ster was associated with the United 
States Life Insurance Co. until January, 
1937, first as assistant actuary and finally 
as actuary. During the past four years, 
he has been superintendent of the under- 
writing department of the Equitable 
Life Assurance Society of the U. S. 
Mr. Webster is a fellow of the Faculty 
of Actuaries in Scotland, of the Actuarial 
Society of America and of the Ameri- 
can Institute of Actuaries. He is vice- 
chairman of the examination committee 
of the Actuarial Society of America, and 
has also served on the council of the 
Home Office Underwriters Association. 
In connection with Mr. Webster’s ap- 
pointment, which takes effect November 
13 Mr. Douglas announced that Dr. 
WW. M. Bradshaw will continue as medical 
director, in charge of the medical depart- 
ment of the Mutual Life Insurance Co., 
and that A. D. Reiley will continue as 
Pssistant manager of selection and 
Supervisor of risks, 


McAndless Guest of Honor 


Alva J. McAndless, president of the 
American Life Convention and president 
‘ the Lincoln National Life, will be 
onor guest at a dinner to be given by 
John J. King, president of the Hooper- 
Holmes Bureau of New York in the 
tarlight Roof of the Waldorf-Astoria 
tote, December 10. Each year Mr. 
ing gives a dinner during the week of 
i¢ Life Presidents’ meeting in New 
ork at which a prominent life insur- 
ws executive is guest of honor; for 
: y years this guest being the current 
tsident, American Life Convention. 


C$. CLEVELAND IN OLD POST 
Charles S, Cleveland, recently ap- 


— 


it Pnted manager, in Newark for the Con- 


weary American, has resigned and re- 
med to the Newark branch, Mutual 


It mn 
wah New York, as supervising as- 
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he 


Fathers who believe in and acquire 


irst ys 


life insurance stand as a formidable 
barrier between their wives and chil- 
dren and the arch-enemy Poverty. 


Armored with such protection they 
know that should they fail to 
survive their loved ones will be 
safeguarded. 


Insurance agents are vital factors 
in the formation of this first line 
of defense, 





Ged) eudential 


Insurance ¥ Company of America 
Home Office, NEWARK, N. J. 























Seminar for New York 
Supervisors to Start 


WHEELER H. KING CHAIRMAN 





Sponsored by Life Managers and Life 
Underwriters Ass’n; First Course 
of Its Kind Here 
The course for life supervisors, spon- 
sored jointly by the Life Underwriters 
of New York City and the Life Man- 
agers Association of Greater New York, 
and designed to train supervisors to do 
a more effective job as supervisors of 
full time men, is to start November 18. 





Bachrach 
WHEELER H. KING 


Those who have been primarily re- 
sponsible for constructing the course 
and selecting the faculty are George P. 
Shoemaker, educational vice-president, 
Life Underwriters Association; K 3 
Luther, president, Life Managers Asso- 
ciation, and Wheeler H. King, assistant 
to general agents Allen & Schmidt, and 
chairman of the committee in charge. 

Any member of the Life Underwriters 
Association who is engaged in super- 
vision of full time agents, and who is 
sponsored by his manager or general 
agent, is eligible to attend the seminars, 
for which the registration fee is $5.00. 

Schedule of Seminars 

Outline of course to be given as “Seven 
Seminars on Supervision” follows: 

November 18—“The Supervisor—What 
Is Expected of Him?” Charles J. Zim- 
merman, CLU, general agent, Connecti- 
cut Mutual, Chicago. 

December 10 — “Recruiting Panel.” 
Arthur V. Youngman, chairman, Life 
Managers Meeting and general agent, 
Mutual Benefit. 

January 13—“The Opportunity—Life 
Underwriting As A Career.” Robert B. 
Coolidge, superintendent of agencies, 
Aetna Life; John E. Spence, assistant 
to general agent, Osborne Bethea 
agency, Penn Mutual Life; Lewis C. 
Sprague, general agent, Provident 
Mutual. 

January 27—“Training.” B. N. Wood- 
son, CLU, Director of Service, Life In- 
surance Sales Research Bureau; Charles 
S. McAllister, manager, White Plains, 
Phoenix Mutual; Hubert E. Davis, pro- 
duction manager, Charles B. Knight 
Agency, Inc., Union Central Life. 

February 10— “Supervision — Getting 
The New Man Started.” B. C. Thurman, 
CLU, assistant superintendent of agen- 
cies, Mutual Benefit; Harold W. Baird, 
CLU, agency assistant, A. J. Johannsen 
agency, Northwestern Mutual; Walter 
M. Merritt, Jr. field assistant, Home 
Life of New York. 

February 24— “Supervision — Keeping 
the Experienced Man Going.” William 
Eugene Hays, CLU, director of agencies, 
New England Mutual Life; Lawrence E. 
Simon, general agent, Massachusetts 

(Continued on Page 18) 
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Mutual Benefit Makes 
Thompson a Director 


WILDER NOW VICE-PRESIDENT 





J. S. Thompson Vieo-Preshlont and 
Mathematician Since 1927; Wilder 
With Co. 44 Years 





Following a meeting of the board of 
directors of the Mutual Benefit Life last 
week, John R. Hardin, president of the 
company, announced that John S. 
Thompson, vice-president and mathema- 
tician of the company, was named a di- 
rector, and Milo W. Wilder, treasurer, 
was named vice-president, continuing as 
treasurer. 

Mr. Thompson, who has been vice- 
president and mathematician since 1927 
has long been prominent in insurance 
and actuarial societies both in this coun- 
try and abroad. He is a past president 
of the Actuarial Society of America and 
is a fellow of the American Institute 
of Actuaries, of the Casualty Actuarial 
Society, of the Institute of Actuaries of 
Great Britain and of the Faculty of 
Actuaries in Scotland. 

He has been since 1937 one of the 
three members of the Board of Actu- 


aries of the Civil Service Retirement 
and Disability Fund of the United 


States. From 1937 to 1939, he was vice- 
president and from 1939 to 1940 presi- 
dent of the Insurance Institute of 
America. A novel field of work is that 





JOHN S. THOMPSON 


related to his appointment as secretary 
of the Medical Service Administration, 
a non-profit corporation organized un- 
der a new provision of the New Jersey 
Law and sponsored by the Medical So- 
ciety of New Jersey to promote a more 
satisfactory distribution of medical care 
among those with small incomes. 

Milo W. Wilder, Jr., became asso- 


MILO W. WILDER 


ciated with the company in 1897. In 
1919 he was appointed assistant treas- 
urer and in 1927 was elected treasurer. 
His forty-four years of service have 
been chiefly in the financial operations 
of the company and he assumes the of- 
fice of vice-president with a broad back- 
ground of experience in the specialized 
field of life insurance investment. 





H. F. Monley Joins Research 


Bureau As a Consultant 


H. Fred Monley, who has been agency 
secretary of the Provident Life Insur- 
ance Co. of North Dakota, became asso- 
ciated with the Life Insurance Sales 
Research Bureau on November 1, it was 
announced this week by John Marshall 
Holcombe, Jr., manager of the Bureau. 

In this new connection, Mr. Monley 
will be a member of the staff of con- 
sultants of the Bureau’s service division. 
His new duties will include visits to the 
home offices and agencies of many of 
the Bureau’s member companies, par- 
ticipation in Bureau meetings, and man- 
ager’s schools and editorial work on 
several of the Bureau’s publications. 

Mr. Monley takes to his new position 
a background of home office agency de- 
partment work and of field supervisory 
activities. He joined the Provident of 
Bismarck as agency secretary in 1933. 
During his eight years of service with 
that company he has been in charge of 
field training, agency contests, production 
clubs and sales promotion material. He 
has also assisted with the company’s 
regional meetings and general conven- 
tions and has been editor of all home 
office publications to the field force. 
In addition to these activities, he has 
spent considerable time in supervisory 
work in the field, and he maintained 
membership in the Company’s App-A- 
Week Club during a recent twelve-month 
period while continuing to discharge his 
home office responsibilities. 

3orn at Grand Forks, North Dakota, 
1911, Mr. Monley was educated in the 
schools of that city. After graduating 
from the University of North Dakota, 
he started his business career as man- 
ager of a Grand Forks theatre, leaving 
that position to join the Provident. 
Active in civic affairs, he has held offices 
in the Junior Chamber of Commerce, and 
University Alumni Association. During 
the celebration of North Dakota’s Gold- 
en Jubilee in 1939, Mr. Monley was edi- 
tor of the State’s Historical Souvenir 

Jooklet. He is a graduate of the 
Bureau’s School in Agency Management 
and has successfully completed nine of 
the ten examinations which is prerequi- 
site to the award of associateship in 
the Life Office Management Association. 





A. M. Richards has been made dis- 
trict manager at Kingston, Ont., for the 
Northern Life. 


Dr. W. A. Irwin To Address 
New York Ass’n. Nov. 13 


Dr. William A. Irwin, national educa- 
tional director, American Institute of 
Banking, will be the guest speaker of 
the Life Underwriters Association of 
New York at its luncheon meeting, 
November 13. Mr. Irwin’s subject will 
be “The Economics of the Defense 
Program.” 


Dr. Irwin is a former head of the 
economics department, Washburn Col- 
lege. He came to the American Insti- 
tute of Banking in 1937. He is also a 
staff member of the Public Relations 
Council, American Bankers Association; 
assistant director, Graduate School of 
Banking; and a member of that school’s 
economics faculty. He has lectured wide- 
ly for the past eighteen years on eco- 
nomics and finance. 
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Amer. Life of Des Moines 


Case Before Supreme Coy; 

The United Stater: Supreme Court yj 
hear arguments, December 10, in the = 
of the Iowa Insurance Department on th 
4 eae s le 
$3,600,000 securities deposited by th 
former American Life of Des Moines — 

Charles R. Fischer, Iowa Insurang 
Commissioner, originally brought suit i 
an Iowa Federal court, seeking the tigi 
to administer the securities for the lent 
of the policyholders of the former De 
Moines company. The suit was brough 
against the American United Life; Joly 
G. Emery, Commissioner of Insurance ¢j 
Michigan and receiver of the Americy 
Life of Detroit; and Dan E. Lydick, Tex 
receiver. 

The Des Moines company was reinsyrei 
in 1923 by the American Life of Detroi 
When the Michigan firm became insolyer 
in 1938, Commissioner Emery as receive; 
contended the Iowa reserve fund deposit 
in the Iowa department should be admin. 
istered for the benefit of all policyholden 
of the Michigan company, not for th 
benefit of Des Moines company  polig: 
holders alone. 

The eighth circuit court of appeals hel 
that Federal Judge Charles A. Dewey, De 
Moines in deciding that Commission: 
Fischer had “sole and exclusive right” | 
administer the funds, had interfered wit 
“the orderly administration of the prop 
erty and business of the Michigan con 
pany” and that Federal courts had p 
jurisdiction. 

The case is the first test of the depos: 
tory laws of Iowa in which domestic i: 
surance companies are required to depos 
securities of an amount equal to the r 
cash value or legal reserve of its outstani 
ing policies. It is also expected to decié 
whether a Federal transfer tax on secur 
ties deposited with the insurance depar: 
ment, is collectible, the companies clair 
ing that title has not thereby chang 
hands. 

The present decision will be only as? 
jurisdiction, and the case will probably r 
turn to the Supreme Court in any evet 


H. W. SPENCE, MICHIGAN, DIES 
H. Wibert Spruce, who retired in It 
from the position of western Michigs 
manager for the Mutual Life of Ne 
York, died October 31 at his home 
Grand Rapids at the age of 67. 

Mr. Spence had been associated wi 
the same company virtually through: 
h's business career, having started ‘ 
Buffalo, N. Y., his birthplace, and bet 
transferred to Grand Rapids 34 yee 
ago from where he was moved to lt 
troit. He served there for 20 yea 
returning to Grand Rapids in 1926, Whe 
the state was divided in 1926 he to: 
managership of the western section wi 
headquarters at Grand Rapids. 


J. A. WITHERSPOON IN BUFFAl) 

John A. Witherspoon, National L® 
Underwriters Association president, Wé 
the guest speaker October 28 at a lune 
eon meeting of the Buffalo Life Unde 
writers Association, attended by mi 
than 400. Mr. Witherspoon outlined a 
discussed seven objectives of the assoc# 
tion this year. : 

A. Rogers Maynard, president of 
association presided. Others present" 
cluded Warren B. Smith, president, Ne 
York State Association of Life Unde 
writers; Tower C. Snow, president, Bu 
falo Life Managers Association; # 
Melburn L. Brizdle, president, Bufit 
chapter CLU. 








P. T. ALLEN GENERAL AGENT 

Paul T. Allen has been appomit 
general agent at Erie, Pa., for the Lit 
coln National Life. f 

Mr. Allen owns and operates the Pat 
T. Allen Company Agency in Erie 
has been active in insurance there i 
the past ten years. He is at prest 
serving his second four-year term ont 
surance advisor to Erie County. He 4 
been secretary and treasurer for ™ 
Republican Party there for eight ye 
He is also active civicly and socially 
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A Successful Agency 
Plan Since 1896 


Nylic for Agents, a system of benefits for persistent and 
successful agents, was started by the New York Life 
Insurance Company in 1896. The primary purposes 
of this special agency plan, commonly referred to as 


Nylic, are: 


to encourage men and women of ability and integrity to 


engage in selling life insurance as a life career; 


to offer the Company’s agents an opportunity to qualify 
under the rules of Nylic for a monthly income, in 
addition to current commissions, payable in the third 
and subsequent years of an agent’s membership in 


Nylic up to and including the twentieth year; 


to offer the agents an opportunity to earn the right to 
receive a monthly income for life after qualifying 


for 20 consecutive years under the rules of Nylic; 


to give the Company a corps of permanent agents and 
thereby to provide policyholders with greater continuity 


of personal service. 


All Nylic payments to an agent are determined 
by the volume, incidence and persistency of his 
business in accordance with the terms of his Nylic 


agreement. An annual minimum volume must be 


produced. 


NYLIC FOR AGENTS 


Nylic for Agents rewards and encourages increased 
length of service with the Company. During an agent's 
first 20 years in Nylic, his rate of compensation per 
$1,000 of insurance on which the Nylic monthly income 
is based, is increased at the end of 5 years, 10 years 
and 15 years of continuous Nylic membership. After 
qualifying for 20 consecutive years, the agent becomes 


a Senior Nylic and receives a monthly life income. 


Before he becomes a Senior Nylic an agent’s mem- 
bership in Nylic and qualification for Nylic payments 
are subject to his continuing in good standing under 
his agency contract with the Company, and his com- 
pliance with the rules and regulations of the Company. 
However, after he becomes a Senior Nylic he will receive 
regular monthly income checks for life, whether he has 
an agency contract with the Company or not, provided 
only that he does not enter the service of another life 
insurance company. Most Senior Nylics do have an 
agency contract with the Company and continue to 
write a substantial new business, thus increasing their 
incomes by first and renewal commissions on such 


business. 


There are now nearly 1,000 living Senior Nylics 
and the present average Senior Nylic income check is 


nearly $100 per month. The average age when agents 


become Senior Nylics has been about 55. 


With this special agency plan which promotes 
and rewards long continuity of service, New York Life 
agents have a unique incentive to render the best 


possible service to their clients. 


The experience of the Company with Nylic since 
1896 shows that it benefits all concerned—the agent 


and Company, the policyholder and beneficiary. 


It is not the purpose of this advertisement to describe all of the benefits, rules and conditions of 


“Nylic for Agents.’ For complete information about the Nylic agreement now being made with 


newly appointed New York Life agents, see the Company's booklet entitled “‘Nylic No. 3.” 


NEW YORK LIFE INSURANCE COMPANY, 51 MADISON AVE., NEW YORK, N. Y. 
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Life Agency Officers — Research Bureau Meeting 





Selection, Elimination and Training 


Stressed by F. Hobert Haviland 


Combining the results of the experience 
of the Connecticut General with a prelim- 
inary report of Laurence S. Morrison, Di- 
rector of Research, Life Insurance Sales 
Research Bureau, F. H. Haviland, vice- 
president, Connecticut General, in an ad- 
dress, November 5 at the Toronto conven- 
tion, advised, “If we do three things: 
better selection, prompt elimination, and 
give our managers and general agents a 
chance to grow or eliminate themselves, 
we will tend to have agency organization 
of fewer agents, more valuable and more 
profitable.” 

Three Agent Groups 

Citing Mr. Morrison’s reports, Mr. Hav- 
iland, said, “In this report, agents are 
classified in three groups, 1, 2, and 3, 
on the production basis. The group 2 
agent is the average agent of a normal 
company, and the group 1 agent is the 
man who produces approximately 50% 
more than the group 2 man. The group 3 
agent produces approximately 50% less 
than the group 2 man. I would call a 
group 1 man the kind of a life insur- 
ance agent who earns a very adequate 
living, the group 2 man one who gets 
by on a very thin margin between income 
and outgo, and the group 3 agent the man 
who doesn’t make a living. 

“Larry has assumed that the cost per 
agent is the same for all three groups, 
both for induction and first year mainten- 
ance, as well as for future years. He has 
taken three groups of 1,000 men to study, 
assuming these men to be 30 years of 
age at entry and the survivors ceasing 
production at age 65. He has found that 
if we hire 1,000 of the first group type 
and 1,000 of the second group type each 
group 1 man is worth about sixty group 
2 men in potential net value to the com- 
pany at the end of the first year. When 
we have five year old men, or in this 
study age 35, with five years experience, 
we find that with those men who survive 
the group 2 man is worth approximately 
one-fifth as much as the group 1 man. 
The great difference in value the first year 
has of course been reflected in the increased 
turnover and elimination of group 2 men. 
In five years, group 3 survivals are still 
costing the company money and have no 
potential value. 

“In this report, these men have been 
studied with three classes of persistency. 
We find that the group 1 man is more 
valuable with group C persistency than the 
group 2 man is with A persistency. With 
C persistency, the first group man’s value 
drops to approximately one-third his value 
with A persistency and yet he is still 
worth five times as much as the group 2 
man with A persistency. Therefore we 
find we can’t automatically eliminate an 
agent with substantial production but per- 
sistency problems. We must take steps to 
gradually improve the work he does with 
policyholders and the selection he makes 
of prospects.” ; 

Turning to the experience of the Con- 
necticut General, Vice-President Haviland 
said the report has “reassured us on the 
elimination process we set up last year 
requiring every man in urban territory to 
produce $3,000 in new premiums after 
three years in the business It has 
accomplished, two things for us—first we 
are nearer our objective of serving the 
policyholder well and building prestige for 
life insurance; and second, we are ap- 
proaching more closely a profitable agency 
organization . . . In eliminating approxi- 
mately 125 full time men out of an agency 
force of 650 full time men who would 





F. HOBERT HAVILAND 


normally have been with us a year, we 
have still shown an increase in new first 
premiums from full time men for nine 
months of $1,213,226 in 1941 against $1,- 
119,121 in 1940, 


Conclusions of Morrison Report 


“Even in the few months since Larry’s 
report came out,” he continued, “it is a 
little more difficult to mature any candidate 
but a strong man. It is. not going to 
get easier. We believe the home office 
should police the job of selection, requir- 
ing the filling out of the Aptitude Index, 
insisting on a very complete report from 
the general agent or manager, and assist- 
ing them by declining to consider any new 
contract except on the most likely can- 
didates.” 

Mr. Haviland also stressed the import- 
ance of training the managers and general 
agents so he may capitalize on the value 
of the strong selectees. 

Concluding, he noted Mr. Morrison’s 
opinion: “I, We have tended to over- 
value the recruit and to undervalue the 
man who survives. 

2. We have tended to overvalue net 
results of mass recruiting largely on the 
ground it didn’t cost too much and to 
overvalue the small producer for the same 
reason. 

3. We have underemphasized the value 
of improving the old agent. 

4, We have tended to overlook the fact 
that too many agents are liabilities, not 
assets. 


Mitchell Shows Insurance Sales 
As Canadian War Economy Facto; 


A. N. Mitchell, president, Canada Life 
Assurance Co., speaking before the joint 
mecting of the Association of Life Agency 
Officers and the Life Insurance Sales Re- 
search Bureau at Toronto, November 3, 
pointed out how life insurance sales are 
Canadian war 


an important factor in 


economy, through investment of income in 
Government war loans. 

Mr. Mitchell’s subject was This War 
from a Life Insurance Viewpoint. On 
the Canadian war effort, he questioned if 
any other people of the same size ever 
accomplished so great an alteration in their 
industrial production and economic life in 
the same period of time. ‘He said that 
the impact of the extraordinary taxation 
levied to pay the war costs, withdrawal 
of manpower from production and curtail- 
ment of building, travel and other ordinary 
rights of citizens, has had a tremendous 
impact on Canadian life insurance. 

Defend Old Policyholders 

“Tf there has been anything taught us 
by this last decade,” he continued, “it is 
that the first job of life insurance execu- 
tives is to strive to make positively safe 
the contracts of the policyholders already 
on their books. It has taught us that all 
considerations of new business must be 
made subordinate to that. The problem 
of defending the old policyholder against 
undue risk requires the best brains we 
have amongst us. Certainly this is not 
the time to apply undue optimism to what 
the future holds either in interest earnings 
or mortality.” 

He paid tribute to Canadian agents who 
have done a good job in contacting their 
policyholders and keeping before them the 
increased need they have for their insur- 
ance, thereby preventing the heavy lapsa- 
tion that had been predicted. However, 
in view of the fact that the full force of 
the 1941-42 taxation has not yet been 
felt, he said an enormous work is still 
demanded of the sales force to demon- 
strate that sacrifices should be made in 
other directions rather than in impairing 
the insurance protection of the future. 

“The same problem,” he said, “is ap- 
proaching South of our border. It has 
taken on recently more definite outlines. 
The American people are now on the same 
taxation road that we have traveled here. 

Lapses Show Decrease 


“However, lapses and surrenders in prac- 
tically all Canadian companies, expressed 
in terms of percentage of the total busi- 
ness in force, have shown ag yet a steady 
decrease. The fact that this has been so 
during the present year when taxes were 
much higher than the preceding year lends 


Bureau Study Shows Morale as Cause 
Of Success as Agent, Says Phelps 


That morale is a cause of success as 
a life insurance salesman and low 
morale a deterrent was given as the 
result of studies by the Sales Research 
Bureau in a talk before the joint Agency 
Officers—Bureau meeting at Toronto 
this week, by Ward Phelps, Bureau con- 
sultant. The conclusion presented by 
Mr. Phelps was that building and main- 
taining of morale is one of the primary 
jobs of management. 

“In several experiments carried on by 
other industries, good morale was the 
only explanation for general improve- 
ments in results,” said Mr. Phelps. “An- 
other factor which makes us feel the 


morale is primarily the cause of suc- 
cess is that in life insurance agencies 
we would naturally expect that if suc- 
cess were the primary cause then all big 
producers would have high morale, and 
vice versa. But actually we find that in 
the high morale agencies all of the men 
have high morale, including the low pro- 
ducers. In low morale agencies we find 
without very many exceptions the same 
uniformity in the production of the 
men. We also could cite you examples 
of agencies with low production and low 
earnings but with high morale and con- 
versely agencies with high production 
(Continued on Page 11) 
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hope, despite the still greater increases in 
taxes now imposed.” 

As to new production, he said insurance 
writings are following fairly closely to 
the pattern seen in the first two years of 
the last war; taxes remove many from the 
list of large buyers, but expanding income 
increases the numbers of smaller buyers 
Sales in Canada, as in the United States, 
he said, are showing considerable increase 
over those of the preceding year, 

Mr. Mitchell said the efforts of the 
Canadian Government through price con- 
trol to place definite brakes on demand 
and supply give rise to hopes for some 
stabilization of process of goods an( 
services, 

“Should this prove effective,” he said 
“the people will have left in their hand 
surplus earnings which the Government 
will attempt to have directed into various 
savings funds for war purposes. Insur- 
ance should continue to serve as one 0! 
these collecting agencies and increase in 
new business might continue, until employ- 
ment reaches 100%. It would appear, 
however, that if the Government succeed: 
in its control, and if employment reaches 
its maximum, a comparative stabilization 
of savings possibilities would result. I! 
this should be so it would be quite within 
the bounds of possibility that insuranct 
also might reach a certain degree 0 
stabilization in its sales. The insurance 
companies have, however, a definite at 
vantage in their approach to war-anxiou 
prospects, since insurance offers not only 
protection for the future, but also co 
operation with the Government through 
investment of income in Government wat 
loans. «6... ; 

“There has, of course, been a continued 
feeling amongst the field forces that they 
should do their part in the war. Enlist 
ment drain has naturally continued, Other 
war efforts have been undertaken. New 
production has nevertheless increased, Ont 
cause of this has been increased zeal ™ 
selling because of a growing understané- 
ing that agents in their work are in reality 
engaged in real war effort. The assistanct 
they give, by restraining the power of the 
public to spend on consumption goods, ™ 
delaying inflationary tendencies and by 
diverting earnings to war purposes, 1s D€ 
ing more fully appreciated. They recot 
nize more and more that insurance sa 
are an important factor in the wi 
economy. During the last year a Ve 
large proportion of Canadian renewal pre 
mium income was used by Canadian cot 
panies to purchase war loans.” 














creases in 


insurance 
closely to 
) years of 
- from the 
ng income 
or buyers. 
ed States, 
e increast 


s of the 
price Con 
1 demand 
for some 
ods and 


he said, 
eir hands 
yvernment 
O various 
.  Insur- 
s one of 
crease in 
1 employ- 
| appear, 
succeeds 
t reaches 
ibilization 
sult. Ii 
te within 
insurance 
egree 0! 
insurance 
inite ad- 
r-anxious 
not onl} 
also co- 
through 
nent wat 


continued 
that they 

Enlist- 
1, Other 
n. New 
sed, Ont 
1 zeal in 
derstand: 
in reality 
ssistance 


y recog: 
ace sales 
the wa! 

a very 
wal pre: 
ian com- 


November 7, 1941 














Metropolitan Life Insurance Company has 

« nearly 29,000,000 policyholders in the 

United States and Canada. To serve these 

policyholders in their own localities re- 

quires a highly efficient system. Experi- 

ence has shown the Agency System to be 
the most effective and economical. 

















Scenes such as this educational meeting 
* for Metropolitan field-men are com- 
mon in District Offices. Field Training In- 
structors, who assist in this educational 
work to improve Metropolitan’s service, 
operate from the Home and Head Offices, 
but in the field they work under the Su- 
perintendent of Agencies of the Territory 
to which they are assigned. 
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The assistant managers in each District, 
* besides their office work, help to train 
the agents to serve existing policyholders, 
analyze insurance needs, and sell insurance 
to fill those needs. They are almost con- 
stantly in the Field and try to visit, with 
the agents, as many policyholders as pos- 
sible in the District at least once a year. 








This is Number 43 in a series of advertisements designed to give the public a clearer understanding of how a 
life insurance company operates. Copies of preceding advertisements in this series will be 


omy 


What an Agency 
System looks like 














4 This shows a typical District Office, often 
* called the hub of the Agency System. 
Territories are divided into Districts, each 
in charge of a manager who, in addition to 
his other duties, supervises the work of the 
agents. The District Office, with its man- 
ager, assistant managers, agents, and office 
clerks, might be called a “service station” 
for policyholders in their own localities. 








? This is the Tower of Metropolitan’s 
* Home Office building in New York 
City. The headquarters for Metropolitan’s 
Agency System are located in this build- 
ing. In addition, there are two Head 
Offices, one in Ottawa, Canada, and the 
other in San Francisco. 








4 





To facilitate its field activities, Metro- 
* politan has divided the United States 
and Canada into 10 geographical Territo- 
ries. Each is headed by a Superintendent 
of Agencies who has supervision over field 
service to policyholders, the conservation 
of existing life insurance, and the produc- 
tion of new business in his territory. 

















Districts are divided into smaller areas 
» known as Debits, each in charge of an 
agent. He is responsible for service to the 
policyholders living in his Debit. The size 
of a Debit, as well as of a District, is the 
result of what experience has shown to be 
the most efficient operating unit in the 
light of local conditions. 
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Metropolitan has, in the United States and 
# Canada, about 19,000 agents, 2500 assist- 
ant managers, and 850 managers, as well as 
5700 office clerks. Through them the Com- 
pany maintains direct and constant contact 
with policyholders ...one of the chief means 
of seeing that Metropolitan policyholders are 
served faithfully and well. 
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Metropolitan Life Insurance Company 


Frederick H. Ecker, CHAIRMAN OF THE BOARD 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEw York, N. Y. 


Leroy A. Lincoln, PRESIDENT 




















THIS IS THE FORTY-THIRD in Metropolitan’s series of ad- 
vertisements designed to give the public a clearer understand- 
ing of how a life insurance company operates. It appears in: 
Collier’s, Nov. 1; Saturday Evening Post, Nov. 1; Business 





Week, Nov. 1; Time, Nov. 3; American Weekly, Nov. 2; 
This Week, Nov. 9; Forbes, Nov. 1; United States News, 
Nov. 7; Cosmopolitan, Dec.; Nation’s Business, Nov.; For- 
tune, Nov.; Newsweek, Nov. 3; American Mercury, Nov. 
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Newark Business Plot 
Sold by Prudential 


F. W. WOOLWORTH TO BUILD 


Broad and Market Street Property 
Acquired 1899-1904; Stores 
To Be Altered 

28 
by the Prudential and the F. W. Wool- 
worth Co. of one of the largest real 
estate transactions in Newark in recent 
years, involving the sale by the Pru- 
dential to the Woolworth organization 
of the northwest corner of Broad and 
Market Streets, on which there is at the 
present time a two-story structure occu- 
pied by a number of the city’s leading 
retail shops. The transaction is effec- 
tive May 1, 1942. 

Under the terms of the contract it is 
contemplated that as soon as practic- 
able after May 1, next, there will be 
erected a three- f 


Announcement was made October 
ic 


or four-story building 
on the major portion of the property 
for the exclusive use of the F. W. Wool- 
worth Co. This new building will be 
an L-shaped structure having a front- 
age of approximately 100 feet on Broad 
Street and 60 feet on Market Street. 
Major alterations are also contemplated 
in connection with a number of stores 
in the present building which will not 
be occupied by the Woolworth Co. 
This property was acquired by the 
Prudential during the period between 
1899 and 1904, the present building be- 
erected over twenty years ago. 
Throughout the years this property has 
been held by the Prudential for future 
growth and it has for a number of years 
occupied the major portion of the sec- 
ond floor. In view of the company’s 
decision about a year ago to erect an 
office building on property which it owns 
at Washington, Bank and Academy 
Streets, it became apparent that it was 
unnecessary for the company to con- 
tinue to reserve the Broad and Market 
Street site for future expansion. 

The Broad and Market Street Build- 
ing has a frontage of approximately 177 
feet on Broad Street and 157 feet on 
Market Street. No details have been 
given regarding the price or the terms 
of the sale. 

Negotiations covering the transaction 
were handled by Harry Thoens Co., of 
New York, as broker. 


ing 
ing 








Conn. Mutual Aggregate 
1942 Dividends About Same 


Preliminary computations for Con- 
necticut Mutual dividends in 1942 have 
been authorized by its directors on a 
basis which makes about the same dis- 
tribution in the aggregate as would re- 
sult from a continuation of the present 
formula; but with certain adjustments 
in the interest of continued equity to 
different classes of policyholders. Divi- 
dends on higher premium policies, and 
on lower premium policies of longer 
durations, where the reserve is greater, 
are in general to be less than by the 
present formula. 

For policies which have been not so 
long in force—particularly lower pre- 
mium policies—some increase in the 
basis of dividend distribution is con- 
templated. It is estimated that the pro- 
posed formula for dividends will mean 
a slight increase on premium-paying 
policies as a whole, with a correspond- 
ing slight decrease in the case of paid- 
up policies. 

It is contemplated to continue the rate 


of 34%4% interest in connection with 
Optional Settlement Contracts, but to 
use the rate of 314% instead of the 


present 314% in accumulating dividends 
which are left with the company. 





TORONTO CLU HEARS A. L. BECK 

Arthur L. Beck, Buffalo general agent, 
National Life of Vermont, addressed the 
Toronto chapter, CLU, November 3 on 
‘Basic Controls in Selling.” Mr. Beck 
is a past president of the Buffalo 


chapter CLU. 








| Life Insurance Payments to 
Policyholders, Beneficiaries 
Top Premiums by 2% 








THE TOTAL LIFE INSURANCE INCOME 
DOLLAR FOR 1940 WAS MADE UP OF: 
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H. M. Sarason and S. Shannon 
Present Papers At Chicago 


actuary, 
paper 


Harry M. Sarason, assistant 
General Life, 
before the semi-annual meeting Novem- 
ber 6 of the Institute of 
Actuaries on “Dividend Formulas.” 

Simon Shannon, Great-West Life, pre- 
sented a paper on “Comparative Aspects 
of the Point Binomial Polygon and Its 
Associated Normal Curve of Error.” 


American read a 


American 


Jackson Address 


(Continued from Page 3) 


shall be paying too much for life insur- 
ance and all the collateral material ad- 
vantages in its train. 

“One other consideration for reform 
from within, and I will close. Have we 
perhaps been misled into giving such 
heed to the ornaments of our structure 
that we are forgetting to keep its foun- 
dations firm beyond peradventure ? Sure- 
ly the development and present state 
of optional modes of settlement for 
policy proceeds should be critically ex- 
amined by every actuary and every re- 
sponsible life insurance executive. Is 
it barely possible that some of us, be- 
wildered by the magnitude of the insti- 
tution, have momentarily mistaken it 
for a huge bank, somewhat after the 
fashion of our Hindu friends in the 
parable? Yet if a life insurance com- 
pany were merely a bank, the manage- 
ment surely would never enter upon 
many of the financial commitments, even 
if these were to become effective im- 
mediately, which we guarantee in our 
contracts for performance at some un- 
determined date in an extremely un- 
certain future. In a savings bank today 
your funds might or might not be ac- 
cepted. If they were accepted, there 
would be no guarantee as to the interest 
rate, although you might be informed 
that at present a rate of 144% is being 
allowed on such deposits. A year hence, 
a bank reserves the right to be paying 
you no interest. It makes no promise 
to accept further deposits. But your 
life insurance proceeds, available per- 
haps fifty years hence, may be deposited 
at a guaranteed rate perhans 100% 
greater than that now being allowed by 
a savings bank, and may be left on de- 
posit at such a guaranteed rate for 
possibly another fifty years. This would 
be a rather extreme case based on a 
policy issued some years ago. But are 
not even current issues more generous 
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in such promises than a conservative 
management should approve ? 
“Life insurance had been in operation 


, for a great many years before anything 


but a cash settlement of insurance Claims 
was offered or contemplated. It Was a 
persuasive suggestion that the invest. 
ment facilities necessarily built Up to 
handle the funds of policyholders should 
be put at the disposal of their bene- 
ficiaries. My quarrel is not with the 
logic of such an arrangement but rather 
with the way in which the arrangement 
has been carried out in practice. By al 
means let the inexperience of the bene- 
ficiary in handling funds be supple. 
mented by the experience of the com. 
pany. Let the proceeds of death claims 
be made available in instalments if the 
insured has so elected or if the benef. 
ciary shall so choose. But let the ip- 
terest on funds held for the beneficiary 
be at such rate as the directors, in the 
light of earnings immediately available 
on the soundest of securities then pro- 
curable, may from year to year deem 
it wise and just to allot, with a reason. 
able recognition of administrative costs 
Perhaps a distinction should here . 
made between the beneficiary who does 
her own electing and the beneficiary 
who is required to accept a_ specified 
settlement. In the latter case, possibly 
the company would be justified in guar- 
anteeing, says, 1%. 

“Since life insurance companies are 
expressly formed to conduct business 
based on life contingencies, settlement 
of policy proceeds based on life con- 
tingencies would seem more appropriate 
than the type just described. Here, cer- 
tainly, a sharp distinction might fairly 
be made between the automatic and the 
elective settlement. If a beneficiary is 
definitely to receive a life income, the 
basis of that income may properly be 
predetermined on as generous assump- 
tions as sound management will justify, 
but with full recogntion of the uncer- 
tainty of interest rates in the distant 
future. Probably a_ participating an- 
nuity-certain based on a very low in- 
terest assumption, supplemented by a 
non-participating deferred life annuity 
on as generous a basis as human fore- 
sight will allow, meets all necessary re- 
quirements in such a case. 

“But if the settlement is not automatic 
and the beneficiary is electing a life in- 
come, she is being treated generously 
if she receives an annuity at the rates 
then prevailing, subject to any saving 
which the company may be able to effect 
on such a contract in comparison with 
one solicited through its agency force. 

“Where the insured makes _ himself 
his own beneficiary through surrender, 
it seems doubtful to me whether any 
optional modes of settlement should be 
available to him except at endowment 
maturity and possibly at some one speci- 
fied age such as 65. In such special 
cases he might well be granted the same 
generous terms available to a beneficiary 
exercising no election, provided his 
irrevocable intent (subject to survival at 
the specified anniversary) is registered 
a reasonable number of years in ad- 
vance. 

“It is the function of a life insurance 
company to provide insurance coverage 
of the greatest possible excellence at 
the most reasonable cost. The company 
accomplishing this purpose can well be 
trusted to deal fairly with any insurance 
proceeds which a beneficiary may elect 
to leave with it for safe keeping. The 
policies of today should not be hampered 
with settlement options which may have 
seemed appropriate for immediate appli- 
cation under the very different condi- 
tions prevailing a few years ago but 
which even then could not be guaranteed 
into the remote future without rashness. 





TO HONOR COMM. TAGGART 

The new Kensington Insurance Club 
will present a testimonial dinner to 4” 
surance Commissioner Matthew H. Tag- 
gart of Pennsylvania in the Kenmart 
Hotel, New Kensington, Pa., Thursday; 
November 13. John W. Hunger !s chaitr- 
man. 
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Life Agency Officers—Research Bureau Meeting 





“Improving Business Management” was 
gibject of the talk by William P. 
" vice-president and superin- 

Home Life of New 
York, at the November 4 session of the 
joint meeting of Life Agency 
(ficers and the Life Insurance Sales Re- 
arch Bureau, at Toronto. Mr. Worth- 
ton explained that “The value of estzb- 
ching definite company objectives is that 
von build according to a plan . . " 
Five steps were outlined by him in the 
fevelopment of the Home Life’s blueprint 


+} € 
Vorthington, | 
tendent ot agencics, 


annual 


of objectives : 

Growth of Home Life Blueprint 
| The inauguration of the Preferred 
Whole Life Policy in 1927, with the focus 
of attention on prospects above the aver- 
age as to income, occupation, physical con- 
dition. 

2 A company sales plan, begun in 1933, 
known as “Client Building Through 
Planned Estates,” in which life under- 
writing as a career, recruiting, training, 
and supervision, as well as client pro- 
oramming all formed a part. 

3. A further clarification of the com- 
yany’s position in 1934 as to the sources 
of acceptable business, with sharper deter- 
mination as to the amount of business 
acceptable from full-time forces and from 
general agents and brokers. 

4, Building of the Quality Program 
through Gene Kelley, assistant superinten- 
dent of agencies, through the Quality Rat- 
ing Chart, an adaptation of the Bureau’s 
Persistency Rating Chart. This resulted 
in eliminating unprofitable business at its 
source, the field, and in building higher 
renewal income for the agent. 

Finally, a program of assisting 
general agent in proper selection. 
Further explaining the help given the 
general agent in his job of agency building, 
Mr. Worthington stated that Our 
job is to be a partner in that agency while 
the general agent is developing into the 
many sided individual he must become.” 


the 


Partner in Agency Building 


Continuing on this subject, he said, 
“We are having conferences with groups 
ot general agents on recruiting—concen- 
trating our discussions on the importance 
of selection in the job of sound agency 
building. In preparing for these confer- 
ences we take from our files the case 
histories of men who have been selected 
or rejected and have the general agents 
Present rate those men and determine 
whether, if they were in our place, they 
would have accepted or rejected them... 
“We have been conducting experiments 
with various financing plans for new men 
lor the past seven years. We have had 
a salary plan for new men which has 
changed but little in the past four years. 
“The results under the Plan have been 
rather satisfactory for us. We are quite 
convinced, however, that merely having a 
‘aary plan is not in itself an answer to 
the recruiting or compensation problem in 
agencies, 

Regarding financing and business man- 
ag-ment, Vice-President Worthington said 
we have gradually so'd the general agent 
on the idea of looking upon the agency 
department as a sound financial adviser in 


the o , 
l€ agency, 


Management Training 


He referred also to the company’s train- 


Mg program for management. On_ this 
subject, “To assist men to determine 
Whether or not they are adapted to man 
‘sement work, we have established as a 


ot our Home Office Agency Depart- 
mit 2 Sales Planning Division. This is 
under the direction of John H. Evans, 









with the title of manager of the Sales 








Worthington Outlines Home Life’s 
Agency, Business Development Plan 
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WILLIAM P. 


WCRTHINGTON 


Planning Division. New supervisors for 
other agencies are brought to the Sales 
Planning Division for a training period, 
ranging from two weeks to two months. 
In other cases men with experience as 
supervisors in various agencies of the 
company are brought here for longer 
assignments. 

“Prior to establishing the Sales Plan- 
ning Division we had a definite procedure 
for developing men for management. The 
same fundamental plans for training were 
used, but this work was carried on in the 
agency department. As a result of that 
program we have made seven general 
agency appointments and two other men 
were appointed assistant superintendents of 
agencies. At the present time we have 
nine more potential general agents in 
various stages of development. 

“Tt is anticipated that under the direc- 
tion of the Sales Planning Division this 
work will be greatly accelerated.” 

Results 

Some results of the Home Life program, 
cited by Mr. Worthington, are an average 
size policy of $6,170, said to be the highest 
in the country; a drop since 1936 in lapse 
ratio from 21.1% to 13.2%; an increase 
each year since 1936 in insurance in force 
in relation to volume of new business or 
to total insurance in force, which gain 
has been “higher than for the business as 
a whole’; more favorable mortality; a 
declination rate which is “one of the lowest 
in the country.” 

Concluding, Mr. Worthington stated that 
the complexity of sales management in 
the past twenty-five years has grown so 
greatly that the general agent should not 
be expected to shoulder all responsibility 
for agency building, that he has a right 
to expect the home office to be a clearing 
house of information and ideas and _ that 
“the agency department of every company 
should be, in effect, a research bureau for 
all agencies.” 


Morale 


(Continued from Page 8) 
and high earnings but with low morale. 
Further investigation of this latter type 
of agency reveals that production is de- 
clining and the agency gradually dis- 
integrating without, perhaps, the man- 
ager or the company realizing it.” 


Rests with Manager 
Commenting on the conclusion that 


primary responsibility for morale rests 
with the manager, Mr. Phelps said: 

“When we started the comprehensive 
research which led us into this study of 
morale, we realized that there were 
many ways in which we could approach 
the matter. We could have sent ques- 
tionnaires to many agents and managers 
and we could have received some valu- 
able material, but we wanted to go 
deeper than anything like that, and so 
we organized groups of specially trained 
interviewers who went from the Bureau 
to agencies, spending anywhere from 
two to four weeks in each. Agents, su- 
pervisors, and managers were _inter- 
viewed privately and confidentially on 
an individual basis and you are 100% 
correct if you are saying to yourselves 
right now, ‘These fellows probably 
found out more about the agencies than 
anybody in the company knew!’ Our 
interviews with individual agents were 
designed to furnish answers to 128 dif- 
ferent questions, most of which indi- 
cated the degree of the individual agent’s 
morale. He was asked his opinion of 
the life insurance business, of his com- 
pany, of his agency, he was asked to de- 
scribe the type of training he had re- 
ceived, and many other factors. Now 
one of the most significant parts of this 
whole study, particularly as it affects 
you and me as individual managers, was 
this fact—the answers to only two of 
these 128 questions almost invariably 
predicted the attitude, that is, the basic 
morale of the individual agent. These 
two questions are so important that we 
want to stress them as much as we can 
at this time: 

“1. Do you believe your manager is 
sincerely trying to help you? 

“2. Do you believe he is sincerely in- 
terested in everything associated with 
your success and welfare, including your 
personal problems ? 

“The personal interviews were checked 
and supplemented by a ‘secret ballot’ on 
which agents were asked to express their 
opinion on a few of the 128 questions 
covered in the verbal interview. These 
were on an anonymous basis, and the 
ballots when checked by the agents were 
mailed directly to the bureau so that, 
whereas the information was accurate it 
was not dealing with personalities but 
with unidentified members of an agency 
group. This ‘secret ballot’ enabled us to 
check ratings by managers and agents 
and to get specific information on cer- 
tain points more definitely than we can 
get in a personal interview. The results 
of this ballot indicated clearly, also, that 
the manager’s ability and willingness to 
help were a greater help to good morale 
than money itself. 

“There are three fundamental prin- 
ciples upon which morale in an agency 
is built,” stated Mr. Phelps. “These are, 
ego recognition, vocational competence 
of the manager and a sense of security 
on the part of the agents. 

“It may help us,” he said, “if we will 
keep in mind these simple rules to fol- 
low as we make an effort to recognize 
properly what our men are doing: 

“We should be specific, that is, we 
should commend an agent for something 
definite that he has done, not just pat 
him on the back and say, ‘Bill, you're 
getting along in great shape, old chap!’ 

“We should give recognition to the 
work done, not just the man; in other 
words, compliment an agent on some 
particularly tough case that he com- 
pleted rather than compliment him in 
general, 

“We should be 
recognition. 

“We should be fair. 

“We should give recognition in pub- 
hes 


ON INSURANCE INST. BOARD 

John S. Thompson, vice-president, 
Mutual Benefit, has been elected to the 
board of governors of the Insurance In- 
stitute of America. 
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ARTHUR D. SUTHERLAND 


The Arthur D. Sutherland 
the Home Life in Detroit set an all-time 
record for the company in paid-for busi- 
ness from a single agency in any one 
month. The agency’s new paid-for busi- 

in October totaled $1,202,999. 
Agency officials stated 
just broken had stood for eleven years, 


ness 
that the record 


set in March, 1930 by a Philadelphia 
agency. The record was particularly 
spectacular, it was said, because the 


paid-for total came from new life and 
endowment policies only, excluding any 
credit for Term or annuity business. The 
October figure for the Detroit office fol- 
lowed,.an outstanding nine months’ re- 
cord, the agency showing a 90% increase 
for the period ending September 30 over 
the same period of 1940. 

Mr. Sutherland is one of the com- 
pany’s younger general agents having 
taken over the management of the De- 
troit agency in 1935 after two years in 
the life insurance business with the 
Home as a field underwriter and super- 
visor. Before entering the insurance 
business he was prominent in the auto 
accessory field in Detroit. His agency 
currently holds the president’s trophy 
awarded annually by President James A. 
Fulton for outstanding agency building 
achievements. 


KEE AGENCY APPOINTMENTS 





Victor Duncan Editor of Agency’s House 
Organ; Contest Winner Is 
Joseph E. Kunken 
Announcement was made by William 
H. Kee, Mutual Life of New York man- 
ager, Brooklyn, at the agency’s meeting, 
November 3, of the appointments of 
Victor Duncan as editor of the office’s 


Monthly Messenger Magazine; and 
Harry O. Finch, Bernard A. Haas and 
George W. Baker as associate editors. 


Mr. Baker will express the agents’ point 
of view. 

Winners of the “Measure Master Con- 
test” which was conducted in the agency 
for the past eight weeks were as follows: 
first prize, a Measure Master, to Joseph 
E.Kunken; second prize, a book, “Sales- 
men Built America,” to Max Haas; and 
third prize, a year’s subscription to the 
“Insurance Salesman” magazine, to Hugh 
A. Jones. 

Starting November 1, the educational 


department of the agency, under the 
supervision of E. S. Belcher, will hold 
an educational series on Policy Con- 


tracts, which will run for a period of 
seven weeks. Brokers are invited to 
attend. 

In his talk to the agency’s field men, 
Mr. Kee stressed the need to develop 
enthusiasm for life insurance service by 
concentrating on their own life insurance 
program first; to have more intensive 
interviews by using a fact-finding and 
servicing system; and to sell more and 
more on the basis of needs. 





Agency of 


J. B. Gray Named Supervisor 
In David T. Hersch Agency 


Jennings B. Gray has been appointed 
supervisor in the David T. Hersch 
agency, Security Mutual Life, New York 


City. 
Mr. Gray comes to the Hersch agency 
after twelve years as agency assistant 


with Ives & Myrick, Mutual Life of 
New York agency. Prior to this he had 
been with Rand-Kardex Corporation and 
the Van Beuren Corporation, and R-K-O 
production unit, as well as being em- 
ploved by Frank Buck as secretary. 

Mr. Gray has worked with field men 
on estate analysis, pension trusts, in- 
heritance taxes. 

He will work in close association with 
Mr. Hersch, general agent and Henry 
Levine, associate manager. 


W. E. JONES NAMES CHAIRMEN 


Head of Institute of Home Office 
Underwriters Announces Selec- 
tions for 1941742 
W. E. Jones, Provident Life & Acci- 
dent, and president, Institute of Home 
Office Underwriters, has announced 
committee chairmen for the coming year, 
as follows: W. K. Fritz, Lamar Life, 
membership; Robert H. Anderson, Lib- 
erty National Life, section handling In- 
dustrial portfolios of the Underwriting 
Forms committee; Clarence F. Egdorf, 
Protective Life, section handling Ordi- 
nary portfolios; W. H. Harrison, Ohio 








National Life, Reading and Reference 
committee. 
One hundred thirty-nine registered 


representatives from 97 companies at- 
tended the recent Chicago convention, 
making it the largest representation 
since the organization’s founding. 

John R. Ward, United States Life, 
has been chosen to fill the new office 
of vice-president and editor, created at 
Chicago. 


— > 81 





League of Life Insurance 
Women to Meet Nov. 12 


The monthly meeting of the League 
of Life Insurance Women will be held 
November 12 at 4 P.M. at the American 
Women’s Club House, 353 West 57th 
Street, New York. 

Lillian L. Joseph, Home Life of New 
York, and vice-president of the League 
will preside. 

Beatrice Jones, president, Life Under- 
writers Association of New York; Elsie 
Matthews, Connecticut Mutual Life, 
Newark; Hermine R. Kuhn, Equitable 
Society; and Dorothy Briggs, John Han- 
cock, will discuss “America Marches On 
With the Declaration of Financial In- 
dependence,” a re-enactment of the Cin- 
cinnati Women’s Quarter Million Dollar 
Round Table. 


INCREASE FOR C. B. KNIGHT 

The Charles B. Knight Agency, 
Inc., general agents in New York for the 
Union Central Life, reported paid-for 
business for October of $1,354,483 com- 
pared with October 1940 production of 
$1,289,783. 

For ten months the agency shows 
new business of $15,909,542 against last 
year’s ten months’ production of $13,- 


423,809. 
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Charles J. Zimmerman, to 
Address N. Y. Supervisos 


Charles J. Zimmerman, CLU, Chicayy 
general agent, Connecticut Mutual, aj 
° y ° i. 
past president, National Association j 
Life Underwriters, is to be the guey 
speaker of the New York Life Super 
visors at their luncheon meeting, Nove 
ber 19 at the Hotel Martinique, 

In view of the fact that Mr, Zin 
merman was formerly general agent 3 
Newark as well as a_ supervisor + 
Brooklyn and Manhattan, the Li 
Supervisors of New York have inyit 
the Newark Life Supervisors and ti 
Brooklyn Life Supervisors to attend {i 
meeting. 


J. W. Clegg, F. J. Reeves, Pen 
Mutual, Mark Fifty Ye 


John William Clegg, home off 
agency, Penn Mutual, observed his ff 
tieth service anniversary November | 
when he was presented with a lar 
bouquet. 

Mr. Clegg entered Penn Mutual ser. 
ice as a mailboy, became a clerk in ti 
treasurer's department and _ in If 
started as a full time agent. He isi 
past president of the Philadelphia As» 
ciation of Life Underwriters and ¢ 
the National Association, which # 
headed in 1924. He is a life meni: 
of the Million Dollar Round Table. 

Frank J. Reeves, also of the houf 
office agency, joined the company ont 
same day as Mr. Clegg. Mr. Reeit 
was also presented with flowers. 


40 YRS. WITH PHOENIX MUTUAF 





Herbert J. Reinmund Honor Guest! 
Luncheon; M. C. Terrill, J. A 
Giffin and L. H. Andrews Speak 
Herbert J. Reinmund, a member of “4 
Phoenix Mutual’s New York Downtor 
agency, was honored November | whi 
was his fortieth anniversary with " 
company by a luncheon, held at “ 
New York Chamber of Commerce, ® 
tended by members of agency, host 
office officials and friends from oti 
Phoenix Mutual agencies in New Yo 
Speakers included M. C.. Terrill, wt 
president, and James A. Giffin, assist 
agency manager, and H. Andress 
manager of the agency. a 
During his forty years Mr. Reinm® 
has won many high production hones 
including membership in the half mill 
and quarter million clubs of the c 
pany. 


J. R. SCHINDEL DIES AT 6 . 
John Randolph Schindel, lawyer 
director of the Union Central Life, 
last week in Cincinnati at the age” 
Mr. Schindel, a graduate of the y 
versity of Cincinnati and of its ® 
school, was a member of the fire” 
Waite, Schindel and Bayless. He ™ 
formerly an assistant city solicitor ct 
a member of the City Charter page 
sion in 1913 and 1914. He was rg 


director and general counsel a 
Columbia Life; district cai Vi: 


necticut General, Phoenix Muti i 
land Mutual Life, Lincoln Nati 
and other. companies and organ tal 

He was born at Ft. Stevenson multe 
post in Dakota Territory. 
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"One hand for the ship—and one for yourself!” 


—So ran the practical advice of the Old Salt to the young novice, in the days when iron men manned our wooden 





ships. And it’s a good counsel today for every man who is thinking and planning ahead. 


ODAY, every one is faced with the 

two-fisted job of defense for the na- 
tion and defense for his own and his 
family’s financial future. Life insurance 
—properly selected and planned—can 
help you do both jobs well. That's be- 
cause individual financial security is na- 
tional defense in a very real sense... 
and because funds invested by life insur- 
ance companies are a necessary and 
direct aid to the country’s essential in- 
dustries and services. As you consider 
the most practical way for you to keep 
“one hand for the ship and one for your- 
self,” keep in mind these two reasons 
for selecting The Northwestern Mutual. 





WA. : 
MORE THAN 


a 700,000 POLICYHOLDERS 4 
Smee as 


SECURITY — The Northwestern Mutual offers 
rock-ribbed assurance of security, because this 
company throughout its long life, has been ded- 
icated wholly to the service of policyholders 
and their beneficiaries. A principle of its trus- 
teeship—stated many years ago—is, “The am- 
bition of The Northwestern Mutual is less to be 
large than to be safe... to secure its business 
under certain salutary restrictions and limita- 
tions rather than to risk the sacrifice of those 


valuable points which make The Northwestern 


Mutual pre-eminently the policyholder’s com- 
pany.” Adhering to this sound principle, The 
Northwestern Mutual has achieved consistent, 
solid growth, its assets increasing EACH year 


since 1857. 


SERVICE—By limiting its business to appli- 
cations secured by its own regular agents, the 
company assures its policyholders effective serv- 
ice by responsible agents who have access to 


the company’s educational facilities. 


For peace of mind, today and tomorrow, do this full defense job NOW. Have a Northwestern Mutual 


agent show you how you can assure yourself and your family financial security—at low cost. 


We ze {HE NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 


MILWAUKEE, WIS. 


























November 7, 14 








————=—. 





Life Agency Officers—Research Bureau Meeting 


——————____ 





Witherspoon Gives Some Planks of 
National Association 1942 Program 


Some of the points of the National As- 


sociation of Life Underwriters program 
for the coming year were outlined before 
the Life 
Officers—Research Bureau meeting at 
Toronto this week by John A. Wither- 


and 


the joint meeting of Agency 


president of the association 
general agent for the John Hancock Mu- 
tual Life at Nashville. In outlining these 
objectives Mr. Witherspoon said in part: 

“We make a definite and 


unremitting effort to bring every life in- 


Sp ON, 


propose to 


surance agent in the United States under 
the old-age and survivorship provisions of 
the Federal Social Security Act. The 
National Association will not let this year 
go by without asking officials in Washing- 
that immediately and 
taking every cooperative step to help them 
do it. Are you with us in this project? 


“We propose to make every effort to see 


ton this be done 


that the commission scale more nearly re- 
flects the actual work done and progress 
accomplished by the agent, and pays the 
career underwriter more and the unpro- 
ductive agent less. I know that I speak 
for every agent when I tell you that we 
are very pleased to see that so many 
companies have already introduced one of 
the steps recommended by the Linton Com- 
mittee—the pension plan for agents. We 
believe that it is a wise and common-sense 
step, and we hope the day is not far off 
when all companies will supplement their 
worth-while agents’ social security income 
with such plans. It is said that one of 
the difficult things about life insurance 
salesmanship is that the agent has to go 
out and try to be a success again every 
day, no matter how often he has been a 
success in the past. We hope that through 
the permanent two per cent service com- 
mission plan, together with a pension, you 
and he will be able to get together to 
help him store up a little of that success 
every day so that he won't be—as so many 
agents of the past have been—a success 
from 30 to 60 and a failure in his old age. 

“We are going to do everything the Na- 
tional Association of Life Underwriters 
can do to eliminate the unproductive agent. 
The one sensible rule of thumb that we 
can conceive of on the agency practices 
problem is this: “Is the man making a 
living judged by the scale of living in 
his own locality?” If he is, let’s call him 
fit; if he’s not, let’s call him unproductive. 
It seems impossible to develop a formula 
that will treat with equal fairness the agent 
in Chicago against the one in Jackson, 
Miss.; the underwriter in Boston against 
the one in Butte, Mont.; the field man in 
Toronto against the one in Brandon. | 
repeat: “Is your man making a living 
judged by the scale of living in his own 
locality?” Isn’t that a common-sense basis 
for elimination? This year we are going 
to face this problem squarely; it has been 
batted back and forth too long for the wel- 
fare of the business. It surely must have 
reached the point in its growth and pres- 
tige by now where we can make a final 
step in elimination. I realize that much 
has been done through the elimination of 
part-timers and through the voluntary 
action of many leading companies’ agency 
departments. Your Committee on Agency 
Practices has done and is doing a remark- 
able job. But we are still far from the 
real solution. 

“We propose to redouble our efforts 
to raise the educational standards of the 
life underwriters of the country, so that 
they may be better and more favorably 
known to the public. We are prepared 











JOHN A. WITHERSPOON 


to go the limit with your committee on 
training to make this possible. We heartily 
endorse your recommendations for a 
secondary course of life underwriters’ 
service training, 

“We propose to continue to carry out 
our responsibility toward the public in 
resisting any further tax burdens which 
will directly or indirectly increase the 
cost of protection essential to healthy 
economic life. Our activities in the field 
have been many. I quote just a few of 
them. During the past year we contributed 
our share to the successful fight to retain 
the Federal estate tax exemption toward 
life insurance of $40,000; we have re- 
peatedly urged that the “incidents of 
ownership” test again supplant the “pre- 
mium payment” test as the guide for 
applying the Federal estate tax; we have 
led the fight for an amendment which 
would exclude from the gross estate of 
a decedent that part of the proceeds of 
life insurance policies provided for the 
payment of Federal estate taxes. 

“We propose to assist the United States 


Government during the national emergency 
in every way at our command, through 
the sale of National Defense Bonds and 
through the performance of such other 
tasks as may be outlined for the Associa- 
tion by the government. We have set 
up a Life Underwriters’ Committee for 
National Defense Savings, through which 
every National Association member will 
be called on—and a vast majority have al- 


ready agreed to devote one day @ mont 
to the sale of Defense Bonds and Sine 
Our committee has divided the Unie 
States into ten zones, each with a chap. 
man, and a leader has been appointed 
every state and local community. Wis 
this setup, we will far surpass the bill. 
dollar sale of Liberty Bonds which {i 
National Association made during the 
world crisis.” —_— 


Two Decades of Analysis and Improved 
Techniques Reviewed by H. G. Kenag, 


Reviewing the past “Two Decades” in 
the history of life insurance management 
and business development techniques, H. G. 
y, superintendent of agencies, Mu- 
tual Benefit Life, told the twentieth annual 
joint conference of Life Agency Officers 
and Life Insurance Sales Research Bureau 


Kenagy, 
» 
} 


members at Toronto, “Out of these two 
decades of discussion and cooperative ef- 
fort, we have evolved clear-cut ob- 
jectives and an impressive set of guid- 
We not solved all 


our 


have 
but conscious of 


ing principles. 
our problems 
objectives, we have definitized our prob- 
lems, and our guiding set of principles 
tells us how to go about solving them... 
There has been more progress toward a 
sound, socially intelligent system of dis- 
tribution than in all the previous history 
of life insurance in our country. While 
we are far from having perfected our 
machinery and methods, we have achieved 
rather substantial agreement as to the 
kind of a system we are trying to build 
and many of the specifications and plans 
are beyond the blueprint stage.” 


New Ideas 


Mr. Kenagy began his discussion by 
recalling the beginnings of the new atti- 
tudes toward the institution of life ingur- 
ance and the application of new business 
methods to life insurance salesmanship 
and management. The early twenties saw 
the beginnings of the ideas of property 
life insurance, life insurance for taxes and 
for business purposes, and selling for 
needs. 

As early as 1916, attention was being 


Holcombe Reviews TINEC Findings; 


Says Business Recognizes Problems 


In previous meetings of the Agency 
Officers Association and Research Bureau, 
John Marshall Holcombe, Jr., manager 
of the bureau, has reviewed the many facts 
which have occurred during the year and 
which influence the selling practices of the 
Canadian and United States companies. 
This year Mr. Holcombe presented instead 
a detailed consideration of the agency 
questions raised by the study of life in- 
surance made under the auspices of the 
Security and Exchange Commission for 
the Temporary National Economic Com- 
mittee. 

Mr. Holcombe called the investigation, 
especially Monograph 28, significant for 
these reasons: Never before has the Fed- 
eral Government used the strength of its 
investigating machinery to study the 
marketing process in life insurance. The 
investigators left no stone unturned in 
their search for practises inimical to the 
public welfare. Their final conclusions 
were characterized primarily by a recital 





of selling methods and proposed improve- 
ments which the officers of the business 
have recognized for many years. They 
offered nothing new, but accepted and _ re- 
inforced the constructive criticism of life 
insurance men. Finally, even though the 
investigation gave frequent evidence of 
bias, the major contribution which the 
investigation can make is that life insur- 
ance men shall adopt toward it an attitude 
of receptivity which will help them in 
solving their problems. 
Steps Already Taken 


“It is not uappropriate at this particular 
meeting,” continued Mr. Holcombe, “to 
mention that the criticism from within the 
business of our selling process took signifi- 
cant form exactly twenty years ago. It 
was at the meeting in 1921 of the Asso- 
ciation of Life Agency Officers that the 
idea of a Research Bureau was promul- 
gated and adopted. 

“The founding of the 


(Continued on Page 19) 


3ureau evidenced 





H. G. KENAGY 


paid to the problems of waste in mz 
power, in sales effort and in heavy laps 

Mr. Kenagy paid tribute here to! 
leaders who looked toward the fut 
Edward A. Woods and Winslow Russ! 
and mentioned also the founding in IY 
of the Life Insurance Sales Reseai 
Bureau. 

Philip Burnet, then president, Continenif 
American, in 1923 pointed out that t 
was a relation between age, educatit 
mentality, experience and an agent's # 
cess. 





Research was also begun at about (i 
time on agency costs and the money ve 
of persistent business, in which M. Al 
Linton, now president, Provident Mu 
Life, was a principal originator. 

“When the manager’s job was put uni 
the spotlight and the need for building 
efficient sales organization was recogni 
the problem of new business costs si 
reared its head. When home offices ! 
general agents they had to devote t! 
time to finding and developing age™ 
rather than to personal selling, it ™ 
only natural for the question to a 
Where does the general agent come 
in terms of profits? In managerial 0¢ 
panies the question was: Shouldn’t we ia 
standards by which to measure the pe 
ableness of our agencies? A. N. Mitel 
now president of the Canada Life, ' 








one of the first to stand up in mets 
(1924) and present the need for % 
sort of measuring stick.” 


Strength of the Agency System 

To such men as those mentioned 4 
and to the Life Insurance Sales Rest 
Bureau, Mr, Kenagy attributed much ! 
the reason for the strength and resi) 
of the life insurance business ie 
agency system upon the collapse of 
and the following depression years. 
As a measure of the reality of the # 
provements in the past twenty gt 
pointed to the smaller number of a? 


(Continued on Page 16) 
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TUESDAY, OCTOBER 14 


‘LAPSES’ AT A LOW IN LIFE INSURANCE 


Surrenders Also Fewer and a Record Is Foreseen 
—1941 Rate May Be Only 3.8% 











Lapses and surrenders of ordinary life insurance policies 
are setting a new low record and the 1941 lapse rate may 
drop below 3.8 per cent of the insurance in force at the be- 
ginning of the year, according to the Institute of Life In- 
surance. This would be a reduction of two-thirds in the 
lapse rate from the recent depression high, it finds. 

There was $117,500,000,000 insurance in force at the start 
of the year, of which $81,000,000,000 was ordinary life in- 
surance and the rest group and industrial insurance. New 
insurance sales this year have been in excess of the rate of 
sales in 1940 and totaled $3,780,738,000 for all classes of 
life insurance in the first six months of 1941. 


Improvement Is Shown 





“During 1940, ordinary life insurance lapses and sur- 
renders reached the lowest rate in the history of the busi- 


























iste in me ness except for the two war boom years of 1918 and 1919,” 

heavy laps the institute reported. “In the first nine months of 1941, 

here tot the improvement has continued at a pace which, if con- 

the futur tinued, will write into the records for this year a record 
low Russi low for all time. * * * 
ding in 1 “The trend of life insurance lapses definitely reflects the | 
les Resear state of business and family finances.” 
t, Continent 
ut that the 
e, educat : ; 

agent's s The Equitable betters this excellent record as follows: 
at about Lapses and surrenders for the first 9 months of 1941 are 13% less than for the corresponding 
oy Vie . 

A A | period of last year. 
ident Musa P ‘ P . : ‘ 
Or, This experience, maintained for the remainder of the year, would bring the Equitable’s lapses and 

as t ung e . . . . 
oiling surrenders for 1941 to less than 2.6% of the amount of Ordinary insurance in force at the beginning of 
: Pree the year. 
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Life Agency Officers—Research Bureau Meeting 








New Business Must 
“Pay Its Own Way” 


VIEW OF JOHN H. EVANS 


Ohio National Life Vice-President Ad- 
dresses Toronto Joint Meeting; Warns 
Against Stressing Volume 


In a talk before the twentieth joint 
annual meeting of the Association of 
Life Agency Officers and the Life Insur- 

e Sales Research Bureau in Toronto 

is week John H. Evans, vice-president, 
Ohio National Life of Cincinnati, point- 


insurance business 


it the life 
s its stability to the caliber of the 
agency department and the quality of 


new | isiness written 
other businesses, which depends 
f new sales, a life in- 
depends for its suc- 
mn the persistency of 
en and the mortality 
id, as well as the excess 
reserve. The 
rates during recent 
iore than ever impera- 
lies base their business 
ality « than on volume 
year acquisition costs are to be 











the experience of his com- 
izing the fallacy of the 
ple that more v 1e means great- 
ins, Mr. Evans said: 
rs using all the 
ad to show these men with 
r second-year persistencies the fal- 
ir ways. In some specific 
kable results were attained; 
ver h no appreciable effect upon 
entire company’s second-year persis- 
It then became clear to us 
at there was one thing we could do 
hat would guarantee better company 
That was to eliminate those 
men who had such bad records. 
his experience has also taught us 
at there is a big difference between 
conservation of business and persistency 
usiness. Poor business is not worth 
attempt to conserve. We are now 
e content in producing 80% as much 
business with a substantially lower unit 
nis lower unit cost arises almost 
from relieving ourselves of too 
nan} { Our objective, there- 
fore, has changed from one of emphasis 
on recruiting to one of developing more 
of the better qualified managers.” 

Emphasizing that the general agent or 
manager is the “all-important man,” Mr. 
Evans declared that the virility or lack 
of virility of an agency force depends 
upon the capacity and morale of the 
general agents, who direct their agency 
activities toward the objectives set before 
them by the home office. 

In conclusion, Mr. Evans said: “When 
nations are young and are building and 
expanding their industries, interest rates 
igh. As nations grow older inter- 
est rates grow lower. Since compound 
interest is a most vital part of our busi- 
ness, it seems to me that those respon- 
sible for the company’s investment in 
new business must exert effort, as never 
before, in eliminating the type of busi- 
ness that cannot pay its own way. The 
elimination of undesirable or unprofit- 
able business means the elimination of 
the undesirable or the unqualified agent. 
The elimination of ‘the unqualified agent 
means more of the better qualified man- 
agers or general agents. 

“A thought I would like to leave is 
that in the adjustments necessary to 
prepare for an admittedly uncertain fu- 
ture, the agency department plays an 
important part. Any opposition on our 
part to a lower interest basis on the 
grounds that it will reduce new produc- 
tion, would be suicide. Our responsibil- 




















tency record. 


persistency. 








nany supervisors. 
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ity to the company is to see that the 
new business we put on the books can 
and 


does return to the company the 
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John A. Stevenson Shows Research Can 
Help in Solution of Agency Problems 


Speaking in Toronto on Monday, John 
A. Stevenson, president, Penn Mutual Life, 
told the joint meeting of the Life Agency 
Officers and the Life Insurance Sales Re- 
search Bureau that the life insurance busi- 
ness must avoid the danger of “drifting 
along” in the face of problems which call 
for progressive management. 

In solving the problems which confront 
the business today, Mr. Stevenson said 
there should be more research of the type 
which has been done in connection with the 
aptitude test and the persistency rating 
chart and this research should be ex- 
tended into other fields. Encouraging pro- 
gress has been made, he pointed out, in 
the training of new salesmen and in elim- 
ination of unfit agents. 

Need Minimum Standards 

Indicating contributions which research 
can make to the improvement of the 
agency system, Mr. Stevenson continued : 

“If, for example, we’d devoted suffici-n 
research to the results of various company 
training courses to have a sound basis for 
judging the amount of training necessary 
for representatives at various periods in 
their careers, and the type of training 
most effective in enabling representatives 
to render first-class service, I doubt very 
much whether the TNEC would have re- 
ported that, among the larger legal re- 
serve companies to whom their question- 
naire was sent, ‘63% had no definite re- 
quirements of any type.’ 

“While, as you know, I’m a strong ad- 
vocate of selling in terms of needs, I’m 
not of the school which considers that 
training a salesman for meeting the needs 
of his prospects is synonymous with train- 
ing him for elaborate estate analysis work. 

“Comprehensive estate planning, to my 
mind, is a specialist’s job which should 
be undertaken only by a specialist ade- 
quately equipped by knowledge and ex- 
perience to diagnose problems and recom- 
mend solutions to these problems—in the 
same way that a medical specialists is 
equipped for the work he undertakes. But 
the average buyer doesn’t ordinarily need 
the services of a specialist to meet his 
insurance needs any more than your fam- 
ily or mine ordinarily needs a medical 
specialist to correct day-to-day ills. Here 
again, then, research could play a part 
in setting up minimum educational stand- 
ards for life insurance selling—as_ the 
medical profession sets up minimum stand- 
ards for practice—with the provision for 
additional educational facilities to enable 
individuals to equip themselves for spe- 
cialized work. 

“We have more information than ever 





before on sound methods of agency pro- 
cedure, much of which, as I said before, 
we owe to the efforts of the Research 
Bureau. We have better facilities than 
ever before for putting these procedures 
into operation. All we need, then, to ac- 
complish results, is the determination on 
the part of each one of us that these 
facilities shall be used to put into practice 
the sound procedures we know we should 
follow. 
Volume Not Only Measure 

“No one realizes better than I do that 
volume must still be one measure of suc- 
cessful agency operations, for we want 
our business to show a healthy growth. 
3ut it isn’t the only standard. Consequent- 
ly, I’m merely repeating the remark I 
make to this group some time ago when 
I say that if the directing heads of a com- 
pany measure agency operations merely 
by increased volume, it’s because the agency 
department has presented the agency pic- 
ture only in terms of business production. 

“Naturally, elimination of incompetent 
agents and the establishment of longer 
training periods may result in a temporary 
decrease in our volume, just as the elim- 
ination of child labor would tend to in- 
crease mill owners’ pay rolls. But when 
we survey the strides .we made in the 
past twenty years in the agency field of 
our business, I think we have reasonably 
conclusive evidence that the life insurance 
business is willing to face facts, and that 
we are not so short-sighted that we will 
allow immediate financial considerations to 
stand in the way of the type of service 
which life insurance can and_ should 
render to the American people.” 

Mr. Stevenson concluded by calling at- 
tention to the opportunity and responsi- 
bility of the life insurance business in 
solving present-day problems, saying: “I 
firmly believe that no proup of people has 
a greater opportunity to contribute toward 
solving the social and economic problems 
which confront us today than those who 
are concerned with the distribution of life 
insurance to the American people. There 
is no question that we will have to ad- 
just our business to changes which new 
conditions will bring. We don’t know what 
steps this will involve but we do know 
that there are ways in which we can im- 
prove our agency operations so that they 
will better meet today’s needs. Obviously, 
this is the first step in performing our 
‘social task,’ and if we keep marching in 
this direction, I thoroughly agree with 
James Truslow Adams’ conclusion that we 
need not worry about our business, or the 
future status of life insurance in America.” 





money we spend to acquire that busi- 
ness. 

“We can best do this, not by a lower 
unit cost, necessarily, and not by affect- 
ing in any way the income of the field- 
man, but by a concentration of our ef- 
forts on more of the better qualified 
managers or general agents who have 
the courage and capacity to eliminate 
the type of agent who cannot produce 
quality business.” 


Two Decades 


(Continued from Page 14) 
today “doing as much new business and 
servicing twice as much insurance in 
force”; a moderate decrease in agent turn- 
over; decreased lapse rate; and a man- 
agerial turnover according to the Bureau 
figures of only 15% compared with 25% 


in 1931. 





“We Believe” 


In closing Mr. Kenagy summarized “the 
most compelling ideas and ideas that we 


hold in common as we close the second 
decade: 1. We believe that the buying 
public is entitled to thoroughly intelligent, 
conscientious service in connection with the 
purchase and arrangement of life insur- 
ance estates, however small. 


“2. We believe in the professional client 
relationship between underwriter and _pol- 
icvholder. In contrast to the old idea 
of selling policies, for lump sum insur- 
ance, with the vague idea of protection, 
we now train our representatives to sell 
life insurance for specific needs and, equally 
important, arrange settlements of policy 
proceeds to take care of these needs. 

“3. We believe that the life insurance 
business deserves and requires quality field 
representation. 


“4. We believe that the compensation 
of agents should be arranged so as to 
encourage professional underwriting. 

“5. We believe that the agency system 
is doing an immeasurable service to the 
public, but that it is not getting the credit 
for it. We need to make buyers acutely 


nite 


W.S. Penny Reviews Work of 


Research Bureau Past Year 


men crn 


WALTER S. PENNY 


The work of the Insurance Sales Re- 
search Bureau during the past year was 
reviewed for the joint meeting of the 
Agency Officers—Bureau at Toronto this 
week by W. S. Penny, director of agen- 
cies, Sun Life of Montreal, as chairman 
of the board of directors. 

Although the Bureau is operating un- 
der a reduced budget due to voluntary 
reduction in member dues, Mr. Penny 
stated that adjustments had been made 
so that the service to companies did not 
suffer. Visits to home offices have been 
made only, when requested and volun- 
tary committees have taken over some 
of the research work. Ten additional 
companies have joined the Research Bu- 
reau since the last annual meeting. 





conscious of the way in which we have 
made life insurance serve their needs. _ 

“6. We believe that the possibility of 
greatest advance in the future—as far as 
quality of manpower is concerned—lies in 
better training and supervision rather than 
in better selection. 

“7. We believe that training should de- 
vote itself primarily to what to do and 
how to do it, rather than to what to know 
and why. Progress will depend more on 
learning how to train than on figuring 
out better content for a training course. 

“8. We believe that the Agency Depart- 
ment of a company must accept the re- 
sponsibility of effective leadership in pro- 
moting the development of a sales organt- 
zation which can sell and service life in- 
surance on a professional basis at a profit. 

“9. We believe that, under a given set 
of conditions, every agency has an optimum 
size, i.e., a point at which the most favor- 
able net result in production and profit 1s 
obtained. 

“10. We believe that the Agency Man- 
ager is a sales manager, a man managet, 
and a business manager; and that he 1s 
the key man in all efforts to get improved 
results. The Agency Department will 
strive to definitize the Manager’s job, to 
discover and measure these factors of ex- 
perience, aptitude, and training which Mt 
men for high success in management, an 
to provide a program of selection, train 
ing, and experience for prospective maf 
agers which will practically guarantee their 
success following appointment. ; 

“11. We believe that good morale 1s the 
most significant factor in agency success: 

“12, We believe that our production 
objective should be a net gain of insur 
ance in force with due regard for the 
cost of securing new business and retaining 
old.” 
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The personnel changes announced by 
President Douglas of Mutual Life last 
week greatly interested the business. 
Probably the announcement attracting 
the most attention was the election of 
fulian S. Myrick to the office of second 
vice-president of the company. For years 
Mr, Myrick has been one of the out- 
sanding general agents of the country, 
cometimes called “the greatest social in- 
fuence in life insurance,” one of the 
most effective diplomats. 
on innumerable committees; frequently 
has received telephone messages from 


He has served 


long distances in, which insurance men 
have asked for counsel. A popular ex- 
pression in the business has been “Let’s 
Go See Mike.” These consultations have 
not only been about matters of produc- 
tion, but sometimes had to do with 

Washington tax rulings or Albany leg- 
islative matters. His activities in con- 
nection with Section 55a of New York 
insurance code were a great asset to 
the life insurance business. 

Mr. Myrick’s election to the presi- 
dency of the National Association of 
Life Underwriters was one of his great- 
est tributes. Up to that time he had 
never been at a National Association 
convention, but the organization was in 
a jam and its leaders decided that My- 
rick was the man to get difficulties 
straightened out. He arrived in Mem- 
phis after the convention started and 
there was no opposition. Since then 
he has been a tremendous influence in 
that association as well as in the New 
York State and New York City associa- 
tions. 

Coming here from the South he began 
his insurance career as an application 
clerk with the old Charles H. Raymond 
agency of the Mutual. Eventually, he 
met Charles E. Ives and tied up with 
him. The late George T. Dexter made 
them managers of the Mutual in a down- 
town agency. That was start of Ives & 
Myrick. Some years ago Ives, because 
of ill health, retired, and devoted himself 
to composition of music, winning inter- 
national fame. Myrick becarne an im- 
portant figure not only in insurance, but 
in the world of tennis and clubdom. At 
one time he was president of National 
Lawn Tennis Association, and once while 
abroad played tennis with the Queen of 
Spain. 

When Lewis W. Douglas became presi- 

dent of the Mutual he and Myrick be- 
gan to see a lot of each other, becoming 
warm friends. Another close friend was 
Alexander E. Patterson. They both ap- 
preciated his counsel. There were ru- 
mors for some months that Myrick 
would go over to the home office as a 
vice-president. He has been an agency 
manager since January 1, 1909, and that’s 
a pretty long spell. 
_George A. Patton came to New York 
lour years ago to be chief assistant to the 
late George K. Sargeant. Mr. Sergeant 
shortly after that died and within sixty 
days of Mr. Patton’s arrival in this city 
he had been elected vice-president to 
succeed him. One of his first moves was 
to choose George A. Sattem of St. Paul 
as superintendent of agencies. 

During those four years Mr. Patton, 
assisted by Mr. Sattem, did splendid 
work in building up weak production 
lences where they were found in the 
country, and in handling field problems 
diplomatically and constructively. 

Born on a farm and having his early 
education in a rural school, Mr. Patton 
also attended Miami University; then 
came a teacher in a country school 
when 18. He eventually became prin- 
cipal of a high school in Manchester, O., 
_ since 1910 has been with the Mutual 
lle, At the start he traveled extensive- 
y through the country districts on 


horseback selling insurance, headquar- 
ters being in Manchester. Successful as 
a producer, he was made district man- 
ager at Portsmouth; then manager at 
Des Moines where he did so well he 
was made manager in Columbus, O. At 
the time he was transferred to home 
office he was president of the General 
Agents & Managers Association of Co- 
lumbus. ; 

Mr. Sattem began his Mutual Life 
career as superintendent of agencies of 
the central Illinois district; then held 
the same post with the Milwaukee agen- 
cy, after which he was appointed man- 
ager in Omaha and then manager in St. 
Paul. His St. Paul agency had the larg- 
est delegation at Mutual Life’s 1937 na- 
tional field club convention. 

Of most interest to the underwriting 
and medical worlds was the announce- 
ment that Dr. Eugene F. Russell, for- 
mer vice-presidwent and manager of se- 
lection, would continue with the com- 
pany as consultant on medical matters. 
His activities with the company had cov- 
ered three decades. Of recent years his 


The 





JULIAN S. MYRICK 


services had been that of head of medical 
selection and underwriting division. 
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“Sorry—I can't stay in the office 


any longer today—got an idea 
from the latest ‘Sales Q's’ that 
I'm anxious to try out!” 





























Berkshire’s “Sales Q's” are contained in a complete portfolio of 


up-to-the-minute and practical sales literature, designed especially 


for the use of Berkshire Associates. That they have proven extremely 


beneficial is evidenced by the rapid growth of Berkshire’s production. 


Any of our General Agents will be glad to explain how they work. 


Ach any BERKSHIRE Associate 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


F. H. RHODES, President 


PITTSFIELD, MASS. 








Medical Directors of America elected 
Dr. Russell its president for the 1935-36 
term. Dr. Russell is a graduate of New 
York University and also from Bellevue 
Medical School. He joined the Mutual 
Life as an examiner in 1911 and in 1922 
was appointed associate medical director, 
shortly after which he was placed in 
charge of the company’s medical ref- 
erees and examiners throughout the field. 

Previous to entering the Mutual Life’s 
service he had been connected with vari- 
ous clinics, hospitals and educational in- 
stitutions. He was an interne at Belle- 
vue and had been an attending physician 
at two other hospitals. 





Louise L. Hedden of Horace H. Wil- 
son agency, Equitable Society, New 
York, and an unusually successful agent, 
was chosen by New York Dress Insti- 
tute as girl to feature in advertisements 
of the Institute in magazine advertising 
published in current issues of Good 
Housekeeping, Harper’s Bazaar and The 
New Yorker. Five pictures of her were 
printed in the advertisements. She posed 
in gowns made in New York City, cap- 
tion of the advertisement being this: 
“Women Who Want ‘That New York 
Look’ wear dresses with this label,” 
insignia being the “Creation” label of the 
Institute. 





Thirty-six employes of the Pruden- 
tial home office are taking courses at 
the University of Newark in the eve- 
nings. The group is divided about even- 
ly between the School of Business Ad- 
ministration and the College of Arts and 
Sciences. 

Many, of course, take the courses in 
insurance. One young woman is ma- 
joring in secretarial studies, another is 
taking a pre-medical course, while still 
another is studying dietetics. 

In the College of Arts and Sciences 
the women outnumber the men 11 to 6. 

Besides their studies, several of the 
students take part in extra-curricular 
activities such as the glee club, the 
Mummers, dramatic club, the Observer, 
weekly publication of the university. 





Elwood T. Starbuck, brokerage man- 
ager, Bankers Life agency at San Fran- 
cisco, and football official for the past 
fifteen years in high school and college 
football games on the Pacific Coast, 
posed for the illustration on the Octo- 
ber 18 issue of The Saturday Evening 
Post. Mr. Starbuck and the artist, Louie 
Bee are friends of long standing. 


Uncle Francis. 





HOUSTON INSURANCE WEEK 





Annual Message of Life Insurance to 
Be Given Big Play There and in 100 
Miles Radius; Rossman Chairman 
The Houston Association of Life Un- 
derwriters has selected Thanksgiving 
week for its annual message on life in- 
surance because of close tie-up of life 
insurance, the home and Thanksgiving. 
Harold Rossman, manager, Equitable 
Society, is chairman of the week. Roy 
Cox is president of the Houston asso- 

ciation. 

All members of life underwriters as- 
sociation in a radius of 100 miles from 
Houston are invited to assist in the 
event. Radio, newspaper and direct by 
mail communication will be used. Week S 
activities will be brought to a climax 
with a dinner in grand ballroom of Rice 
Hotel, Houston, and will be attended by 
heads of all Houston civic organizations. 
Believed week will be a remarkable good 
will builder between insurance men and 
laymen over a large territory. 





V. TALBOT AT HERSHEY, PA. 

Vincent Talbot, Rowley & Talbot, 
general agents in Newark, Northwestern 
Mutual Life, is one of the principal 
speakers at the annual managers’ and 
supervisors’ sales congress of the Penn- 
sylvania Life Underwriters, to be held 
at Hershey, November 10-11. 
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QUERY: What life insur- 


ance company has unusually 


complete accident and sick- 
ness insurance facilities for 
its field force? 


COMMENT: Life, accident 
and sickness insurance are 
personal coverages . . . insur- 
ing an individual rather than 
a piece of property. They 
complement each other .. . 
Affliated with Continental 
Casualty...long acknowledged 
a leader in the health and 
accident field. . 
Assurance offers its agents 
opportunity for added pre- 


miums.. 


. Continental 


. and commissions, 


2? _ i. aes Care i. 











Conlinentlal 


ASSURANCE COMPANY 


CHICAGO, ILLINOIS 


Affi liated with 


ONTINENTAL CASUALTY COMPANY 


Riatteaiens N we at 
Its Peak in 30th Year 


ANNIVERSARY DAY WAS NOV. 6 


Largest Illinois Life Company Started 
in One-Room Office; Leadership 
Vested in Kendall Brothers 
The Washington National of Chicago, 
recognized as the largest life insurance 
company in Illinois, is in the spotlight 
this week as November 6 marked the 
completion of its thirtieth year of unin- 
terrupted progress, and there is every 
indication that 1941 will be one of the 








GEORGE R. KENDALL 
best years in the company’s history. No 
special ceremonies marked its anniver- 
sary day but agents country-wide of 
Washington National have demonstrated 
throughout this anniversary year their 
loyalty for the organization. 

First spontaneous field effort was the 














HARRY R. KENDALL 
testimonial drive in March in honor of 
George R. Kendall, founder and presi- 
dent of the company. Both in life in- 
surance and in A. & H. premiums the 
agents produced more new business than 
ever before in a single month, and these 
gains were all the more significant be- 
cause no prizes, bonuses or special awards 
were offered as stimulation. This trib- 
ute was followed by similar testimonials 
in honor of Chairman of the Board 
Harry R. Kendall and J. F. Ramey, ex- 
ecutive vice-president and secretary, and 
here again the field response was fine. 
\n army of several thousand agents, lo- 
cated in forty-six states and the District 
of Columbia, contributed to the gains 
made. 

Top leadership of Washington National 
is vested in the Kendall brothers, George 

(Continued on Page 44) 





Frank L. Jones Reports 
Replacement Plan Approved 


Jones, vice-president, Equita- 
Committee 


Frank L. . 
ble Society, and chairman, 
on Replacement of the Association of 
Officers, 
Replacement 


Life Agency reported at To- 
ronto that “The Plan 
seems to be meeting with the approval 
of the signatory companies. All of the 
companies that subscribed to the plan 
are using it. We have had no with- 
drawals.” 

Mr. Jones included in his report com- 
ments of satisfaction from several com- 
panies and gave the committee’s recom- 
mendation that the plan be continued 
and that all of the companies maintain 
records of business conserved and lost, 
and number of opportunities offered. 


7. <. — Points To New 
Era in Management Methods 


W. C. Laird, superintendent of agen- 
cies, London Life, told the Toronto con- 
vention of Life Agency Officers and the 
Life Insurance Sales Research Bureau 
that “The job of head office agency de- 
partment officials today is to develop 
eeneral agents and managers to the 
point where every phase of their work 
will be performed in a precise, prede- 
termined manner through the medium 
of specific techniques, all of which should 
have been proven by experience to be 
successful wherever intelligently applied 
and all should lad directly to the attain- 
ment of objectives set by the company.” 

Mr. Laird pointed out that a new 
era in agency management has begun, 
“an era which will see the old ‘laissez 
faire’ system of operation replaced by 
one in which the head office agency 
department, the general agent, or agency 
manager, and the agent, each will be re- 
quired to carry his share of responsibil- 
ity, 


Supervisors’ Seminar 


(Continued from Page 5) 


Mutual Life; Gerald H. Young, CLU, 
general agent, State Mutual Life. 
March 3—“Building Morale.” John 


Marshall Holcombe, Jr., manager, Life 
Insurance Sales Research Bureau; Os- 


borne Bethea, general agent, Penn 
Mutual Life; Harry Gardiner, general 
agent, John Hancock; Julius M. Eisen- 
drath, general agent, Guardian Life; 


George P. Shoemaker, general agent, 
Provident Mutual Life. 

All meetings are to be held in the 
Hfotel Pennsylvania, except that of De- 
cember 10, which will be at the Hotel 
Waldorf-Astoria, as part of the Life 
Managers meeting. 


Members of Committee 


Other members of Mr. King’s com- 
mittee are the following members of the 
Life Managers Association, William H. 
Bender, Jr., general agent, National Life 
of Vermont; Osborne Bethea, general 
agent, Penn Mutual; Harry Gardiner, 
John Hancock, general agent; Matthew 
J. Lauer, general agent, Continental 
American; and H. Arthur Schmidt, 
Allen & Schmidt, general agents, New 
England Mutual Life; and Lowell Baker, 


Mutual Benefit ; Hubert Davis, Union 
Central; Richard Lichtermann, Massa- 
chusetts Mutual; Willard Momsen, 


Northwestern Mutual; Paul Orr, CLU, 
Guardian Life; Jerome Siegal, Pruden- 
tial; William Smerling, CLU, Berkshire 
Life; Carl Smith, CLU, Connecticut Mu- 
tual: J. Fred Speer, CLU, Equitable 
Society. George P. Shoemaker is an 
ex-officio member. 


B..F. DOYLE DIES OF ACCIDENT 


3ernard F. Doyle, associate editor, 
Insurance Index, was injured fatally 
after Saturday midnight when. struck 


by an automobile. Mr. 


age 36. 


Doyle was 
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Bankers of Nebraska Names 
H. E. English in Chicago 


Howard E. English has been appointec 
Chicago general agent for the Bankers 
Life of Nebraska to succeed Rober 
Pilkington and Irving Giess. 

Mr. English was formerly district mat- 
ager for the Reliance Life in Chicage 
Before joining the Reliance Life, he was 
in sales promotion and advertising. . 
1932 he joined the Reliance Life whi 
T. F. Lawrence was the head of te 
Chicago office, and produced abot! 
$250,000 annually. 

Mr. Lawrence, who later became presi 
dent of Life of Detroit, is going with 
Mr. English as agency adviser. Mr. 
Lawrence is a veteran life insurance 
man, who years ago was vice- presiden 
of the old Missouri State Life. 
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Life Agency Officers—Research Bureau Meeting 





Holcombe on TNEC 


(Continued from Page 14) 


both a recognition of the need for im- 
proving agency operations and a determina- 
jon to do something about that need. 

“It is instinctive to respond to the spe- 
cific statements of Monograph 28 by de- 
fending the institution or method so 
criticized, even to the point of defending 
things which need not defense but change. 
A wiser course may involve an admission 
of weakness where present and the setting 
up of procedures looking to remedial action, 
It is our duty, collectively here and in- 
dividually in our several companies, to 
discover every factor which can have an 
adverse effect on our selling process and 
to modify it or eliminate it. It is this 
constant searching for these ‘weak spots’ 
which is a primary aim of the Bureau. 


Problem Must Be Personalized 


Urging that each officer make it his 
individual responsibility to see that the 
trends already begun toward improvement 
of the agency system be continued, Mr. 
Holcombe said: “If there be here today 
any agency officer who has not studied 
Monograph 28, he is missing a unique 
opportunity to stimulate his own deter- 
mination to improve his own agency pro- 
cedure. And he will not be unmindful 
of the fact that in his annual report Presi- 
dent Harry T. Wright of the National 
Association of Life Underwriters said, 
‘Tam confident that the recommendations 
of the TNEC which were sound will be 


made effective by the companies’, 





Col. Drew Banquet Speaker 
Toronto, Nov. 4+—The speaker of the 
evening at the banquet given to mem- 
bers of the Life Agency Officers and 
3ureau held at the Royal York 
George A. 


Research 
Hotel tonight was Colonel 
Drew, K.C. Ontario conservative leader 
who was recently returned from England 
where he had an interview with Winston 
Churchill. He made a stirring plea for 
the utmost effort of all democratic 
nations to combat the totalitarian 
nations. The resources of all free 
nations, he said, should be used to the 
limit. No nation can save itself if only 
part of it is devoted to crushing tyranny. 
He also favored compulsory service for 
all. 

“There never was a time when so 
many people were so much concerned 
with what lies ahead,” he declared. 
Never would defeat bring such terrible 
consequences. Never was there an occa- 
sion in world history when united effort 
Was more imperative.” 

He was confident that there would be 
such a united effort and that the Nazis 
would be defeated. 


MOTIVATION 


Chapman Talks on Personal Form of Motivation, Woodson 
on Motivation and Morale; Research Bureau Experts Make 
Complementary Talks Before Joint Meeting in Toronto 


Lewis W. S. Chapman, consultant and 
editor, Manager’s Magazine of the Life 
Insurance Sales Research Bureau, ad- 
dressed the joint meeting of his organiza- 
tion and the Association of Life Agency 
Officers at Toronto, November 4. He spoke 
on the personal form of motivation, saying: 

“When we talk and think of motivation, 
in most instances, our minds turn toward 
group activities—meetings, bulletins, con- 
tests. They have a place in agency man- 
agement but I should like to spotlight 
and recognize the far greater possibilities 
in the personal form of motivation—the 
job of implanting, within the minds of our 
men, ideas which drive.” 

He said the ability to motivate men is 
recognized as a primary difference between 
mediocre and excellent management, that 
“many men believe that it is the biggest 
job, the greatest opportunity, the most 
fertile and least cultivated field in agency 
management.” 

Three Requisites 

He set forth the following three requi- 
sites for successful motivation : 

“The man whom we would motivate to 
greater achievement must, first, be in good 
mechanical repair—that is, have reasonably 
good health. If his energy is being sapped 
away by a physical impairment it’s up to 
management to see that he does something 
about having repairs made. Poor health 
is carbon in the motor. 

“Second, he must have a tranquil domes- 
tic situation. Not only must there be 
domestic tranquility as such, but also there 
should be a wife who believes implicitly in 
her husband’s business and the service 
he renders, and who has a_ sympathetic 
understanding of his problems and difficul- 
ties. We must be aware of the wife’s 
attitude and where there is a negative situa- 
tion it is vital that the manager realize 
the condition and take steps to remedy the 
trouble. 

“Third, it is axiomatic that no man can 
operate at top efficiency unless he sees and 
feels reasonable financial progress. But 
most men, and possibly salesmen most of 
all, lack the ability to handle their own 
finances successfully. Therefore, a man- 
ager must give financial supervision to his 
men except where it is patently unneces- 
sary. This supervision involves helping 
the agent budget his money as well as his 
time. Surely, it is also the manager’s 
responsibility to encourage the agent to 
own adequate life insurance, to pay his 
bills, and to have a savings account; per- 
haps it is his responsibility to require 
rather than merely to encourage.” 


B. N. Woodson, CLU, director of serv- 
ice, Life Insurance Sales Research Bureau, 
followed his colleague, Lewis S. W. Chap- 
man, whose address is reviewed in the 
adjoining column, on the program of the 
joint meeting at Toronto. He called morale 
the all-important factor which determines 
success or failure in agency management. 

Morale, he said, determines receptivity, 
and in at atmosphere of low morale and 
low receptivity, even the best of man- 
agerial guidance or advice will be spurned, 
and will fail to help the agent make the 
progress which should be his. “Morale,” 
he said, “grows out of the manager’s skill 
in human relations, his own fitness for 
the job, and his sincere interest in the 
welfare of the agent.” 

Turning to the field of motivation, he 
contrasted the two words, saying morale 
is a condition, motivation a process; morale 
is atmosphere, motivation is an activity— 
“the activity of dropping ideas into a 
man’s consciousness which will make him 
‘want to enough’.” 

Ingredients of Motivation 

He noted four outlined ingredients of 
motivation: increasing the agent’s skills; 
finding, creating, intensifying wants; de- 
veloping his confidence in his own abilities ; 
helping him definitize his own objectives. 
He then added “the essential ingredient” 
to success in life underwriting, enthusiasm, 
asking the following questions: 

“First: Do you know any man who, 
lacking a high order of enthusiasm for his 
work, his company, and the service he 
sells, has succeeded in reasonable pro- 
portion to his capacity? You know men 
who succeed in reasonable measure de- 
spite poor work habits; others who suc- 
ceed in reasonable measure despite inferior 
selling techniques; others who succeed rea- 
sonably in spite of prospecting weaknesses 
—but how many do you know who succeed 
without enthusiasm ? 

“Second: Would you agree that the 
enthusiasm of the new man carries him 
far, and largely compensates for his lack 
of experience? The new man has no pros- 
pects cultivated over a period of time; 
he hag a limited knowledge of life insur- 
ance; he has no experience in life insur- 
ance selling, and possibly no sales experi- 
ence. Yet, if he is destined to succeed in 
life underwriting, he is usually doing a 
creditable sales job within a verv few 
weeks—and is it not true that much of his 
success stems from his flaming enthusiasm 
for his new work, his new agency, his 
new company, and the newly discovered 
miracle of hfe insurance.” 


Members of New Research 


Bureau Board of Directors 
Toronto, Nov. 4.—The following board 
of directors of the Life Insurance Sales 
Research Bureau was elected here 
vesterday at the twentieth annual meet- 
ing in Toronto. The slate includes seven 
new members instead of the usual five, 
two new members replacing one who has 
died and one resigned. 

The complete board as announced’ by 
the Bureau is as follows: J. Harry 
Wood, second vice-president of the John 
Hancock; William Rushton, president 
of the Protective; J. A. Hawkins, vice- 
president of the Midland Mutual; Ray 
P. Cox, vice-president of the California 
Western States; Cecil J. North, second 
vice-president of the Metropolitan; J. J. 
Murray, superintendent of agencies of 
the Dominion Life of Canada; F. H. 
Haviland, vice-president of the Con- 
necticut General; J. T. Lynn, vice-presi- 
dent in charge of agencies, General 
American; Chester O. Fischer, vice- 
president, Massachusetts Mutual Life: 
George H. Chace, vice-president of the 
Prudential of America; H. A. H. Baker, 
assistant general manager, Great-West 
Life; Bradford H. Walker, president of 
the Life Insurance Company of Virginia: 
J. G. Parker, general manager and 
actuary of the Imperial Life of Canada; 


Ford D. Albritton, vice-president and 
manager of agencies, Great Southern 
Life; Claris Adams, president of the 


Ohio State Life. 
JOHN M. SARVER, 74, DIES 

John M. Sarver, chairman of the board 

t directors, Ohio State Life, and organ- 
izer of the company in 1906, died at his 
1iome in Columbus, O., Monday, at the 
age of 74. 

Born in Canton, O., Mr. Sarver came 
to Columbus thirty-five years fol- 
lowing his retirement from school work. 
He received his B.A. degree from Ohio 
Northern University in 1884 and his 
M.A. in 1886. He was connected with 
Canton schools until 1905, serving as 
the principal of the elementary and high 
schools and being superintendent of pub- 
lic schools at the time of his retire- 
ment. 

Mr. Sarver was general agent of the 
Massachusetts Mutual Life for one year 
before organizing the Ohio State Life, 
which he served as a director until the 
time of his death. He was the last 
surviving member of the original board 
of directors, having been secretary of 
the company until 1912, when he was 
made president. He became chairman 
of the board in 1932. 

Vice-president of 
Convention for ten 
from that position in 1932. He was once 
vice-president of Citizens Building 
& Loan Co. of Canton and was a direc- 
tor of Wittenberg College, Springfield, 
at the time of death. He is sur- 
vived by a brother and a sister. 


ago 
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Plan New Agent Education Program to 
Fill Gap; Office to be in Hartford 


Toronto, Nov. 5.—Aimed to fill the 
educational gap between the elementary 
rudimentals an agent learns while being 
trained by an individual company and 
the intensive CLU training, a new inter- 
mediate plan for training, institutional 
m nature, was presented to the execu- 
live committee of the Life Agency Offi- 
peeled consideration Wednesday by the 
) — treceene, of which Chester 
1 the elle ®: lairman, and was read 

ion of the Life Agency 


Officers and Insurance Research Bureau 

(Executive committee later approved 
the plan.) 

This committee on training submitted 
a plan, the definite objective of the 
program being to make competent 
and adequately compensated instructors 
available to representatives of all com- 
panies cooperating in the activity, it 
being understood that time will be 
needed to build a staff of such instruc- 
tors. Standard texts combining the best 
of the available thinking in the business 
would be used, and classroom instruc- 


tion would be a practical possibility for 
the majority of agents, including many 
whose locations have heretofore deprived 
them of this advantage. 

It was suggested that arrangements 
may be made later from representatives 
whose locations will still prevent their 
attending classes to have facilities for 
a correspondence course. Directed in- 
stitutionally, there would be uniformity 
of academic standards for conducting 
examinations and for awarding suitable 
diplomas which will constitute valid 
evidence of ability to serve the insuring 
public. 

“For those representatives who are 
qualified by background, education and 
experience to pursue the CLU study pro- 
gram, the institutional course would 
naturally provide an excellent back- 
ground of basic professional education,” 
said Mr. Fischer’s committee. “The main 


purpose of the course proposed, how- 
ever, is to afford an opportunity for ad- 
vancing the underwriting education of 
all representatives, whether or not they 
are qualified for CLU work.” 

The cost of texts would be pro-rated 
among all cooperating companies. The 
program requires a central office of ad- 
ministration with a director in charge. 
Such a director would have many respon- 
sibilities, including the selection and 
engaging of competent teachers, arrange- 
ments for local study groups, and super- 
vision of examination procedure, to name 
only a few of his activities. It was 
recommended that the central office of 
administration should be housed at Hart- 
ford to facilitate its activities by afford- 
ing convenient contact with the Life 
Insurance Sales Research Bureau, and 
with the Association of Life Agency 
Officers, of which it would be part. 
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ASING INFLUENCE OF LIFE 
OUTSIDE OF INSURANCE 
FIELD 


are 


INCRE 
EXy'S. 
Interested still writing 

letters to daily newspapers telling what 


persons 


they think of suggestions made at the 
hearings of a New York State legisla- 
tive committee which is considering 


amending the New York code in a way 
companies to 
Appearance 


life insurance 
purchase common 
before the committee of Sumner T. Pike, 


that com- 


to enable 


stocks. 


SEC Commissioner, arguing 

panies be given restricted leeway in 
making equity investments drew the 
heaviest backfire. What strongly im- 
presses those writing to editors in op- 
position to this radical change in the in- 


as far as life insur- 
the 


vestment situation, 


ance companies are concerned, is 
thought of dire consequences should life 
insurance companies become owners or 
part-owners of industrial and business 
concerns. General is that 
companies have their hands full in ad- 
ministering their own companies with- 
out butting in on the management of 


enterprises outside of the insurance field. 

Most illuminative the 
ject was written to New York Times by 
A. Wildred May of this city. 


follow: 


opinion life 


letter on sub- 


Some of 


his comments 

The Administration has 
complained—as in the TNEC investiga- 
tion—of the concentration of economic 
power. But this trend would be enor- 
mously enhanced by change in insur- 
ance company status from a creditor 
to an owner of industry. It would not 
be prevented by limiting the proportion 
of a whole issue that an institution can 
hold; concentrated ownership of as little 
as 10% of outstanding voting stock can, 
under current corporate practice, exert 
controlling influence over management, 
as demonstrated by Berle and Means in 
‘The Modern Corporation.” 

Life companies’ purchases of common 
stocks would not furnish the desired aid 
to new financing, for they would rightly 


continually 


buy only seasoned outstanding issues. 
In any event, the social aim of repair- 
ing the capital markets is properly 
neither the concern of the insurance 


company nor of all the private investor, 
whose direct protection has been the 
professed raison d’etre of the SEC. 
Investment in common stocks for their 
apparent greater yield would fundamen- 
tally alter the life companies internal 
administration and their stewardship 
over 90% of the people’s savings. The 
great volatility of common stock prices 
would make both their formal and in- 
formal periodic valuation most difficult. 
If sizable proportions of common shares 
had been held during past market fluc- 
tuations, the surplus of some institu- 
tions would have been wiped out. 
The unwieldiness of the large insur- 


would greatly 


hesetting 


ance company portfolios 


enhance the difficulties now 

the private investor, particularly under 
present-day conditions of market thin- 
ness. Actually gained income yields 


under ex- 
experience 


would surely be 
pectations—as has 
of the investment 


considerably 
been the 
trusts. 


SMALL P RE MIUM COL ‘i ECTIONS 


\t a time when the gross national 
income is rising rapidly and hundreds 
of thousands of persons are receiving 


more income than they have enjoyed for 


many insurance leaders with fore- 
sight are warning fire and casualty pro- 
ducers to be careful about 
extending undue credit for premium pay- 
They point 


years, 
extremely 
ments to insurance buyers. 


that 
extending also into the 


buying, 


field, 


out this wave of consumer 
insurance 


and those 


may be.terminated suddenly 

sellers who have not protected them- 

selves against credit losses may suffer 
badly as many did in the depression 

period of 1929-32. 


Several suggestions for use by agents 
in collecting small premiums were of- 
fered at one of the group session meet- 
ings of the recent Kansas City conven- 
tion of the National Association of In- 
surance Agents. In 
banks are engaged now in financing pre- 
miums with a cost of as little as $1.50 
for accounts totaling not more than $75. 
If an agent learns when writing a policy 
that an assured will be unable to pay 
his entire premium within thirty or 
forty-five days he should that 
the account be financed. The additional 
cost is small and the agent is thus pro- 
In some cases assureds are a bit 
going to banks for the 


many communities 


suggest 


tected. 
hesitant about 
premiums 
their 


financing of relatively small 
and several agents told of doing 
own premium financing at 6% simple in- 
This involves little risk and not 
said. 


terest. 
much bookkeeping, it was 

All the agents who participated in this 
discussion stressed the point that a pro- 
ducer should not leave an assured after 
selling a policy without having the prob- 
lem of payments settled. It is wise to 
ask 
first of the month ?” 
then the 
payment and 


‘Do you want to pay now or at the 
If the assured can 
can ask for 

balance in 


agent 

the 
If this also seems 
longer 


do neither 
a down 
thirty and sixty days. 
impracticable then some sort of 
term financing should be arranged which 
will put the 
definite basis and remove the agent from 
danger of loss through non-payment of 
earned premiums. 


payment question on a 











A. CRAIG 


C. A. Craig, chairman of the Board, 
National Life & Accident, has been 
elected a Knight Commander of the 
Court of Honor of Scottish Rite Masons 
at the meeting of the Supreme Council 
Southern Jurisdiction at Washington, 
DAG 

Viscount Knollys, former chairman of 
the Employers’, has been appointed an 
additional member of the Second Class, 
or Knights Commanders, of the Order of 
St. Michael and St. George. This is con- 
sequent upon Lord Knollys’s recent ap- 
pointment as Governor and Commander- 
in-Chief of Bermuda. 

* * * 

W. K. Niemann, general agent at Des 
Moines for the Bankers Life of Iowa, 
has been named Iowa chairman for the 
celebration of President Roosevelt’s 
birthday anniversary, January 30. Mr. 
Niemann was Polk County chairman last 
year and earlier this year was chairman 
of the U.S.O. drive there. 

* ok Ok 

Dr. Berthold T. D. Schwarz, medical 
director of the Bankers National Life 
of Montclair, N. J., was elected to the 
post of lieutenant-governor of the met- 
ropolitan division of the Kiwanis Clubs 


at the recent annual district convention 
held in Atlantic City. Fourteen clubs 
comprise the metropolitan division, Dr. 


Schwarz is president of the Jersey City 

club, where he has been a member for 

the past eleven years. 
* * ak 

J. Whitney Richardson, Brooklyn 
branch manager of the Royal, on Oc- 
tober 31 completed fifty years’ service 
with the company. To mark the occa- 
sion the executives and a number of 
his other friends in the company gath- 
ered at a luncheon to pay him tribute, 
and Harold Warner, U ao States man- 
ager, presented him with a gold watch 
suitably inscribed. 

a * * 

A. O. Eliason, past 
National 
ers, will 
spend the 


president of the 
Association of Life Underwrit- 
leave early in November to 
Winter in California. 
Frederick W. Usher, of 
Y., who has seen service 
of New York City life 
married on October 17 to 
Frances Moseley of Brooklyn. 


+ * 


Brooklyn, N. 
with a number 
agencies, was 
Miss Stella 


. W. L. Jessup, manager, sales promo- 
tion and advertising, Pilot Life, heads 
the Red Cross publicity campaign in 
Greensboro. Karl Ljung, superintendent 
of agencies, Jefferson Standard Life, is 
in charge of radio publicity. 





BART LEIPER 


Bart Leiper, manager of sales promo- 
tion of Provident Life & Accident, Chat- 
tanooga, won’t soon forget his recent 
visit to New England as it recalled mem- 
ories to him of boyhood days, visiting 
relatives in historic Lexington. While 
attending the recent Life Advertisers 
Association convention in Boston, Mr. 
Leiper revisited many points of his- 
toric interest—with others in the LAA 
party—and enjoyed particularly a chance 
meeting with a friend of his old aunt, 
Miss Mary Hudson, who lived for years 
in Lexington and was quite a patriot. 
This occurred at the Hancock Clark 
House, now an historic shrine. Mr. Leiper 
is not a New Englander but is well in- 
formed on its background. Born in 
Oklahoma, he moved to western North 

Carolina and then to Tennessee which 
is now his home state by adoption. Of 
his four sons, one is now an army ser- 
geant. Bart himself served overseas 
with U. S. Battle Squadron attached to 
sritish Grand Fleet in the last war. 

x ok x 

Beatrice Jones, president Life Under- 
writers Association of the City of New 
York, will take part in a forum being 
held at Stephens College, Columbia, Mo, 
this week, subject being “Woman's 
Function in the Preservation of De- 
mocracy.” 

x x x 

Alexander R. Phillips, vice-president 
of the Great American, returned to his 
home in Montclair, N. J., this week, 
fully recovered from his recent opera- 
tion. He spent several weeks convalesc- 
ing in Virginia. He is expected to re- 
turn to his desk at the Great American 
offices in New York next week 

* * * 

Charles H. Roloson, Jr., president 0! 
the Central Insurance Co., Baltimore, 
has been elected a vice-chairman of the 
Baltimore Chapter of the American Red 
Cross. Mr. Roloson is also president 0! 
the Baltimore Association of Commerce. 

a” * * 

Harry E. Newell, assistant chief engi- 
neer of the National Board of Fire Ur 
derwriters, has gone to San Francisco 
to attend the annual meeting of the 
American Petroleum Institute. 

* 


A. B. indiana: assistant to the presi 
dent of the St. Paul Fire & Marine, has 
been named chairman of the committee 
on business district improvement of the 
St. Paul United Civic Council. 

x ok * 

H. Lee Minton, Travelers managet in 
Milwaukee, has been named chairman ¢ of 
the 1941 Y.M.C.A. membership drive in 
that city. 
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Sumner Ballard Vault 

In The Eastern Underwriter’s story 
about the death of Sumner Ballard, pres- 
ident of International Insurance Co., 
printed last week, the statement was 
made that he was buried in Elizabeth, 
N. J. in an antique vault. Circumstances 
of the burial and the history of the 
vault were printed in the Elizabeth Daily 
Journal, and extracts from its story fol- 
lows: 

Miss Army Hope Ballard, a sister of 
the deceased, explained that the vault, 
which had been unopened for many 
years, was inherited through the Ogden 
family. The grandmother of Sumner 
Ballard was Rebecca Ogden Wiley Bal- 
descendent of Jonathan 
vault 
sallard 


lard, a direct 
Ogden, and on 
passed into the hands of the 
family. The opening of the vault re- 
quired a permit under the New Jersey 
law, which prohibits opening of graves 
or vaults from May 1 to November 1. 
The last time the vault was opened was 
in November, 1935, when Charles Bal- 
lard, brother of buried 
there. 


her death the 


Sumner, was 


* * * 
Rawdon W. Myers President of Gov- 
ernmental Research Institute, 
Inc., Hartford 


Rawdon W. Myers, vice-president of 
\etna Life, has been elected president 
of the board of directors of the Govern- 
mental Research Institute, Inc., Hart- 
lord. Esmond Ewing, vice-president of 
the Travelers Fire, is a new member 
ot the board. 
_ Object of the Institute is further to 
Improve the city’s governmental methods 
and procedure. William S. Skinner, re- 
liring president, discussed the work of 
the Institute in his report. It is inter- 
esting as showing a new type of impor- 
lant civic activity. He said in part: 

The realization of many fundamen- 
tal or desirable improvements are dis- 
Couragingly slow but we feel sure that 
those which have been made are of great 
Value to the citizens and taxpayers and 
that a continuation of our efforts in that 
direction will bring about many more 
worthwhile changes in the interest of 
emeiency and economy in municipal af- 
tairs,” k 

Mr. Skinner explained that there are 
two methods by which changes in gov- 
«rnmental procedures may be accom- 
plished first, by destructively criticizing 
oticials and administrators, hoping that 
public criticism would result in change ; 
and second, by making an_ intelligent 
study of the situation, and then offering 
iat improved plan. He stated that the 
rat the policy that the Institute 

med best. 

In outlining the activities and accom- 




















plishments of the Institute during the 
past year, Mr. Skinner emphasized the 
part the Institute played in the prepara- 
tion of the city budget. 

“Last December we were in close con- 
tact with the entire preparation of the 
city budget. Although no public state- 
ments were made at the public hearings 
on the budget, we did, at the request of 
the mayor, bring to a conference with 
the Board of Finance about twenty of 
the largest taxpayers in the city for a 
lengthy discussion of city taxes and fiscal 
problems. At the conclusion of this con- 
ference, the mayor requested that the 
director of the Institute work with the 
Board on the entire budget problem.” 

Mr. Skinner pointed out that it was 
upon the suggestion of the Institute that 
the position of budget director was cre- 
ated and filled. 


Variety, Theatrical Weekly, Prints 
Story That Shocks Auto 


Insurance Men 

On this page have appeared a number 
of paragraphs at intervals discussing 
magazine stories which play up automo- 
bile .speeders as being some sort of 
extraordinary persons who deserve a 
laurel wreath because of their mad driv- 
ing, and I have asked the question, 
“Where were the traffic during 
these exhibitions of recklessness and in- 
difference to the safety of others on 
the road?” 

In the October 29 issue of Variety, 
magazine of the theatre, movie and 
“name band” world, appears an entirely 
different type of story, but one which 
will shock automobile underwriters and 
claim men everywhere as well as life 
companies. Story bears the headline, 
“Police Chiefs Encourage Musicians to 
Drive Like Fools; Death Toll Shocks 
Biz.” meaning the business or world of 
orchestra and band leaders. Here is 
the story as it appeared in Variety: 


cops 


“Good-natured, political-minded chiefs 
of police around the U. S. A. may be 
partly responsible for the appalling high 
death rate among dance orchestra musi- 
cians traveling one-night stands in 
chartered buses or private automobiles. 
Hundreds of dance orchestra leaders and 
individual sidemen have been given gilt- 
edge credentials from police officials 
which remove most of their (the musi- 
cians’) fear of being pinched for speed- 
ing. 

“They figure they can square any 
roadside halt. In consequence their 
habitual rate of driving is fantastic. One 
trumpet player was doing 87 on the 
Pulaski Skyway when stopped by cops 
recently. He got away with it. The 
motor habits of dozens of nervous, over- 
excited musicians are notorious among 
songpluggers and others who know the 
clan intimately. 

“The musicians union has tried to do 
something for safety by limiting jumps 
to 400 miles maximum. But other steps 
are needed. Now it’s being whispered 


that the police chiefs could help by not 
being so carelessly ‘grateful’ for ‘bene- 
fits’ or favors performed by bandmen. 
The police badges, car insignia, this-is- 
my-pal letters of introduction constitute 
an invitation to their recipients to break 
the laws, and in all too many cases be- 
come invitations to funerals.” 
x * x 
Frank Cohen’s New Activities 

Some years ago the name Frank 
Cohen was very much in the insurance 
limelight. He got control of a number 
of casualty companies, one idea being 
to merge them all with a company called 
Lioyds of America, with possible $10,- 
000,000 capital in all in order to give 
battle to Lloyd’s of London. He was 
associated with Julius Barnes of Min- 
neapolis for a time. Mr. Barnes was a 
former president of Chamber of Com- 
merce of U. S. With his casualty com- 
panies Cohen did not have good luck. 
Lloyds of America is only a memory. 
Last heard of him in connection with 
insurance was his investment in the cap- 
ital stock in an Indianapolis life insur- 
ance company. 

Not much has been printed about 
Frank Cohen in recent times by the in- 
surance press, but occasionally there 
were inquiries about what had happened 
to him. The answer is furnished by the 
magazine Time in its issue of Novem- 
ber 3. It now develops that Frank Cohen 
is getting millions of dollars of orders 
for munitions and that with shipbuilding 
is his present business. According to 
Time, Cohen has a company called Em- 
pire Ordnance, Inc., whose stockholders 
own Savannah Shipyards. 

“It began in May, 1940, as a shoe- 
string gamble whose only property was 
a broken-down 89-year old iron foundry 
near Philadelphia called Pencoyd Iron 
Works,” says Time. “In last eleven 
months Empire has expanded into four- 
teen corporations, six plants and a ship- 
vard. It is now delivering every month, 
$1,000,000 worth of guns, gun mounts, 
recoils and tank armor to the British 
and has a $37,000,000 munitions backlog. 
Last month it got an $18,000,000 contract 
from the Maritime Commission for a 
dozen 10,000 ton ‘Victory’ ships. It has 
3,000 employes and will soon have 4,000 
more. There is not a dollar of U. S. 
Government or even public money in the 
whole capital structure.” 


And so on, the story taking about 
three columns in Time. 

Cohen is a New York City product 
and went to Columbia. 


* * * 
Big Feature Article on “Mickey” 
Forshay in Des Moines Paper 

The Des Moines Sunday Register of 
Des Moines, Ia., on Sunday, October 26, 
published a half-page illustrated article 
on R. W. Forshay, newly elected presi- 
dent of the National Association of In- 
surance Agents. An eight column head 
read as follows: “Mickey Forshay— 
\nita’s ‘Real Go-Getter’-—President of 


National Association of Insurance 
Agents—Small Town Boy Who Made 
Good.” Illustrations showed Mr. For- 


shay with his wife and daughter, Al- 
anna; Mr. Forshay’s father, B. D. For- 
shay, who started the agency in 1894; a 
view of the Forshay home, and a view 
of the main street of Anita, which has 
a population of only 1,100 persons. 

Written by Louis Cook, Jr... staff 
writer for the Register, the article has 
the following to say, in part: 

“Any Fall day when doors are open, 
Mickey can hear the jingle of harness 
being repaired at Henderson’s Shoe & 
Harness shop next door, catch the ting- 
ling odor of a white-hot horseshoe on 
the anvil in Millard’s smithy across the 
street. 

“The 1,100 resident of Anita, in fact, 
are quite accustomed to seeing the pres- 
ident of the National Association of In- 
surance Agents, chosen leader of some 
80,000 insurance men in the nation, lean- 
ing against the corner street light, dis- 
cussing a hail storm with a farmer wear- 
ing clay-smeared knee boots. 

“It would take tall arguing to con- 


vince Mickey there is no opportunity in 
a small town. He is a small town boy 
who made good, and he didn’t go to the 
big city to do it. 

“Mickey is not an Irish lad, but of 
French Huguenot descent. Nor is his 
name Mickey. It is Royce Whitney For- 
shay, and it doesn’t make him mad that 
few people know it. 

“The Forshays blew into Anita before 
the turn of the century, when Mickey’s 
father, B. D. Forshay, bought the Anita 
Citizen’s bank. Father and son still are 
doing business in the old building, across 
from the tiny city park. 

“Mickey and his wife met at the Uni- 
versity of Iowa, where he was a Sigma 
Nu, she an Alpha Delta Pi. She is the 
former Wilma Murrow of Corydon, Ia. 
Her father is D. L. Murrow, state tax 
commissioner; her brother, Polk District 
Judge Tom K. Murrow. They have one 
daughter. The Forshays named her AI- 
anna, from a book. Mickey says Alanna 
~ an Irish term of endearment. She is 

L 

“Mickey’s rise to national prominence 
seems to be more because of steady 
plugging than wealth or flashes of bril- 
liance. His fellow townspeople hold him 
in great respect, and some awe, as a ‘real 
co-getter.’ 

“He used to play his marimba, but 
now he has no time. He used to play 
golf, but quit. His social life has been 
pared to the bone to permit him time 
for his work.” 

* * * 


Canadian Press Stresses Cigarette 


Losses 

The Economist, Toronto, in a front 
nage editorial, urges Superintendents of 
Insurance of the Canadian provinces to 
reconsider their recent report that, in 
their opinion, the cigarette evil (as a fire 
cause) has not reached such proportions 
justify amending the statutory 
condition of fire insurance policies. The 
publication uses figures from the office of 
(ntario Fire Marshal W. J. Scott which 
show that in the third quarter of 1941 
“smoking, cigars, cigarettes, carelessness 
in smoking” accounted for more than 
25% of the fires. 

Reconsideration of the insertion of a 
clause in fire policies, recommended by 
the Toronto Board of Trade, also is 
urged. This suggested clause reads: 
“That no fire loss be paid ‘for loss or 
damage to linen, clothing, carpets, furni- 
ture and furnishings in or on the prem- 
ises described in the policy, arising from 
the use of cigars, cigarettes, pipes or 
tobacco in any form where such loss or 
damage is caused by scorching, charring, 
singeing or blistering and where no fire 
ensues.’ ” 

Still of the opinion a $25 deductible 
fire clause is an essential necessity in 
fire policies, the publication has been 
joined in this campaign by Canadian In- 
surance and the Quebec Insurance and 
Broker. Replying to the recummenda- 
tion of the Toronto Board of Trade that 
this clause be inserted in fire policies the 
superintendents, at their last conference, 
reported as follows: 

“We are of the opinion that this para- 
graph should not be added. We do not 
think that the cigarette evil, as this is 
commonly called, has reached such pro- 
portions as to justify amending the stat- 
utory condition. The statutory condi- 
tion is introduced by the words ‘unless 
ttherwise specifically stated in this 
policy. If this exclusion is put in, we 
are confident it will be negatived in the 
majority of cases by an endorsement. 
The only person who will suffer will be 
the case of a person placing his insur- 
ance through an agent who omits to get 
this endorsement.” 


as to 


*« * * 


Woman Awarded Lloyd’s War Medal 
In the fourth list of awards of Lloyd’s 
War Medal for Bravery at Sea eighteen 
names are given, including that of Miss 
Victoria Alexandrina Drummond, second 
engineer. Miss Drummond is the first 
woman to receive Lloyd’s Medal. She 
has also been awarded the M.B.E. for 
gallantry when her ship was bombed. 
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American Management 
To Meet in Cleveland 


AT STATLER ON DECEMBER 9-10 





Insurance Problems Connected 
With Industrial Risks Will Be 
Fully Discussed 


Fire 





The American Management Associa- 
tion will hold the Winter conference of 
its insurance the Statler 
Hotel in Cleveland, on Tuesday and 
Wednesday, December 9-10. Reginald B. 
Fleming, insurance manager of the Com- 
monwealth & Southern Corporation, is 
chairman of the and he an- 
nounces that the purpose of this meet- 
ing will be to provide an opportunity 
for executives responsible for the com- 
insurance buying to check their 
and procedures against the 
increased hazards of today’s industrial 


litions 


division at 


division 


panies 


coverages 


One entire day will be devoted to 
“Case Studies in Loss Adjustment.” Au- 
] in this phase of insurance, rep- 
resenting the buyer, the underwriter and 
the loss adjuster, will go through the 
process of bringing each case to a set- 
tlement. The names of the speakers will 
be announced later. 

Another session will be devoted to a 


rities ¢ 


liscussion of meeting “Current Insur- 
ance Hazards.” This will cover such 
matters as how the small insurance 


buyer can get the fullest use of cover- 
ages available to him, how to establish 
an educational program for industrial 
fire protection, and making an insurance 
survey within a plant to determine the 
kinds of coverages necessary. 
conference will conclude with a 
devoted to questions and an- 
current insurance problems. 
Special attention will be given to bond- 
ing, fire insurance and casualty insur- 
with authorities speaking for each 
field of protection. 


The 
session 


swers on 


ance, 





SECURITY IS HONORED 
Its Sales Manual Receives Honorable 
Mention in Contest of Direct Mail 
Advertising Association 

An “Honorable Mention Certificate for 
Achievement in Direct Mail” has been 
awarded the Security of New Haven 
for its sales manual, “Selling Security,” 
prepared as part of the company’s 100th 
anniversary year program. The award 
was made by the Direct Mail Advertis- 
ing Association at its annual convention 
held in Toronto October 8, 9 and 10, 
when winners of the association’s thir- 
teenth annual contest were announced. 

Out of hundreds of entries represent- 
ing a cross section of American and 
Canadian business the Security was the 
only fire insurance company to win an 
award. Three life insurance companies 
also won cups. 

In receiving “honorable mention” the 
Security’s entry ranked along with those 
of commercial and industrial concerns 
such as the Coca Cola Co., Atlanta, Ga.; 
Consolidated Edison Co. of New York; 
General Motors Products of Canada; 
Goodyear Tire & Rubber Co. of Canada; 
Hudson Motor Car Co.; Marshall Field 
& Co., Chicago; National Broadcasting 
Co., Inc.; Packard Motor Car Co., New 
York; Republic Steel Corp., Cleveland, 
and others. 

Security’s sales manual was prepared 
by its production department under the 
active direction of F. Stuart Bankhardt, 
assistant secretary, and J. M. Shappell, 
underwriters, special risks department, 
and was produced by Sackett & Wil- 
helms of New York City. 


AL BUTLER AGAIN CHAIRMAN 





Heads Arrangements Committee for Ins. 
Commissioners’ Meeting in N. Y.; 
Sup’t Pink Chief Host 

Superintendent Louis H. Pink of New 
York, as host commissioner, announced 
vesterday his committe on arrangements 
for the forthcoming insurance commis- 
sioners’ gathering December 8 to 10 at 
Hotel Pennsylvania. Albert N. Butler, 
Corroon & Reynolds’ vice-president, who 
did such a good job a year ago, is again 
chairman of the committee and Col. 
Howard P. Dunham, American Surety 
vice-president, is the treasurer. Others 
on the committee are Claude W. Fair- 
child, general manager, Association of 
C. & S. Executives; J. H. Doyle, coun- 
sel, National Board of Fire Underwrit- 
ers; Robert J. Sterrett, vice-president, 
Equitable Life Society; Jesse S. Phillips, 
board chairman, Great American Indem- 
nity; Charles G. Taylor, Metropolitan 
Life vice-president, and Orville Davies, 
vice-president, General Exchange Insur- 
ance Corp. 

The program of activities for the week 
will undoubtedly start with the custom- 
ary large luncheon on Monday, Decem- 
ber 8. Last year’s affair attracted ap- 
proximately 600 guests. 





Corning Mayor of Albany 

Erastus Corning, 2nd, insurance man 
and president of Albany Associates, Inc., 
was this week elected mayor of Albany, 
N. Y., in a landslide vote, a majority of 
over 44,000 votes, one of the largest 
pluralities ever given in the history of 
the city, carrying every ward and elec- 
tion district. His great grandfather was 
elected mayor of Albany 107 years ago. 

Mr. Corning resigned as state senator 
to run for mayor. He also served in 
the Assembly for four years. 


WRECKED PLANES INSURED 





Both American Airlines and Northwest 
Airlines Covered by A. A. U.; 
Crash Cover on One Plane 
The American Airlines transport plane 
which crashed in Ontario last week 
killing twenty persons and the North- 
west Airlines liner which went down at 
Fargo, N. D., resulting in fourteen 
deaths, were both insured by Associated 
Aviation Underwriters of New York for 
certain ground risks, and compensation 
and liability insurance. One of these 
planes carried crash coverage, the value 
of the hull being approximately $130,000. 
The A. A. U. carries the insurance on 
the majority of commercial airlines in 

this country. 

It was learned this week that some of 
the passengers on these planes carried 
airline trip insurance which may be pur- 
chased at all airports and airline ticket 
offices. The rate of 25 cents for $5,000 
single trip insurance covers trips such 
as New York to Chicago and longer 
trips are insured for a slight increase 
in the premium. This insurance is writ- 
ten exclusively by Associated Aviation 
Underwriters. 

The extremely low rate on these trip 
insurance policies indicates the safety 
with which air travel is viewed by avia- 
tion underwriters despite these two bad 
accidents of the last week. As a matter 
of fact comparative figures prepared by 
the statistical section of the Civil Aero- 
nautics Administration indicate an aver- 
age death rate of only two persons for 
each 100,000,000 passenger miles traveled 
in the years 1939 and 1940 by the com- 
mercial air lines. If deaths and non- 
fatal injury figures are combined the air 
lines in these two years show a rate 
of three per each 100,000,000 miles com- 
pared with eleven for the railroads. 





N. J. RATING OFFICE MOVES 

The branch office in Jersey City of 
the New Jersey Schedule Rating Office 
has been transferred to the main office 
in Newark. The Jersey City office oper- 
ated for twenty-eight years and made 
more than 250,000 inspections of build- 
ings. Rollins Bogardus, expert’s assist- 
ant at the Jersey City office, is now 
stationed in Newark as expert’s assist- 
ant for Hudson and Bergen Counties. 





Capital 


STANDARD INSURANCE COMPANY 
OF NEW YORK 
Statement June 30th, 1941 


$1,500,000.00 





Premium Reserve 


3,590,000.00 





Other Liabilities 


542,705.45 





Surplus to Policyholders 


4,203,943.29 








*Total Assets 


and stocks owned, 


A. J. Couch, Vice-President 


Capital 


*New York Insurance Department Valuation Basis. 

Securities carried at $245,465.99 in the above statement are deposited 
in various States as required by law. 

On the basis of December 31, 1940 Market Quotations for all bonds 
this Company’s total 
$8,451,263.86 and the Surplus to Policyholders $4,318,558.41. 


Geo. Z. Day, President 


“TWO STANDARDS” OF THE AETNA FIRE GROUP 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement June 30th, 1941 


8,336,648.74 


Admitted Assets would be 


S. C. Kline, Secretary 


$1,000,000.00 





Premium Reserve 


Claims and Claim Expense Reserve... 


1,965,364.57 
1,596,837.84 





Other Liabilities 


311,400.93 





Surplus to Policyholders 


2,251,326.08 





*Total Assets 


$6,124,929.42 





Stocks owned the Total 


Geo. Z. Day, President 





*New York Insurance Department Valuation Basis. 

On the basis of June 30, 1941 market quotations for all Bonds and 
Admitted Assets would be 
$6,252,182.52 and Surplus to Policyholders would be $2,378,579.18. 


New York Offices: 80 John St. 


Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


increased to 


Fred J. Theen, Asst. Secretary 











Cowles Re-elected 
Conn. Agents’ Presiden; 


MEETING HELD AT NEW HAVEN 





Paul H. Taylor Advanced to Vice-Presi. 
dent; Van Wiseman Presents 
V-Plan for Insurance 





Edwin S. Cowles, Jr., of Hartford Was 
re-elected president of the Connecticut 
Association of Insurance Agents at the 
annual meeting Wednesday at Ney 
Haven. Paul H. Taylor of New Hayen 
formerly secretary-treasurer, was electe 
vice-president to succeed David A, North 
of New Haven, who has become vice. 
president of the National Association 
William H. Wiley of Hartford was elect. 
ed secretary-treasurer. Thomas A, Sty. 
gess of New Haven was re-elected na. 
tional councillor, 


V-Plan Presentation 


_ Jerome van Wiseman, director of pub- 
lic relations and publication of the Na 
tional Association, presented the Visual- 
ization of the V-Plan for Insurance 
which was seen for the first time at the 
recent national convention at Kansas 
City. Prefacing his presentation he said: 
_ “Within forty-eight hours after its 
first presentation there had been received 
thirty requests for showings of. the 
visualization and dramatization as state 
association and local board meetings and 
conventions as well as a great number 
of inquiries in regard to the possibility 
of presenting it at meetings of other 
groups in the business. 

“Acting upon the convention resolution 
of ‘translate the conception and visuali- 
zation of the V-Plan for Insurance into 
a practical reality,’ work has been pro- 
ceeding steadily at all convenient speed 
to develop and carry forward in concrete 
and resultful fashion a coordination and 
integration of major elements in our 
business such as is envisioned in the 
V-Plan pattern. Details of these devel- 
opments will be announced just as quick- 
ly as it is possible to do so.” 


NON-ASSESSABLE BILL SIGNED 





Massachusetts Will Now Permit Mutual 
Companies to Remove Contingent 
Liability Clause 
Governor Saltonstall of Massachusetts 
last week signed the bill to permit mu- 
tual fire and casualty companies, under 
certain restrictions, to issue non-assess- 
able policies. The law requires a mutual 
fire or casualty company to maintain a 
surplus equal to the paid-up capital of 
a stock company, and, in addition, to 
deposit $200,000 with the State Treas- 
urer before it can issue non-assessable 

policies in Massachusetts. 

Under the present law the paid-up 
capital of a stock company writing fire 
and allied lines is $300,000. However, 
a mutual fire company, with the permis- 
sion of the Insurance Commissioner, may 
issue non-assessable policies if it main- 
tains a surplus of not less than $200,000 
and keeps $200,000 on deposit with the 
State Treasurer. 


Following the enactment of this bill, 
Governor Saltonstall obtained passage o! 
the following amendment to the act: 

“Section 6. No mutual insurance com- 
pany shall issue non-assessable policies 
under this act prior to April 1, 1943, un 
less such company, or any predecessor, 
prior to merger or consolidation, has 
been actively engaged in the insurance 
business in one or more States of the 
United States continuously for ten years 
immediately prior to the effective date 
of this act.” 





Burns Elected Mayor 


Robert J. Burns, vice-president of the 
Hamblin, Munz & Haskell, Inc., agency; 
has beeri elected mayor of Oneida, N. }: 
Oneida is a strong Republican city, a” 
the election demonstrates the popular 
ity of Burns. He is also county chait- 
man of the Oneida County Democratte 
Party. 
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Buyers Urged to Have 
Up-to-Date Appraisals 


VALUES ARE GOING HIGHER 
Buildings, Equipment and Stock Should 
Be Studied Closely for Correct 

Insurable Values 


Insurance buyers who depend on old 
appraisals and accounts to determine in- 
surable values were advised to revise 
them upwards to reflect present values, 
ina talk made by Claude Nugent of the 
Underwriters Adjustment Co., at the 
frst Fall meeting of the Insurance Buy- 
ers Association of Minnesota held at the 
Radisson hotel, Minneapolis, on Octo- 
ber 30. 

“Generally . speaking buildings and 
equipment reached a low about 1932, 
since which time there has been a steady 
increase in production approxi- 
mating 50%,” said Mr. Nugent. “So it 
will readily be seen that where records 
or accounts reflect capital account items 
acquired at a low period. such values 
need revision upward to refiect insurable 
values at this time.” 


costs 


Effects of Priorities 


In a discussion that followed his re- 
marks the effects of rising prices and 
priorities in adjusting fire losses were 
emphasized. A number of insurance 
company representatives were present 
and participated in the discussion. 

Many concerns often rely on old ap- 
praisals and book accounts in computing 
values for insurance purposes on build- 
ings and other long term assets and 
they should be reminded that their capi- 
tal accounts in books or records have 
as a rule been built up over a term of 
years representing previous periods and 
costs, said Mr. Nugent. As a rule it is 
found these depreciated figures at maxi- 
mum rates result in current book value 
being considerably under the real or in- 
surable value of the property. 

“In arriving at ‘insurable valuation’ on 
merchandise and materials the general 
rule is replacement values plus freight 
and handling charges less any cash dis- 
counts and depreciation howsoever 
caused,” he said. 

“Considering the present day upward 
trend of prices should an inventory of 
merchandise or materials be priced at 
cost or market—whichever is lower—a 
considerable understatement of ‘insur- 
able value’ is bound to result. Trans- 
versely, inventory figures prepared on 
this basis with a declining market com- 
ing up, the figures would represent an 
over-statement of insurable valuation.” 
Mr. Nugent suggested that more con- 
sideration might well be given to the 
compiling of separate and distinct fig- 
ures for insurable values and he said it 
even would appear advisable to set up 
Separate accounting for that purpose. 
Properly compiled values prior to loss 
give the assured a safe background in 
Preparation of his claim which is sure 
to result in a satisfactory adjustment. 
In considering the effect of priorities 
on insurable values it was pointed out 
that many machines and other types of 
equipment that a few months ago were 
appraised as of small value have sud- 
denly taken on sharply increased values. 





GLENS FALLS WAGE INCREASE 
Companies in the Glens Falls Group 
have approved a temporary wage adjust- 
ment, effective December 1, whereby all 
temale and unmarried male employes 
will receive a 10% wage increase, not 
ed exceed $10 a month, and all married 
pie €mployes will receive an increase 
ot $15 a month. In order to make the 
Wage adjustment retroactive to July 1 
a lump sum payment will be made on 
November 10 covering the period from 
ll to December 1, with special pro- 
ge leglee those entering the em- 

: of the companies between July 1 
_ November 1. This plan covers all 
gular salaried employes except officers. 


N. Y. INSURANCE WOMEN MEET 


Mallalieu Speaker At National Board 
Night; New Film Viewed; Barbour 
and Culver Are Guests 
The Insurance Women of New York, 
an organization composed of key wo- 
men in fire, marine and casualty insur- 
ance, held a dinner meeting Monday at 
the Fifth Avenue Hotel. Designated 
“National Board Night,” the guests were 
Robert P. Barbour, U. S. manager, 
Northern Assurance, president of the 
National Board, and B. M. Culver, presi- 
dent, America Fore, who is the National 
Board’s treasurer. The speaker of the 
evening was W. E. Mallalieu, general 
manager of the National Board. About 
fifty persons attended this gathering. 
The meeting was opened with the 
posting of the colors by the Color Guard 
of the American Legion Insurance Post 
1081. Following the dinner Mr. Malla- 
lieu told of the work of the fire, marine 
and casualty insurance business in the 
national defense effort. At the conclu- 
sion of his talk there was a showing of 
the National Board anniversary film 
which had its premiere at the conven- 
tion of the National Association of In- 
surance Agents in Kansas City, entitled 

“A Report to the American People.” 

The occasion was also the seventh an- 
niversary of the founding of the Insur- 
ance Women of New York. Officers of 
the club are as follows: president, Helen 
F. Williams; vice-president, Norma B. 
Palmer; treasurer, Elsie A. Pupke; re- 
cording secretary, Catherine L. Burns; 
corresponding secretary, Sybil Neale; 
historian, Julia D. Russell. 





PERSONAL PROPERTY FORUM 

The Rhode Island Association of In- 
surance Agents held a forum discussion 
of the newly approved personal property 
floater on Tuesday evening in Provi- 
dence. Vice-President Donald C. Bow- 
ersock of the Providence Washington 
was instructor and Carleton I. Fisher, 
chairman of the association’s educational 
committee, was in charge of arrange- 
ments. 


FIGHT CANADIAN 10% TAX 
Supreme Court of Canada to Hear Argu- 
ments Nov. 17 on Legality of Tax 
on Non-Canadian Insurers 

The Supreme Court of Canada _ will 
hear arguments November 17 on the 
Dominion Government’s reference on the 
legality of the 10% tax imposed by the 
last budget on premiums to British and 
foreign insurance companies operating 
in Canada without a Federal license. 

On the recommendation of the Min- 
ister of Justice, Rt. Hon. Ernest La- 
pointe, the Privy Council at a meeting 
in September advised that the court 
should be asked for a decision on 
whether the tax is “ultra vires of the 
Parliament of Canada either in whole 
or in part and if so in what particular 
or particulars or to what extent.” 

The tax has been in abeyance because 
of a Senate amendment that it should 
not take effect until after a reference 
to the Supreme Court. 

Hartley D. McNairn, Ontario Super- 
intendent of Insurance, stated that both 
he and the counsel of the attorney gen- 
eral’s department, will represent the 
province at the hearing. It is known 
that Quebec will line up with Ontario. 





Ringquist President of 
American Mutual Rein. 


Policyholders of the newly organized 
American Mutual Reinsurance of Chi- 
cago have elected as president O. Ed- 
ward Ringquist, executive vice-president 
of the United Mutual Fire of Boston. 
The vice-president is L. G. Purmont, 
president of the Central Manufacturers 
Mutual of Ohio; treasurer is John A. 
Arnold, vice-president of the National 
Retailers Mutual of Chicago, and the 
secretary is Ambrose B. Kelly of Chi- 
cago. Mr. Kelly is also general man- 
ager of this company which gives mutual 
fire carriers conflagration and catas- 
trophe facilities. The underwriting de- 
partment will be headed by Alfred D. 
Dowrie, Jr. 





YOUR SERVICE is a Necessity 


It's the service you give your clients that holds 


them on your books 
ones. 


. . and helps you get new 


This service makes you outstanding and in- 
creases the effectiveness of the facilities the com- 


pany offers through you. 


PHILADELPHIA 
FIRE and MARINE 


INSURANCE COMPANY 


1600 Arch St., Philadelphia, Pa. 


Service Offices located 
in principal cities 


Complete Nation-Wide Insurance 
Facilities for Agents and Brokers 





NEW HAMPSHIRE AGENTS MEET 
Robert M. Clark Elected President; Miss 


Janet Sheehan Heads Insurance 
Women’s League 

Robert M. Clark of Keene was elected 
president of the New Hampshire Asso- 
ciation of Insurance Agents at the forty- 
second annual meeting last Friday at 
Manchester. He succeeds Robert S. Per- 
kins of Manchester. At the fifth annual 
meeting of the New Hampshire Insur- 
ance Women’s League, held at the same 
time, Miss Janet Sheehan of Manchester 
was elected president. 

Other officers elected by the agents are 
as follows: vice-presidents, Charles Mc- 
Kee, Concord; Von McPherson, Clare- 
mont, and Kenneth Kendall, Rochester; 
secretary and treasurer, Stewart Nelson, 
Concord; national councilor, George E. 
Clark, Lisbon. Members of the execu- 
tive committee are A. W. Frost, Frank- 
lin; Hermon Davis, Nashua; Frederick 
Gardner, Portsmouth; Robert S. Per- 
kins, Manchester; Herbert Lovejoy, Con- 
way; Norman Jacobs, Berlin, and Guy 
Horne, Meredith. : 

Other officers of the women’s group 
are as follows: vice-president, A. Edna 
Riehl, Laconia, and secretary-treasurer, 
Katherine Donovan, Concord. 


Agents’ Ass’n Officers 
Confer in New York City 


President R. W. Forshay and Vice- 
President David A. North of the Na- 
tional Association of Insurance Agents, 
have just completed a week of discus- 
sions and conferences with General 
Counsel Walter H. Bennett and mem- 
bers of the headquarters staff of the 
National Association in New York. 

Plunging into executive duties follow- 
ing his recent election on October 17 at 
the forty-sixth annual convention of the 
National Association in Kansas City, 
Mo., Mr. Forshay has been devoting 
particular attention to the selection of 
the new executive committee. In addi- 
tion, considerable study has been given 
to the matter of appointments to the 
standing and special committees of the 
organization. -Committee announcements 
are expected to be made shortly. 








Queens Brokers and Agents 
to Elect Officers Nov. 12 


The newly formed Queens County 
Brokers’ and Agents’ Association, Inc., 
will hold election of officers when the 


association meets next Wednesday, 
November 12, at Turn Hall, Broadway 
and 4th Street, Long Island City. This 
will be a charter membership meeting 
and it is expected a sizeable attendance 
will respond. 

The temporary officers of the organi- 
zation are Arthur H. Goldberg, chair- 
man and Kenneth Thompson, secretary. 
The temporary directors are Alexander 
J. J. Holzinger, Arthur H. Goldberg, 
Gerard P. Simone, Adolph L. Gretschel 
and Joseph P. Mancusco. Leo Gold- 
berg, Bank of Manhattan Building, Long 
Island City is in charge of publicity. 


War Risk Rates Cut to 
714% on British Exports 


Marine underwriters early this week 
reduced war risk insurance rates from 
10% to 714% on imports to this coun- 
trv from the West coast of the United 
Kingdom. The rate on exports remains 
10%. Also included in the reduction are 
shipments from United Kingdom Chan- 
nel ports, not East of Southampton, the 
Irish Free State and Northern Ireland 
on the west bound route. 





ANNOUNCES BROKERS’ COURSE 

The Marquand School of the Centra! 
Y. M. C. A. in Brooklyn is starting a 
course on Monday evening, December 1, 
for those desiring to qualify for the in- 
surance brokers’ examination of the New 
York Insurance Department to be held 


in March, 1942. 
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Dete 


rmining Insured Values a 


Big Question for Producers ‘Today 


\ real problem for agents and brokers 
determine proper values 
With costs of new goods 

thus also adding to the 


today is to 
for insurance. 
on the increase, 
\ alue of 


older household contents and 
other insurable property, the producer 
who knows how to provide adequate 


likely, in the event of loss, 
commendation from his 

Fireman's Fund Record for 
October contains an article by W. L. 
Leonard, general agent of the Western 
department at Chicago, in which he says 
with respect to this question : 

Clients holding extensive properties 
have learned the necessity for determin- 
ing definitely the value of these holdings 
for insurance purposes. Factory owners 
and merchants who operate on a large 
scale as a rule do not have to be re- 
minded of the importance of taking in- 
ventory to determine the amount of 
values involved. They have also learned 
the meaning of the word “depreciation” ; 
they know how to arrive at actual values 
to be used as a basis for adequate in- 
surance—replacement cost less deprecia- 
tion from any cause, the most common 
being wear and tear and obsolescence. 

Contents of a Home 


coverage is 
to receive 
clients. The 


When it comes to setting an insur- 
able value on the contents of a home, 
one realizes how very few people have 
any idea of the actual value of their 
possessions. Very few have made out a 
list of their household goods, in spite 
of insurance companies who furnish 
special forms for the purpose, and who 
have for years urged the public to take 
stock before placing insurance instead 


of requesting an agent to write a policy 
for an amount based on a vague guess. 

To avoid an inadequately insured loss 
and the embarrassment this will bring 
to you, determine the insurable value of 
a client’s household furniture and per- 
sonal belongings before writing a policy. 
If your client says, “Fine! but how do 
I arrive at a reasonable amount in con- 
nection with an inventory ?” explain to 
him that a suit of clothes, for instance, 
may be half worn out and represent a 


value of 50% of present-day cost. He 
may have purchased the article two 
years ago for $50, but the same suit 
today might cost $60. Then the estimate 
with 50% depreciation for wear and 


will be $30 and not $25. 
Valuable Articles 


Rugs and carpets may be handled by 


tear 


the same method. When it comes to 
jewelry, however, that’s a different prop- 
osition, but it is not a staggering prob- 
lem as any reputable jeweler will give 
you sound advice. The same is true of 
oil paintings; a responsible art dealer 
will give you a sound figure regarding 
values, and if it so happens that your 
client has a painting by some well known 
artist the value of the painting can be 


found in a catalogue to which the dealer 
can refer. For large values, or for the 
value of antiques the advice of an estab- 
lished appraisal company should be se- 
cured 


Adequate insurance is a matter of con- 


Oldshema Court Upholds 
| General’s Dividend Plan 


The Ok ae Supreme Court has ruled 
hat the General of America is within the 
aw oo Ale it distributes dividends to pol 
icyholders in the state. The opinion holds 
that when a fire insurance company files 
a rate schedule in compliance with the 
Oklahoma statutes and charges and col- 
lects such rates on all policies issued in 
the state, the payment of proportionate 
dividends to policvholders is not a remis- 
sion or refund of a part of the rate and 
is not in violation of the Oklahoma laws. 

It further indicated that the Insurance 
Board has the right to approve or disap- 
prove rates but has not the right to reg- 
ulate declaration of dividends out of dis- 
tributable earnings. 


1 
t 
] 
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cern to every insurance producer. It is 
of vital interest to an insured, for, where 
there is a lack of understz anding of sound 
values and the factor of depreciation, 
the claimant may get the impression 
that the agent is responsible. 

In any discussion of the proper amount 
of insurance to be carried, a policyholder 
should be reminded that the fire insur- 
ance contract is a contract of indemnity 
subject to the policy’s conditions and 
stipulations, and that new properties of 
the same design and construction cannot 
be acquired at the insurance company’s 
expense to replace old properties with- 


out taking into account the proper 
amount of depreciation. 
The agent who takes the time and 


trouble to make this clear to his policy- 
holders is making sure, in advance, that 
there is a satisfactory understanding of 
the basis upon which adjustments are 
made; he is removing a possible source 
of friction in the future. Such friction 
is impossible when both parties to the 
insurance contract understand the theory 
of indemnity. 


_ ADJUSTERS PICK ST. LOUIS 

The executive committee of the Na- 
tional Association of Independent Insur- 
ance Adjusters has decided that the 1942 
convention of the association will be held 
at St. Louis next June 11-13. The hotel 
for the meeting will be chosen early 
next year. : 





STEPHENS MAKES CHANGE 
John Stephens, who has been associat- 
ed with Swett & Cr: iwford, general 
agents, in its Los Angeles office (L loyds’ 
department), has resigned to become 
manager, Lloyds’ department, in the Los 
Angeles office of Rathbone, King & 


VIRGINIA REGIONAL MEETINGS 





Association Holds Three Meetings This 
Fall; Pierce North, B. D. O., 
Speaker at Two 


Three regional meetings are scheduled 
by the Virginia 
Association of Insurance Agents. The 
first was held at Wytheville October 
29. Second was held at Staunton Novem- 


for the current season 


and the third one will be held at 
Warrenton November 16. Additional 
meetings will be held during the Winter. 

Speakers listed to make talks before 
the schedule meetings are E. H. Lucke, 
field supervisor for the Fidelity & Cas- 
ualty; Sidney Clark, regional manager at 
Richmond for the  Royal-Liverpool 
Groups; H. Pierce North of the Busi- 


eee 


ness Development Office, New York. 
Mr. North talked before the meeting 


at Staunton and will speak at Warren- 
Panel discussions along lines sug- 
the B. D. O. are a feature of 
these —— Another speaker at the 
meetings is Edward Marshall, state 
agent at Greensboro, N. C. for the Na- 
tional Surety. 

Edmund T. DeJarnette, Richmond, 
State president, presided over the meet- 
ing at Staunton and will also preside at 
Warrenton. Caleb West, Newport News, 
espe 0 and board chairman, pre- 
sided at Wytheville. 


MINNEAPOLIS BOARD OFFICERS 

New officers of the Minneapolis Un- 
derwriters Association are George A. 
Thompson of the Lewis - Thompson 
agency, president; Philip M. David, of 
the David Insurance agency, vice-presi- 
dent, and George W. Nelson, of the 
Wood-Nelson Co., secretary-treasurer, 


MISS JENNIE CANFIELD DIES 

Miss Jennie May Canfield, 73 years 
old, insurance and real estate agent of 
Kearny, N. J., died recently. She was 
in business with her brother, Burton E. 
Canfield. Their agency was the oldest 


ton. 
rested by 



































Seeley. in the town. 
| 
the LARM 
& Plug No. 19 
NATIONAL DEFENSE 
THROUGH 
FIRE DEFENSE 
The National Board of Fire Underwriters, cele- 
brating now its 75th year of fire prevention work, 
has placed all of its facilities at the disposal of 
the Government during this national emergency. 
Every effort should be made to 
Avoid loss by fire 
Reduce the hazards of fire 
Protect the businessman and 
property holder against finan- 
cial misfortune by proper and 
complete insurance coverage. 
of 
FIRE ASSOCIATION OF PHILADELPHIA 
LUMBERMEN'S INSURANCE COMPANY 
THE RELIANCE INSURANCE COMPANY 
PHILADELPHIA NATIONAL INSURANCE COMPANY 
401 WALNUT STREET, PHILADELPHIA 
FIRE, MARINE and AUTOMOBILE INSURANCE 























INSURANCE STOCK; 
BOUGHT ® SOLD © QUOTED 
Inquiries Invited 
HALL & TURNBULL 
Insurance Stock Specialists 
42 BROADWAY NEW YORK 
Tel. BO. 9-7303 








ST. LOUIS POLL ON FINANCE 


Insurance Agents and Brokers Consider 
Establishing Own Automobile 
Finance Company 
A poll is being taken among the in- 
surance agents and brokers of St. Louis 
on the question of whether they should 
organize their own automobile finance 
company to combat the competition of 
such concerns controlled by the auto- 
mobile manufacturers and distributors, 
There has been a growing feeling on 
the part of St. Louis insurance men that 
a more militant attitude should be taken 
toward the inroads being made on their 
business by the automobile finance com- 
panies and more recently by automobile 

dealers. 

The questionnaire that has been sent 
out is designed solely as a means of 
obtaining a cross section of thought on 
this subject and does not impose a 
financial commitment on the agent or 
broker. 

Signing the questionnaire is optional. 
Among the questions asked are: 

“1. Do you believe such a company 
would be an effective instrument in the 
protection of St. Louis insurance agents 
and brokers ? 

“2, Do you feel that the automobile 
finance situation is sufficiently serious to 
warrant such a step? 

“3° Assuming a St. Louis-owned in- 
surance man’s finance company were or- 
ganized would you recommend its facili- 
ties to your customers and otherwise 
support it? 

“4 Tf wholly owned by St. Louis 
agents and brokers would you subscribe 
to one share of stock nominally priced 
at say $2.50, $5 or $10 per share. to 
spread ownership? (Not a commitment.) 

“5. More than one share if offered? 
(Not a commitment.)” 

The committee that has been studying 
the subject is composed of K. Myron 
Hickey, chairman; — J. O’Toole, W. 
D. Hemenway, Jr: Geo. O. Carpenter, 
Jr.; Fred E. Maginity, Arthur F. Felker, 
Oden D. Prowell, J. F. O. Reller, L. H. 
Antoine and Randall Foster. 


CHORAL SOCIETY’S SEASON 





New York Group Opens Sessions; Mar- 
tin A. Kennedy Is Chairman; Ehm 
New Conductor 
The Insurance Choral Society opened 
its second season last week at the 
Chamber of Commerce Building, New 
York. Its membership is made up of 
about sixty employes of insurance com- 

panies and insurance offices. 

The following committee has been 
working on plans for the coming season: 
Martin A, Kennedy of Appleton & Cox, 
chairman ; Maude E. Inch, Insurance So- 
ciety of New von advisor; Ruth M. 
Pierdon, American Surety Co., secre- 
tary; Mary C. Lennigan, Guardian Life, 
librarian; Joseph Bobay, Guardian Life, 
advisor; Anne Schmidt, America Fore 
Group, vice-chairman; Christopher C. 
Bagot, Sun Insurance Office, treasurer. 

Because of his many other activities, 
Mr. Bobay has found it impossible to 
continue as conductor. However, he will 
remain on the committee and take an 
active interest in the Choral Society. 

The new conductor is Jacob Ehm. At 
the present time, besides teaching voice, 
piano, organ and directing, Mr. Ehm is, 
and has been for over twenty years, 
organist and choirmaster of St. Paul’s 
Lutheran Church in Brooklyn; has been 
director of music of the First ‘Methodist 
Church in Jamaica for the past six years; 
and director of the Lutheran Chorus 0 
Brooklyn since its inception ten years 
ago. 
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When Fire Starts - i Preke(tlailela me yic) o)- 


The insurance industry shares in “all-out” 

defense by contributing engineering and 

fire prevention skill to prevent fire 
- and maintain production 
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NIAGARA FIRE INSURANCE COMPANY 


FIDELITY-PHENIX FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 

AMERICAN EAGLE FiRE INSURANCE COMPANY = THE FipELITY AND CASUALTY COMPANY 
4 BERNARD M. CULVER, President 

First AMERICAN FIRE INSURANCE COMPANY ERICA TORE oo ae nies 


Eighty Maiden Lane, |u| New York, N.Y. 
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America Fore Insurance 
THE CONTINENTAL INSURANCE COMPANY 
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Harrington Talks on Law 
To Forestall Rebating 


SPEAKS IN MASSACHUSETTS 





Says Pink’s Suggestion on Company Self 
Policing Applies to Agents 
and Brokers Also 


Charles F. J. Harrington, Insurance 
Commissioner of Massachusetts, said the 
suggestion of Insurance Superintendent 
Louis H. Pink of the New York De- 
partment that companies should police 
themselves applies with equal force to 
agents and brokers, in his address before 
the annual meeting of the Massachusetts 





D, E. Purdy 
CHARLES F. J. HARRINGTON 


\ssociation of Insurance Agents at 
Springfield, October 30. 

The Commissioner spoke of the new 
Massachusetts statute which is designed 
to forestall efforts to “legalize rebating.” 
It provides that not more than 10% of 
an agent’s or broker’s net commissions 
may come from business which he con- 
trols through his or his w-fe’s ownership, 
or from firms in which he or his wife 
is a member or from his employes or 
employers. The 10% limit applies to 
business from all such sources together, 
not individually. 

Rebate Sections Violated 

He said that agents’ and_ brokers’ 
organizations deserve credit for enact- 
ment of the statute, and that the In- 
surance Department was persuaded to 
introduce the legislation because investi- 
vation of representations that the rebate 
sections of the law was being violated 
increasingly proved the charges to be 
well founded. 

“For many years,” he said, “there has 
been a growing disregard of the rebating 
sections. This has not been due solely to 
the cupidity of the insurance buyer, but 
has been brought about, to some extent, 
by unfair and illegal competition in the 
insurance business.” 

Mr. Harrington said that persons con- 
trolling large volumes of premiums have 
entered the insurance business either 
directly or by representation, in order 
that they might acquire the commissions. 
Such persons, he said, rendered no serv- 
ice and were not holding themselves out 
and acting in good faith as insurance 
agents and brokers. Such cases were 
hard to prove, he found, because in most 
cases the participants in the rebating 
schemes were the only witnesses, and 
because of their involvement the en- 
forcement of the rebate sections was 
difficult if not impossible. 

Subsidiary Corporations 


“With the growth of big business,” he 
continued, “large insurance buyers 
formed subsidiary insurance agency cor- 
porations, which were wholly owned 
either by the premium paying corpora- 
(Continued on Page 34) 





































In the SHome Stretch! 


As we enter the “home stretch” in the 
1941 premium race, we realize more and more 
that Inland Marine covers deserve a prominent 
place in agency production plans because they 
offer so many opportunities to write new 
business. 


Inland Marine “All Risk” policies are far 
superior to the piece-meal protection afforded 
under a variety of single-peril contracts. Not 
only are they allembracing in protection and 
economical in cost; but also they offer real 
protection. And, being flexible, they can be 
shaped to fit any insured’s needs. 


Defense Program requirements have de- 
manded unusual Inland Marine protection, 
which has been quickly devised and provided. 
If you have any Defense or other problems, 
you are cordially invited to consult our Inland 
Marine Department which will gladly place at 
your disposal knowledge, experience, facilities 
and that specialized help which will enable 
you best to care for your clients’ needs. 


Company 





The 
Commonwealth Insurance Company 


of New York 








New York- Philadelphia - Boston - Detroit - Chicago - San Francisco 
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ELECT WOODCOME PRESIDENT 
Massachusetts Agents Conclude Ty, 
Day Convention; Other Officers 
Are Elected 

Paul J. Woodcome of the H. A, Hate! 
& Son agency of Fitchburg, Mass, wa 
elected president of the Massachusetis 
Association of Insurance Agents at the 
annual convention in Springfield las, 


Thursday. Forrest H. Thompson of 
Athol was elected vice-president an( 
Carroll K. Steele of Gloucester wa 
elected treasurer. Arthur H. Clarke oj 
Boston was reappointed secretary an 
Edwin J. Cole of Fall River was ¢. 
elected national councillor. 

The following regional vice-presidents 
were elected: Harold D. Barnes, Pitts. 
field; Charles W. Turner, Lynn; Haroli 
E. Crippen, North Adams; Sidney 4 
Cushing, Framingham; John J. Dunp 
New Bedford; Frank R. Knox, Holyoke: 
George E. Moulton, Newburyport; Har. 
vey R. Preston, Springfield; Warren § 
Shaw, Brockton; Fred R. Smith, Haver. 
hill; Myron C. Stimson, Greenfield: 
Robert A. Sullivan, Boston; Robert \{ 
Kelley, Hyannis; Leo R. Mongeau, Loy. 
ell, and Francis R. A. McGlynn, Wor. 
cester. Mr. McGlynn is the retiring 
president of the association and pre. 
sided at the two-day convention las 
week, 


America Fore Old Guard 
Dinner Attended by 165 


One hundred and sixty-five member 
of the Old Guard from the New Yori 
home office of the insurance companie 
comprising the America Fore Grou 
met at their annual dinner at the Hote 
Pennsylvania on October 30. Presiden 
Jernard M. Culver and Executive Vice- 
President Frank A. Christensen attende 
and spoke to the gathering. Vice-Pres: 
dent Charles L. Newmiller presided a 
toastmaster aml dinner arrangemen' 
were in charge of Henry A. Keck chair 
man and a committee of W. H. Rode: 
J. J. McNamara, Wm. McCourt an 
G. F. Doherty. Nationwide, Old Guar 
membership of the America Fore orga 
zation totals 400. To be eligible to joi 
an employe must have completed twenty: 
five years service. There are many be: 
longing who have been with the organ: 
zation for thirty, thirty-five, forty an 
more years. Several half century met: 
bers are active daily in the affairs ¢ 
the companies. 

Dean of the Old Guard is W. \\ 
Andrews. Retired for several years M: 
Andrews first came with one of tl 
America Fore companies in 1867. 


Pa. to Decide Whether 


Laundries Sell Insurance 


The Pennsylvania Department of Ir 
surance, at the request of Magistra 
Nathan A. Beifel, has started an inves 
tigation of laundries which charge ‘ 
penny-a-bundle fee for  protectt 
against loss of customers’ laundry. ‘ 
issue in the probe is the question whet! 
er laundries are selling insurance will 
out a license. Chantry W. Davis, secrt 
tary of the Laundry Board of Trade, sa 
they are not. 

“Most laundries protect customer 
bundles by carrying bailee  insurant 
against loss by fire and theft of enti 
bundles,” Davis said. “But there 1s" 
question of any sale of insurance I"f 
volved. If- any nominal charges hap 
been collected, it has been only to covey” 
the cost of this protection . 2 Cus 
tomary practice over a long period 0 : 
years.” 


MAKES POPE STATE AGENT 

The Home Insurance Co. announce i 
the appointment of E. R. Pope, as sta" 
agent for Louisiana, with headquartey 
at New Orleans. Mr. Pope came Wik 
the Home, May 1, 1931, as a speci 
agent and was advanced to associate o 
agent in March, 1940. He succeeds iy 
late H. B. Edwards, who was state age 
for many years. 
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The winter of 1941-42 will go down in history as one of 
the greatest eras of production in the annals of American 
Industry. Already the output of our great factories is be- 
ginning to roll out in characteristic mass production volume 
with the peak, in unheard of totals, expected in 1942. 


Old plants, expanded plants, new plants; furnaces, presses 
and lathes operated by the brains and straining muscles 
of the largest industrial army ever assembled are rapidly 
approaching top speed. 


American Industry is ready! 


Such unparalleled industrial activity not only increases 
the possibility of accidents but is accompanied by greatly 
enlarged earnings of individual workers which in turn will 
be translated into purchases of homes, automobiles and 














ry, 4 
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many other things. It’s your job and our’s to protect In- 
dustry and Individual by insuring the factories, equipment 
and products of the first and the homes, private posses- 
sions and well-being of the second. Insurance must hold 
them secure against financial loss arising from destructive 
accidental damage, personal injury and other insurable 
causes. 


Yes, it’s going to be a busy “insurance winter”. The 
Commercial Union Group of seven Fire and two Casu- 
alty capital stock insurance companies is ready with unex- 
celled financial resources, a friendly, experienced staff 
and modern insurance facilities to enable you to make the 
most of it. 


We invite your inquiry about joining with us. 





HOME OFFICES "eee NEW YORK 
NO. ONE COMMERCIAL UNION GROUP CHICAGO 
PARK AVENUE nae : a Pri is ieee cal ATLANTA 
NEW YORK COMMERCIAL UNION ASSURANCE COMPANY, LTD. v sf THE OCEAN ACCIDENT & GUARANTEE CORPORATION, LTD. SAN 
N.Y. AMERICAN CENTRAL INSURANCE COMPANY ms api at pos ciples gi LTO. FRANCISCO 


COLUMBIA CASUALTY COMPANY 
THE PALATINE INSURANCE COMPANY, LTD. 


THE COMMERCIAL UNION FIRE INSURANCE COMPANY 


THE CALIFORNIA INSURANCE COMPANY 
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Rockwell Agency Honored 
At 60th Anniversary Dinner 


On October 27, a dinner attended by 
over twenty insurance company officials 
represented in the agency, was tendered 
at the Hotel Oneida, Oneida, N. Y., to 
the Rockwell Agency to commemorate 
the sixtieth anniversary in insurance. 
The agency was founded in 1881 by 


CHARLES S. ROCKWELL 
Hiram L. Rockwell, whose first company 
was the Pennsylvania Fire. Many con- 
gratulatory telegrams and letters, as well 
as several bouquets of flowers, were re- 
ceived at the agency. 

The toastmaster, Howard B. Burchell 
of the Pennsylvania Fire, first intro- 
duced George W. Ingalls of the Fidelity- 
Phenix. He has known the three gen- 
erations in the Rockwell ‘Agency. He 
commented on its history and presented 
to Charles S. Rockwell, present opera- 
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4 € When a local agent starts 


_I 
$3 to operate on some new, un- 


4 usual, and basic plan that lifts | 
") his business above the diff- 


4 culties that surround it, that’s 
4 when success starts. Such a 
3} plan is described in our free f 
4 book “PLannep Procress.” { 


4 Send for it, without obligation. > 
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tor of the agency, a handsome pen-and- 
pencil desk set from all the companies 
in the office. 

In his speech of acceptance Mr. Rock- 
well did an unusual thing in that he 
presented to each company man at the 
dinner a piece of new business which 
had been solicited that day prior to the 
commencement of the dinner. 

Leonard L. Saunders, secretary of the 
Insurance Federation of the State of 
New York, was also present. Being him- 
self a resident of Oneida and having 
known the Rockwells since the begin- 
ning of the agency, he was in a position 
to reminisce on its history and progress. 





New Jersey Agents Move 
To Improve Appointments 


The executive committee of the New 
Jersey Association of Insurance Agents 
at its recent meeting directed its Bergen 
plan committee to study and consult with 
the county boards with a view to cleaning 
out unqualified producers, following out 
the action taken at the annual conven- 
tion in September. The qualification and 
resident agency laws committee was di- 
rected to study agency qualification laws 
of other states, with a view to the state 
association sponsoring such legislation in 
New Jersey if such action should seem 
necessary to achieve higher standards for 
appointments of producers. 

Chairman of the Bergen Plan committee 
is Alan V, Livingston of Englewood. The 
other members are the officers and county 
vice-presidents of the state association. 
Harry P. Murphy of Ridgefield Park is 
chairman of the qualification and resident 
agency laws: committee and he is assisted 
by Douglas S. Schenck of Jersey City 
and Edgar H, Ellis of Paterson. 





HAVERHILL BOARD ELECTS 

James R. Page has been elected presi- 
dent of the Haverhill, Mass., Board of 
Underwriters. Other officers are H. 
Nelson Pingree, vice-president; Phillips 
F. Brooks, secretary-treasurer, and Har- 
old J. Corcoran, auditor. George E. 
Kimball was elected to the executive 
committee and Newman H. Seldon was 
elected to the municipal insurance com- 
mittee. 


STARTING 70TH YEAR 

The Allaire ’& Son Agency of Red Bank, 
N. J., will start its seventieth year on 
November 16. Hubert M. Farrow, im- 
mediate past-president of the New Jersey 
Association of Insurance Agents, is presi- 
dent of this agency. It is said to be the 
oldest insurance and real estate agency 
in Monmouth County. 
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COMPLETE 
FACILITIES 


744 BROAD STREET - - 


110 William Street 


AGRICULTURAL 
SPRINGFIELD F s 


HARTFORD 
NORTH AMERICA - U.S 


Service Since 1894 
O'GORMAN & YOUNG. Inc. 
New York Brokerage 


HARTFORD ACCIDENT and INDEMNITY CO. 
N. J. Countersigaing, and General Agency 


OVER N. Y 
JIN INSURANCE OFFICE 


Counter Signature 
(Continued from Page 1) 


vention leads us to believe that most 
companies are making an excellent effort 
to comply with its terms. I am sure that 
most agents believe it to be a marked 
benefit to the majority of producers. 
“There are three very definite parts to 
the agreement and many agents over- 
look the fact that the other two are 
even more important than the counter- 





LORREN W. GARLICHS 


signature provision. The casualty com- 
panies have agreed in writing, first, not 
to write any direct business, and, second, 
not to permit any company or salaried 
employes to countersign any inter-state 
business. Many instances have been 
brought to light where these conditions 
had been violated continually by certain 
companies before the agreement was 
signed. 

“The third provision was the 5% of 
the premium for a countersignature fee 
where no other services were necessary, 
with a minimum of $1 and a maximum 
of $50.” 

V-Plan for Insurance 

Discussing the V-Plan for insurance, 
Mr. Garlichs emphasized the crusading 
nature of the project and quoted from 
General Counsel Bennett’s keynote ad- 
dress to the effect that “It must not 
only be constructive, but continuing as 
well. No plan for the betterment of the 
business can be one to be instantly put 
into effect and completed over night. It 
must be one reaching over the years and 
even continuing beyond the present 
world disorder. A continuing effort is 
the first thing that occurs to the builder 
of a campaign,” 

He set forth the plan as one which 
“envisions the gathering together of all 
those non-controversial needs upon 
which all intelligent insurance men are 
agreed, and by means of coordination 
and integration sweep the insurance 
business clear of all its unnecessary 
duplication, obstruction and confusion, 
and thus permit the story of insurance 
to be told to the public.” 
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ACT ON COMMISSIONS 





oe” Agents Favor of 2 Differentia| 
ommissions for Policy and 
Non-Policy Agents 

Considerable progress has bee 

: : Deen made 
with fire insurance companies jn ¢h 
enforcement of a differential scale ti 
commissions for policy and NON-Policy 
writing agents, David T. Marantette of 
the Detroit Insurance Agency, chairmay 
of the rules committee, reported at the 
meeting last week of the Detroit Aggo. 
ciation of Insurance Agents. Mr, Mar. 
antette said the purpose of the Meeting 
was to find out whether members were 
wholeheartedly behind the association in 
the enforcement of the 1929 resolution 
calling for differential commissions, 

All agencies represented by the mem. 
bers present, ranging from one-man 
agencies to several large agencies, who 
write from a quarter of a million to oye 
a million dollars annual premiums, yoted 
in favor of the enforcement of the resp. 
lution. A poll was taken of each agency 
and the representative was asked indi. 
vidually whether his agency was in favo; 
of enforcement of a differential commis. 
sion schedule. All spoke in favor of the 
resolution and said that their agencies 
would back it 100%. 

Three of the agencies represented have 
some of their policies written, but ex. 
pressed themselves as willing to take 
a lower commission in order to further 
association activities. Mr. Marantette 
will now turn over the files to George 
W. Carter, conference committee chair- 
man, who will take it up for direct 
action with the companies. 

A report on the annual convention 
of the National Association of Insur- 
ance Agents was given by Secretary- 
Manager Elmer Salzman, who said that 
he thought the “V” Plan for Insurance 
outlined by the National Association a 
Kansas City would be of material benefit 
to the insurance business, and _ that it 
fitted in with the plans and work oi 
the Detroit Association. 





Heads Illinois Brokers 


Joseph H. Norton was elected pres: 
dent of the Insurance Brokers Associa: 
tion of Illinois when the newly electel 
board of directors held its organization 
meeting. He succeeds Clark E. Nolan 
president for two years who, it was te 
ported, refused a third term. J. 3. 
Parker was elected first vice-president 
and T. F. Coleman was elected seconi 
vice-president. Re-elected as secretar 
and treasurer were Angus Chassells an’ 
George A. Seaverns, Jr. Mr. Norton § 
one of the group of younger Chicag 
Brokers. 
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M?’s produced the modern automobile, sleek, streamlined and powerful. 
Controlled it contributes comfort, pleasure, profit and speed to modern living. 
Escaped from its driver's control it becomes a ravening monster with gleaming eyes 
and slavered jaws, prowling the nation's highways, maiming, torturing and destroying. 


Laws and traffic regulations, aimed to protect our people from the cars they 
drive, have been passed and faithfully enforced. Safer cars equipped with every 
known safety device have been produced. But the slaughter continues. 


At last all are agreed that the responsibility for safe driving must be pinned on 
the driver and not on the vehicle. As the first step in recognition of that responsibility, 
LOYALTY GROUP agents are equipped to help automobile owners and drivers 
provide intelligent insurance programs. 


Insurance cannot prevent accidents, restore life, or replace severed limbs. But 
it can pay for material damages and assume the burden of medical and hospital 
expenses, loss of earning power, legal fees and damage suits. 


LOYALTY GROUP, with its nation-wide facilities, stands ready to help you 


provide adequate insurance programs for your clients. 


THE MONSTER 





FIREMEN'S INSURANCE COMPANY OF NEWARK, NEW JERSEY 








Western Department 
844 Rush St. 
Chicago, Illinois 


Southwestern Dept. 
912 Commerce St. 
Dallas, Texas 


Pacific Department 
220 Bush St. 


San Francisco, Calif. 


The Girard Fire & Marine Insurance Company 
National-Ben Franklin Fire Insurance Company 
Pittsburgh Underwriters @ Keystone Underwriters 
Milwaukee Mechanics’ Insurance Company 


The Concordia Fire Insurance Co. of Milwaukee 
Royal Plate Glass & General Ins. Co. of Canada 
The Metropolitan Casualty Ins. Co. of N. Y. 
Commercial Casualty Insurance Company 





HOME OFFICE 
10 Park Place 
Newark, New Jersey 


Foreign Department 
111 John St. 
New York, New York 


Canadian Departments 
461 Bay St., Toronto, Ontario 
404 West Hastings St., Vancouver, B. C. 
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New England U.& O. Changes Set 


One Year Time Limit for Losses 


The New England Fire Insurance Rat- 
ing Association has adopted use and 
occupancy changes, including a_ basic 
twelve month limit on any shutdown and 
a liability limitation in manufacturing 
forms of thirty days for replacement of 
stocks. Rates have not been increased. 
The time limit for raw stock replace- 
ment may be extended for an additional 
premium. These changes were recom- 
mended by a committee of the Eastern 
Underwriters Association. 

The new rules permit increasing the 
insured shutdown period beyond twelve 
months. While no rate ‘ncrease is re- 
quired, either the coinsu-ance clause or 
the weekly limitation clause must be 
amended to require the amount of insur- 
ance to be based upon the assured’s use 
and occupancy value for the desired time 
of coverage. Where the coinsurance 
form is used this change will increase 
the amount of insurance carried and 
also the premium for the assured tak-ng 
more than one year’s coverage. 

Rules for the single state reporting 
forms have been rev'sed to permit the 
coverage of stock only in manufacturing 
buildings. 

Changes Explained 

Explaining the U. & O. changes Execu- 
tive Manager Ralph Sweetland of the 
rating association says: 

“In explanation of these two changes 
it is felt necessary, particularly at this 
time when the time required to replace 
essential machinery or equipment or raw 
stock may be very much in excess of the 
normal time for such replacement, to 
provide some means whereby, if the 
time required to replace the building, 
machinery and equipment or, in the case 
of manufacturing risks, the time re- 
quired to replace raw stock, is to be 
materially in excess of what would norm- 
ally be expected, the company’s liability 
will be restricted to what would be the 
normal period of restoration unless the 
period of liability has been extended by 
endorsement, which involves a commen- 
surate increase in the premium. 


“Amplifying the foregoing: under 
present forms a 50% interruption of 
business extending over a_ two-year 


period, for example, might convert what 
would normally be a 50% loss into a 
total loss. 

“It will be noted that there is no in- 
crease in rate required when the twelve- 
month limit of the period of liability 
in the first paragraph is extended by 
endorsement. However, the required en- 
dorsement has the effect, if the insured, 


for instance, increases the twelve-month 
limit to eighteen months, of requiring 
him to increase the amount of insurance 
needed to comply with the contribution 
clause of 50%. If the period of liabil'ty 
due to destruction of raw stock is ex- 
tended, the rule requires an increase in 
rate, resulting in an increase in premium. 
Assured Should Be Informed 

“While it is generally believed that 
for the majority of risks the twelve- 
month and thirty-day limitations of the 
period of liability will not curtail the 
protection actually needed, it is also 
felt that in risks where the period of in- 
terruption, due to destruction of the 
building, machinery and equipment, may 
be in excess of a year or, in the case 
of manufacturing risks, when the time 
required to obtain new raw stock or to 
bring a stock in process up to the con- 
dition in which it stood at the date 
of loss, may be in excess of thirty days, 
that it is of vital importance that these 
[mits be brought to the attention of the 
insured and, if necessary, extended by 
endorsement. 

Under the revision of the B.LI. (U. & 
O.) rules, there are now two sections 
to the rules. The first section consists 
of general provisions and rates needed 
for handling the usual business. The 
second section deals with provisions 
and charges applicable to special cases. 

All of the U. & O. forms to be con- 
tinued in use have been revised. Two 
forms have been dropped: Form C, week- 
ly forms for manufacturing plants hav- 
ing seasonal operations or fluctuating 
earnings, and Form F, weekly form for 
mercantile or non-manufacturing risks 
having seasonal operations or fluctuating 
earnings. 

All of the following U. & O. forms 
are now obsolete: 771, 772, 774, 775, edi- 
tion (10-39), form No. 779 edition (1-39) 
and Nos. 773 and 776. 

The changes in rules No. 68 and 69 
dealing with the single state reporting 
forms represent a further liberalization 
of the rules to permit more extensive 
use of these coverages. 





ST. PAUL MARCHING CLUB 

A marching club, 250 strong, is being 
organized by the home office employes 
of the St. Paul Fire & Marine to par- 
ticipate in the St. Paul Winter carnival, 
January 23-February 1. Heading the 
club will be a drum corps of fifty. The 
club has ordered uniforms of beige and 
blue. George R. Dailey is organizing the 
club. 
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CHESTNUT AT THIRTEENTH STREET 


ROOMS NOW 


Four air-conditioned restaurants 
Banquet facilities—Sample rooms 
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Active in Sale of U. S. 
Defense Bonds in Hartford 


Helen Bush of Phoenix Insurance Co., 
Hartford, examining Defense Bond just 
purchased. 


Among Hartford insurance men particu- 
larly active in directing the sale of United 
States Savings Bonds for National De- 
fense are Perrin C. Cothran, vice-presi- 
dent of Phoenix Insurance Co., who 
handles the salary allotment phases of the 
drive, and John Ashmead, advertising man- 
ager of the Phoenix, who is publicity di- 
rector of the general committee. 

Mr. Ashmead has been doing a lot of 
speaking and has kept the local papers 
well informed as to the progress of the 
drive since inception last May. Typical 
of his publicity is the above picture which 
shows Miss Helen Bush, secretary to Vice- 
President G. W. Holton of the Phoenix, 
as she examines a defense bond (Class E) 





Excess Management and 
Reinsurance Cos. Move 


The Excess Management Corporatioy 
and the reinsurance companies for which 
it acts as underwriting manager haye 
moved to 99 John Street, New York 
City, occupying the twenty-fifth floor 
The reinsurance companies include the 
Reinsurance Corporation of New York 
the National Reinsurance Corporation 
and the Excess Reinsurance Associa. 
tion. The new quarters provide add- 
tional space to meet the growing needs 
of the organization. 

The Excess Reinsurance Association 
is now comprised of the following com- 
panies: Aetna Fire, American, Camden, 
Continental, Fidelity-Phenix, Fire Asso- 
ciation, Glens Falls, Hanover, Home, Na- 
tional Union and Springfield Fire & 
Marine. 





Elect Alsop President of 
Hartford County Mutual 


tual Fire have elected Joseph W. Alsop 
as president and treasurer, filling the 
vacancy caused by the death of Fred- 
erick F. Small. They also elected San- 
uel R. Spencer of Suffield to the board 
of directors. Mr. Alsop, who is a men: 
ber of the Connecticut Public Utilities 
Commission, is also president of the 
Connecticut Valley Mutual Hail Insur- 


ance Co. and president-treasurer of J. 


W. Alsop, Inc. 


WESTERN ADJUSTERS TO MEET 


Branch office managers of the Fire 
Companies’ Adjustment Bureau and ger- 
eral adjusters in the eight states com- 
prising the Western division, will mee! 
in San Francisco November 11-13. 








she just purchased. Savings and patriotisn 
were stressed by Miss Bush as feature 
which prompted her to buy. 





Directors of the Hartford County Mu f 














Stock Insurance Agents 
ADVOCATES OF 
AMERICAN PREPAREDNESS 


EFORE THEY CAN TAKE OFF, many important parts—each essential to 

the whole—must be manufactured and often brought from widely separated 
localities!’ (All along the line of production—as well as in their transportation — 
these necessary materials are exposed to countless 
risks, some of them serious enough to cripple Ameri- 
can defense! { By fighting for adequate insurance 
protection against such risks—and by vigorously co- 
operating with local fire defense committees—the 
Stock Insurance Agent is contributing Ais share to 
National Defense! 
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Insurance Company Utd. 
90 John Street, New York 
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< The right forearm ot 
the Statue of Liberty ar- 
rived first in this country 
in 1876 for display in the 
. Centennial Exposition at 
Philadelphia. 


It was then removed —> 
to Madison Square Park | 
on Fifth Avenue in New — 
York (extreme right in pice 3MB¥; 
ture). It remained there #§ 
until 1884 while funds 
were raised for the base 
of the Statue. 


o 
The arm was returned to France for completion of the entire Statue which subsequently arrived at Bedloe’s Island and 
was erected late in 1884. The raising of this symbol of liberty was considered quite an engineering feat in its day. Keeping 
its flame burning brightly to warm and encourage all lovers of freedom is the quiet determination of 130 million people. 


HROUGH good times and bad since 1853 this 








institution has been providing sound insurance 
protection to American property owners. We believe 
this entitles us to the claim that we know something 
about good insurance. Of all the forms of insurance 
that serve the individual none can compare with 
the finest kind of insurance that will serve us all— 
United States Defense Bonds. For the safest invest- 
ment in the world—for insurance that will help safe- 


guard our liberty—Buy United States Defense Bonds. 





*« THE HOME * 
SAseance Company 


NEW YORK 


| The Home, through its agents and brokers, is America’s 
leading insurance protector of American Homes and the 
Homes of American Industry 
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FIRE . AUTOMOBILE e 

















































THE EASTERN 














November 7, 194 








Connecticut Agents Seek to Form 
New County Board; Cowles Speaks 


The Connecticut Association of Insur- 
Agents held a regional meeting at 
the Hotel Winchester at Winsted on 
October 28 at which was discussed plans 
for a district board of agents residing 
in Winsted, Torrington, Sharon, Norfolk, 
New Milford and other towns in the 
vicinity. Lloyd W. Whitney, regional vice- 


president of the state association arranged 


ance 


for this meeting. 
About thirty agents attended this meet- 


ing and also Edwin S. Cowles, Jr., of 
Hartford, president of the Connecticut 
Association; David A. North of New 


Haven, vice-president of the state associa- 
tion and also vice-president of the Na- 
tional Association; Paul H. Taylor of New 
Haven, secretary-treasurer of the state 
association and secretary of the New Eng- 
land Advisory Board; William H. Wiley 
of Hartford, chairman of the membership 
committee; Joseph H. Maurice, Supervisor 
of Licenses, and Frank Wagner, Supervisor 
of Claims and Adjustments of the Con- 
necticut Insurance Department. 

Mr. Wagner gave an account of various 
claims and adjustment troubles reported 
to his Department by the general public. 
Mr. North gave a talk on the aims and 
accomplishments of the National Associa- 
tion and the value of membership through 
affiliation with the Connecticut Asso- 
ciation. 

Cowles on Value of Organization 


Discussing the value of membership in 
an agents’ organization Mr. Cowles said: 

“Why is it that the National Associa- 
tion today has more members than ever 
before and our own Connecticut Asso- 
ciation is in the same position? Surely, 
the agents that are members of the Con- 


necticut and National Associations have 
not joined these organizations for purely 
social reasons. They recognize the value 
of organized effort. 

“The Rhode Island Asscciation has re- 
cently received the approval of the Com- 
missioner in that state on the personal 
property floater, a form of coverage that 
has been available for some time in prac- 
tically all territories but the Eastern Un- 
derwriters Association territory. 

“We, in Connecticut, at the last session 
of the legislature were sucessful in chang- 
ing the qualification statute so that the 
problem of the agent who writes largely 
controlled business, or in other words one 
who writes more business on his own prop- 
erty and that of his employer than that 
of the general public, can be more readily 
eliminated by our Commissioner. 

“These results could not have been ob- 
tained without organized effort and the 
challenges previously referred to must also 
receive the attention of our National As- 
their warnings are to be 


sociation if 
the conditions described cor- 


heeded and 
rected. 

“It would appear to me that a strong 
district board or association can be organ- 
ized using the Winsted Board of Insur- 
ance Underwriters as a nucleus for the 
membership. These members and_ the 
present members of the Connecticut Asso- 
ciation in Torrington, Lakeville, Canaan 
and Norfolk have many common prob!ems 
and in my opinion can well afford to spend 
some time in the organization of either 
a Litchfield County Board, composed of 
the towns I have already mentioned, or any 
other towns in this locality in which bona- 
fide agents, who are earning their liveli- 
hood from the insurance business operate.” 





Harrington Talk 


(Continued from Page 28) 
tion or by salaried officers or employes 
of the premium paying corporation, who 
in turn diverted the commissions of the 
insurance agency or brokerage corpora- 
tion to the parent corporation. 

“In some instances, of course, they 
would advertise themselves as insurance 
corporations and write a few policies for 
persons other than their principal 
client, but as a rule these assureds were 
employes of the principal client, who 
were reminded by their employers that 
it might be to their best interest to 
transact their insurance affairs through 
the controlled insurance agency corpo- 
ration. These so-called agency or brok- 
erage corporations were formed in an 
attempt to perform an illegal act in a 
legal manner. They were attempting to 
legalize rebating. 

Installment Purchases 


“With the growth of the installment 
buying of automobiles, finance companies 
organized insurance brokerage and 
agency corporations, for the purpose of 
securing the commissions on insurance 
required of installment purchasers. 
Finance company controlled brokerage 
organizations frequently provided insur- 
ance adequate to protect the finance 
company but disregarded the insurance 
needs of the installment purchaser. 

“Excessive premium charges for inade- 
quate coverage were included with 
finance charges. The commissions, which 
were received by the finance company, 
via the insurance agency corporation, 
were actually rebates. The rights of 
the purchaser of the financed automobile 
were regarded so lightly that the Insur- 
ance Department in 1937 was obliged to 
call a conference of the principal finance 
companies to urge adherence to the law. 

“As a result of this conference, the 
Department promulgated a set of rules 
for the guidance of finance companies 
and the protection of the public. For a 
time these rules were carefully ob- 


served, but later, it came to our attention 
that the selfish interest of the finance 
institutions were being placed ahead of 
the interests of the general public by 
the finance company controlled agency 
corporations. With the curtailment of 
installment buying, this is likely to be 
increasingly the fact, because of the 
reduction in income from purely financ- 
ing operations. 
California Experience 

“We need no better evidence to sup- 
port this suggestion than the discoveries 
of the Insurance Commissioner of the 
State of California, which he states have 
disclosed the fact that several million 
dollars have been illegally taken from 
the insuring public through the medium 
of excessive finance and_ insurance 
charges. It is our hope that the law 
will help us to eliminate some of the 
conditions we have enumerated.” 

The new law, he said, is not a new 
legal principle as the latest revision of 
the New York code sets forth similar 
requirements, 

“We propose,” he said, “that each new 
applicant for an agent’s or broker's li- 
cense shall also complete a questionnaire 
in his own handwriting under the penal- 
ties of perjury. The questionnaire will 
develop information necessary to enable 
the Department to intelligently consider 
whether or not the agent or broker is 
entitled to a license under the terms 
of the new law. The questionnaire must 
be forwarded to the Department with 
the application for license. 

Company to Investigate 

“In connection with agents’ licenses, 
we propose that the company, request- 
ing the issuance of the license, shall 
make a separate investigation to deter- 
mine that the prospective agent can 
meet the requirements of our laws. We 
shall require that a responsible employe 
of the insurance company shall complete 
a special questionnaire, concerning his 
investigation of the applicant. This 
latter procedure is presently under con- 
sideration by the Department and we 
expect to confer with representatives of 





FIRE ADJUSTMENT COURSE 


Prentiss Reed Heads New York Society 
Committee; Niver Is Sole 
Instructor 

Prentiss B. Reed, New York adjuster, 
heads the committee of the Insurance 
Society of New York which is sponsor- 
ing the course in fire insurance adjust- 
ing, which started October 28, and will 
consist of twenty one hour and a half 
sessions. 

E. C. Niver, executive vice-president, 
New York Board of Fire Underwriters, 
will be instructor for the entire course. 

Serving on Mr. Reed’s committee are 
Linford B. Hazzard, Burlingame & 
Hazzard, adjusters; William E. Hill, sec- 
retary, Fire Companies’ Adjustment 
3ureau, and Harold Hyer, adjuster. Out- 
lining the purposes of the course, the 
society says: 

“The course covers the principles and 
practices of fire loss adjusting, procedure, 
salvage, appraisal, and apportionment. 
The course appeals not only to those 
specializing in adjustment work, but also 
to underwriters and producers, enabling 
them to approach their problems with a 
better knowledge of how the policies 
they underwrite or sell will meet the 
final test of loss and claim adjustment. 

“The course will outline the routine 
of the adjuster, who represents the in- 
surer, and also that of the agent, broker, 
or public adjuster who may undertake to 
represent the insured. It will inform the 
student as to the various agencies of 
adjustment, the adjustment bureaus, the 
salaried adjusters of the companies, and 
the independents. It will explain what 
information the adiuster should develop, 
how he ordinarily goes about developing 
it, and why it is developed. Emphasis 
will be placed on the fact that the ad- 
juster is a fact finder, a negotiator, with 
the duty of fixing the amount which the 
insured is entitled to receive under the 
terms of the policy or policies he holds.” 


Griffith Travelers Fire 
Manager at Nashville 


Charles E. Griffith, Jr, former assist- 
ant manager for the Travelers Fire at 
Oklahoma City, has been promoted to 
the managership at Nashville, Tenn., 
effective October 1. His office will be 
in the Nashville Trust Building. He 
succeeds the late A. B. Paschall, who at 
the time of his death July 21 had served 
the company as manager at Nashville for 
sixteen years. 

Mr. Griffith is a graduate of the Uni- 
versity of Nebraska. He entered the 
employ of the Travelers Fire in 1926 
and after home office training was ap- 
pointed a special agent, traveling in 
Michigan, Nebraska and Iowa. In 1930 
he was appointed assistant manager for 
the company at New Orleans and in 
1939 was transferred in the same 
capacity to Oklahoma City. 


CHARTERED IN NEW YORK 

Williams & Williams, Inc., New York 
City, has been chartered by the New 
York Secretary of State with capital of 
100 shares non par value stock to en- 
gage in the general insurance broker- 
age business. Ann _ Broderick, Fred 
Flatow, Hyman I. Kones, 111 John St., 
New York City, are directors and sub- 
scribers. Macpeak, Flatow & Abramo- 
witz, 111 John St., are attorneys for the 
corporation. 














the insurance companies shortly, for the 
purpose of devising a workable plan to 
assist the Department in the enforce- 
ment of the new law. 

“We are trying to inaugurate a pro- 
cedure with respect to agents’ licenses 
which will place the responsibility for 
the selection and investigation of agents 
primarily upon the insurance companies, 

“We believe it will be in the best in- 
terest of the public and the insurance 
companies if a plan can be devised 
which will minimize the necessity for 
interference with the administration of 
the insurance business. This law has 
raised questions which must be solved 
through trial and error.” 





CALLS FOR SEPARATE FUNDS 


California Commissioner Insists A 
Must not Mingle Companies” 

Money and Their Own 

Section 1730 of the California ] 
ance Code is being violated, accordin 
to a bulletin sent out by Insurance Con 
missioner A, Caminetti, Jr. to al i 
surance agents, brokers, solicitors + 
agents, surplus line brokers and pale 
club agents, if they keep insurance om 
mium moneys mingled with their . 
funds in a general commercial ‘tiie 
in a bank. , 
“Despite the fact,” says the bulletin 
“that funds on hand may be suffcien 
to discharge any insurance indebtedness 
it must be realized that in the event «i 
death, bankruptcy or legal action A 
general accounts could become - 
volved.” 
The bulletin then recommends, in ry. 
sponse to guidance requests from map 
licensees, that these two methods be 
used in handling insurance funds: 
“1, Establish an insurance trust x. 
count with yourself named as trustee’ 
It is suggested that gross premiyns 
be deposited and commissions only }; 
drawn down when they are earned. _ 
“2. Make arrangements to remit ¢. 
rectly to the insurance company.” Thi 
method is suggested where the volun 
of premiums would not justify a trys 
account, and it is suggested that check 
be indorsed to the insurer and mailei 

immediately. 

In closing the bulletin says: “The ye 
of personal checks to transmit fiducian 
funds cannot be considered as proper 


RAILROAD FIRE LOSSES DOWN 





Average Loss Per Mile Less Than Ay 
Year on Record, Insurance 
Section Reports 

Losses due to fires on the railroad 
of the United States in 1940 total 
$3,577,764, according to reports receive! 
by the Fire Protection and Insurane 
Section of the Association of America 
Railroads. This was less than in ay 
year since the compilation of these re: 
ords began in 1919, with the exceptic 
of one year—1935. 

Railroad fire losses in 1940, however 
were approximately one-third as larg 
as in 1920 when they amounted to $ll; 
563,914, the highest for any year a 
record. They also were a reduction ¢ 
$694,532 or 16.3% compared with thos 
in 1939, 

The average loss per mile of line i 
1940 was $12.96, the lowest for any yet 
on record. In 1920 it was $54.40 avi 
in 1939 it was $16.22. 

Among the known causes of the fir 
that took place in 1940, trespassers « 
railroad property were responsible i 
the greatest number. Careless smokes 
who tossed away lighted matches, cig: 
rettes and cigars ranked next. 


Northern Lights “Spark” 
Claimed Origin of Fir 


E. H. Hornbostel, New York Ste 
agent for the Firemen’s of Newark a 
author of Tales of the Road which us 
to appear in The Eastern Underwnite 
sends in the following amusing anecdo! 
on the origin of a fire: 

“A fire occurred recently in Easter 
territory, I am told by reliable sourcé 
during the unusual display of Norther 
Lights a short while ago. The claimati 
a woman, pressed for details as to Mh 











from the Northern 
caused the blaze. : 

“This is certainly a new one in Mf 
long experience in loss work. It pat 
lels a case I had years ago during pt 
hibition. During an investigation "f 
public authorities of a questionable °& 
at Binghamton the assured was ast’® 
to explain the presence and use of a (@ 
register found on his premises after ™ 
fire. It was presumed that he was m* 
ing and selling liquor in his dwellit 
Sut he said the cash register had bet 
bought by him as ‘a savings bank ! 
his children.’” 
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A\ssuRANCE AGAINST FIRE MORE 
IMPORTANT THAN EVER 


No mattet how thoroughly your 
clients may be insured, not one could 
afford to run the risk of having his 
factory destroyed by fire. When 
everyone else is busy, you’d hate 
to have a client of yours wait until 
he could get the labor, materials and 
machinery needed to rebuild and re- 
equip. 

The Travelers Fire Insurance Com- 


pany has a corps of Fire Prevention 


Engineers who can spot a hazard 
that might otherwise reveal itself in 
flame and smoke. They know where 
and how fires are likely to start and 
they can show your clients how to 
stop fires before they start. 

When you place your clients’ Fire 
insurance in this Company they get 
more than indemnity in case of loss. 
You get more than perfunctory serv- 


ice. 


THE TRAVELERS FIRE INSURANCE COMPANY 
THE CHARTER OAK FIRE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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Conservation Urged in 
Fire Co. Investments 


CLARK TALKS TO ACCOUNTANTS 


Investment Counselor Gives Advice on 
What Companies Can Do To Guard 


Against Security Losses 





Adherence to investments of high 
quality, whether they are bonds, pre- 
ferred or common stocks, is the most 
profitable course to pursue at the pres- 
ent time John A. Clark of the New York 
investment house of Wood, Struthers & 
Co., advised when speaking before the 
annual meeting of the Insurance Ac- 
countants Association at Norwich, Conn., 
last month. Discussing the subject of 
fire insurance investing under present- 
day conditions urged conservatism now, 
saving that if risks in investments are 
to be taken the best time is when the 
muitlook seems clear and when this coun- 
try and the world are at peace and pros- 
pering 

Fire insurance companies, on the aver- 
age, place about 60% of assets in cash 
and bonds and about 40% in stocks, with 
about half of the latter in preferred 


ae! 





issues and half in common stocks. But 
the record shows, he said, that many 
bonds still owned no longer qualify as 
the highest type. Influences other than 
the value of money will affect their fu- 
ture value. He said that each company’s 
portfolio should be examined once or 
twice a year by competent authorities 
to determine which are high-grade and 
which are not under prevailing condi- 
tions. Telling what he believe fire in- 
surance companies can do to protect 
themselves from loss security holdings, 
Mr. Clark continued: 
Long and Short Term Bonds 

“Assuming, as a result of grading, you 
determine the proportion of ‘money type’ 
securities owned, the important question 
to settle is the maturity of such hold- 
ings. Since long-term bonds fluctuate 
much more than short maturities it 
would seem obvious that when interest 
rates are high and bond prices low long- 
term issues should be accumulated and 
those of short maturity reduced. Con- 
versely, when long-term bonds reach new 
and all-time highs they should be re- 
placed by shorten maturities to the ex- 
tent deemed possible, without sacrificing 
current income below actual minimum 
requirements. 

“The trouble is that in times like the 


present sound short maturities yield lit- 
tle, if any, income. Thus, the vital 
question for éach company to determine 
is the extent that current income should 
be sacrificed to insure against future, 
and probably serious, shrinkage in the 
value of its portfoilo. 

“Taxation is affecting the investor 
more and more seriously so that a re- 
view of the present tax features of the 
different classes of securities seems in 
order. 

“Ist. The principal securities that are 
at present fully tax-exempt are certain 
U. S. Treasury notes, and state and mu- 
nicipal bonds. The Treasury notes were 
issued for terms of not more than five 
years, and the longest of them, the % 
per cents maturing March 15, 1945, yield 
only .36%. High-grade state and munici- 
pal bonds also yield very low rates, as 
they are exempt from all Federal sur- 
taxes as well as normal taxes. This 
creates a special demand for them from 
wealthy individuals, to whom their tax 
exemption is of more value than to a 
corporation. Individuals are now subject 
to income taxes running up to 81%, where- 
as corporations are now subject to 24% 
normal and 7% surtax—a total of 31%. It 
is apparent, therefore, that corporations, 
in holding state and municipal bonds, 











Sound technical skill p/us prompt and expert 


judgment is always a determining force in the 


successful operation of every company. In our 


thoroughly trained nation-wide organization, we 


can rely on every man in every job for the right 


decision at the right time... aconstant advantage 


to Pearl agents and Pearl policy - holders. 
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are competing with individual buyers 
In other words, when a_ corporation 
holds state and municipal bonds and ae. 
cepts the low yield which they retupy 
it is paying for a degree of tax-exemp. 
tion which it does not fully utilize. This 
is not to say that insurance companies 
should not hold any state and municipal 
bonds, but merely to point out a gep. 
eral demerit that unfortunately applies 
to them. 

“Next to the fully tax-exempt secyri- 
ties come those U. S. Treasury bonds 
issued prior to March 1, 1941, for more 
than five years. These bonds are at 
present exempt from the corporation 
normal tax of 24%, but are subject to 
the surtax. 


Tax Exemption in Stocks 


“In a third group, as regards tax-emp- 

tion, come stocks, preferred and com- 
mon, of American companies.  Eighty- 
five per cent of the dividends from 
stocks received by a fire insurance com- 
pany is now fully exempt from Federal 
tax. This considerably widens the net 
spread in yields between stocks and tax- 
able bonds, and seems to make high- 
grade preferred stocks a relatively in- 
teresting type of security for incorpo- 
rated portfolios. 
“In the fourth and last group must 
be placed those securities whose income 
is fully subject to Federal taxation. 
These include the recently issued “taxa- 
ble” U. S. Government bonds, and cor- 
poration bonds of all types—public 
utility, railroad and industrial. 

“According to these regulations, as- 
suming the same gross yield in every 
case, a tax-exempt bond may be said to 
yield a corporate owner roughly 31% 
more than a taxable; a Government bond 
that is exempt from the normal tax 
yields 24% more than a taxable; and a 
stock—85% of 31% or 26.35% more than 
a taxable bond. In other words, a New 
York State 3, due 1971, yielding 1.55% 
gives as good a net return after taxes 
as a corporation, or other fully taxable 
bond yielding 2.03%. <A U. S. Treasury 
234 of 1965-60, exempt from normal tax 
yielding 2.02%, gives the equivalent of 
around 2.50% taxable. Similarly, a pre- 
ferred stock yielding 3.75% yields the 
same as a 4.72% fully taxable bond. 

“It is in the speculative, or ‘non- 
money,’ section of a portfolio that the 
greatest watchfulness must be maintain- 
ed. A flexible policy here is highly de- 
sirable as conditions affecting this type 
of security are apt to change rapidly. 
I have spoken of keeping bond maturi- 
ties adjusted to current conditions— 
shortening when bond prices rise, and 
increasing long maturities as prices fall. 
Similarly, the speculative section of a 
portfolio should be adapted as far as 
possible to the economic ‘weather pre- 
dictions.’ The total proportion to be 
held in common stocks and other vola- 
tile issues should be greatest when prices 
are low and the outlook is promising. 
Conversely, the total should be reduced 
when prices are high, or when the eco- 
nomic storm signals are raised.” 





National Union Appoints 
Murray As Special Agent 


The National Union Fire Insurance 
Co., Pittsburgh, announces the appoint- 
ment of Jesse E. Murray, Jr. as special 
agent in Missouri, effective immediately. 
He is a native Missourian educated in 
St. Louis, and for the past fifteen years 
has been associated with the Missouri 
Inspection Bureau in various capacities. 

Mr. Murray will assist State Agent 
J. B. Thomas in servicing the Missouri 
agents and maintain headquarters in the 
Pierce Building, St. Louis, Mo. 





JOINS BOSTON AGENCY 


The Boston agency of Kaler, Carney, 
Liffler & Co. has announced the associa- 
tion of Leopold M. Sonnabend with the 
office as of September 10. Mr. Sonna- 
bend has been the head of an insurance 
brokerage office in Boston and his new 
connection will mean added facilities 
available in the promotion and _ protec- 
tion of clients. 





\\ 


= 


7, 194] 


—=— 


l buyers, 
TPOration 
S and ac- 
Y return, 
X-exemp.- 
ze. This 
OmMpanies 
Municipal 
it a gen- 
Y applies 


it securi- 
ry bonds 
for more 
3 are at 
‘poration 
ibject to 


ks 


fax-emp- 
nd com- 
Eighty- 
Js from 
Ice com- 
Federal 
the net 
and tax- 
é€ high- 
vely in- 
incorpo- 


—public 


NS, as- 
1 every 
said to 
ly 31% 
nt bond 
lal tax 
anda 
re than 
a New 
1.55% 
r taxes 
taxable 
‘easury 
nal tax 
lent of 
a pre- 
ds the 
id. 


‘non- 
at the 
intain- 
ly de- 
s type 
apidly, 
laturi- 
ions,— 
*, and 
s fall. 

of a 
far as 
- pre- 
to be 
vola- 
prices 
lising. 
duced 
» eCO- 


} 
sent 


rance 
oint- 
ecial 
ately. 
~d in 
years 
souri 
ities. 
gent 
souri 
1 the 


ney, 
ycia- 

the 
nna- 
ance 
new 
ities 
itec- 





November 7, 1941 





THE 













UNDERWRITER 





Page 37 








nney Calls for Ampler 
™ Key to Profit Motive 


SPEAKS TO INDIANA AGENTS 





4 Says Policyholders Should Be 
ol Higher Place in Councils; 
Points Out “Weaknesses” 





Roger Kenney, insurance editor, 
United States Investor, Boston, said 
there is a crying need for a broader 
interpretation of the “profit motive” in 
stock insurance in his address before 
the Indiana Association of Insurance 
Agents at Indianapolis, October 29. He 
spoke on the subject: “Is the Local 
Agent Fighting a Lost Cause? 

This broader interpretation, he said, 
should give a higher place to the policy- 
holder in fire and casualty councils. 
He urged companies and agents to work 
out a constructive program for meeting 
mutual competition on the basis of price, 
This program, to be effective, he said, 
must provide for the elimination of many 
time-honored customs and practices in 
stock insurance. 


Insurance “Bureaucracy” 


He said something would have to be 
done about “the bureaucracy” which has 
been built up in the stock fire and 
casualty business, and expressed the 
opinion that many of these rating bodies 
are almost in the nature of private 
clubs, “controlled and dominated by a 
few people for self interest and not in 
the interest of the policyholder.” ; 

Another reform he advocated was_ in 
engineering service. The engineering 
service among the mutuals, he said, has 
but one source, the company, while in 
stock insurance, it is divided between 
the companies and the larger agencies. 
making for duplication of effort. 

“Wouldn’t it be far better for the 
stock insurance business,” he asked, “if 
the agent were regarded solely as a 
producer—instead of a ‘jack of all trades’ 
as he is supposed to be at the present 
time ?” 

Glaring Weaknesses 

He pointed out what he called “glaring 
weaknesses in the American Agency 
System,” as follows: 

“1, Inability to serve policyholders for 
all kinds of insurance. (Boiler and 
machinery insurance are probably the 
most complex of all. The agent is al- 
most wholly unfamiliar with their appli- 
cation and performs little service for 
high commissions received.) 

“2. Inability to assist the policyholder 
in the preparation and collection of all 
forms of claims. 

“3. Inability to analyze needs for in- 
surance hazards which can be self in- 
sured, 

“4. Failure to analyze and report to 
the customer as to restrictive clauses in 
policies. 


Set Policies Ride 


“3. Failure to revise insurance con- 
tracts periodically to meet changed con- 
ditions, such as those caused by depre- 
ciation and other physical causes, and 
in addition, changed conditions of busi- 
ness operation. There is too much ten- 
dency to let policies ride to expiration 
without revision. 

6. The tendency to divide fire and 
casualty lines on a given risk among 
various companies, either for commis- 
sion purposes or because of the desire 
to feed all companies in a given agency. 

7. The expenditure of too much time 
on the technicalities of policies rather 
than an earnest endeavor to provide 
contracts of good faith as between the 
msurance companies and the property 
Owners, with all insuring conditions fully 
understood by both parties. 
ae The tendency to consider that in- 
ay 1s sold on friendship and faith 
ather than on good business principles. 

9. The tendency of agents to seek 
Protection of counter-signature laws 
ann which are difficult to justify on 
te asis of sound business principles. 

0. The recommendation of partici- 


pating insurance to customers only when 
forced to do so as in the operation of 


the F. I. A. 
Should Revise Interpretation 


“Such are the weaknesses in the 
American Agency System which have 
thrown the door wide open to mutual 
competition. Such are the weaknesses 
which have fostered the growth of that 
newest barnacle on the insurance ship 
of state—the insurance adviser. 

“The agents can’t blame the compa- 


agents for the unenviable situation in 
which stock insurance finds itself today. 
Many abuses have grown up on both 
sides—abuses which call for far-reaching 
reform. 

“My message to you can all be sum- 
marized in the statement that there is 
a crying need for a broader interpreta- 
tion of the ‘profit motive’ in stock in- 
surance—an interpretation which will 
give a higher place to the policyholder 
in fire and casualty councils. Only when 
this is done—only when company and 


JOINS CANADIAN CONFERENCE 


The Pearl Assurance is reported from 
Winnipeg to have joined the Personal 
Property Insurance Conference, which 
has jurisdiction over Manitoba, Sas- 
katchewan and Alberta. Except for the 
North America Group, all other mem- 
bers that previously withdrew from the 
conference have rejoined. 





sive terms and inaugurate a construc- 
tive program geared to the new eco- 
nomic order in this country, will your 


nies, and the companies can’t blame the 


agency leaders cease thinking in defen- cause be strengthened.” 























..- telling 


“American District Telegraph Co.: 


“We want to compliment your company on the 
splendid work in dispatching prompt assistance when 
a small fire occurred in our plant... 

“This fire occurred...at about 10:15 p.m., and a 
total loss of the entire plant could have been possible, 
had it not been for the sprinkler system together with 
the A.D.T. Service. Instead, the sprinkler extin- 
guished the best part of the blaze, and your prompt 
signal to the fire department prevented a great loss. 

“We ourselves were not very much interested in 
A.D.T. Service. It was recommended to us and 
that is why we finally had it installed. 

“As a result of our experience we now feel that 
any concern that operates a plant they value to any 
extent whatsoever, and is short-sighted enough to 


overlook the importance of A.D.T. Service, is indeed 


the story of A.D.T. efficiency 


unfortunate and may some day learn after it is 


too late? ere 
Baltimore Paint & Color Works, Inc. 


Baltimore, Md. 
* XK « 


Naturally, we are grateful to the Baltimore Paint & 
Color Works for taking the trouble to write us the 
above letter of appreciation. However, the reason we 
quote it here is not because it is at all exceptional. On 
the contrary, it is typical of literally thousands of letters 
in our files from subscribers who have been saved from 
serious loss through the efficiency of A.D.T. Protection 
Services. 

If any of your clients still rely on unsupervised sprin- 
kler protection, we shall be glad to cooperate with you 
in preparing protection recommendations to meet the 
increased hazards that exist today, through the increase 
in industrial activity, as well as the ever-present threat 
of sabotage in any plant directly or indirectly aiding 
our national defense program. 


A.D.T. SPRINKLER SUPERVISORY AND WATERFLOW ALARM SERVICE 


one-letter out of thousands.. 
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Conditions Permitting Abandonment 
Of Yacht Defined in Federal Case 


laid 
up out of commission at a shipyard at 
New London, 500 
feet away from her moorings by the big 


On September 21, 1938, a yacht 


Conn., was carried 


hurricane, grounding on hulks of sunken 
barges and the river bottom, and was so 
damaged that the owner notified his in- 
surance company seven days later that 
he elected to abandon her and claimed 
the full amount due under two policies. 
The insurance company salvaged the 
vacht November 17 and returned her to 
her berth at the pier. 

In an action on the two marine policies 
the Federal District Court for Southern 
New York held, Jeffcott v. Aetna, 40 
F. Supp. 404, that in computing the 
damages suffered by the yacht the sal- 
vage was an item, and since only salvage 
and the yacht’s restoration to the dock 
had been completed, the court was rele- 
gated to expert testimony as a basis for 
determination of cost of repairs. The 
court deducted from the paid salvage 
bill all the items claimed by the insur- 
ance company to be properly allocable 
to sue and labor, and found the cost of 
salvage to be $16,447. 


Cost of Repairs Over Half of Policy 


\ charge was also allowed for the 
usual owner's supervision of repairs on 
the yacht in ascertaining the existence 
or not of a constructive total loss. The 
evidence before the court was held to 
show that the cost of salvage and repairs 
greatly exceeded half of the policy valu- 
ation of the vacht so that the libelant 
was entitled to recover as for a total 
loss. 

Examining the evidence, the court held 
that it showed that the yacht was in 
present peril of actual total loss when 
the insured tendered abandonment of it, 
so as to entitle the insured to recover 
as for constructive total loss on the 
theory of high probability of total loss as 
set forth by the court in its opinion. 

One of the policies involved was a 
disbursement policy in the sum of $80,- 
000. Such policies, the court said, have 
long been sustained. “It may be that 
in some instances these policies more 
nearly approach the character of gambl- 
ing contracts than other insurance poli- 
We think the vessel insured here 


xo of 


is a peculiarly fit subject to be insured 
under a disbursement policy and under 
its literal construction liability for the 
full amount falls upon the respondent.” 

The policy provided that loss or dam- 
age that resulted from want of due 
diligence by the owner of the vessel or 
by the manager should not be covered. 
Reviewing the evidenc the court held: 
“The efficient proximate cause of the 
damage was the hurricane and nothing 
else and we find no lack of diligence 
at all in the owner of this vessel that 
could be held even remotely to have 
contributed to the damage.” 

Judgment was therefore allowed for 
the face amount of both policies with 
interest from the date of filing the claim. 


When Abandonment Is Allowed 


Discussing the prior cases on the ques- 
tion as to whether imminent peril and 
loss exceeding 50% of the value must 
both be present, the court came to the 
conclusion that “the two conditions are 
distinct and different; that either one 
excludes the other and we hold that the 
existence of either is a proper condition 
for abandonment.” 

The court stated the law of insurance 
against marine perils, as established by 
Judge Story in Peele v. Merchants’ Ins. 
Co., 19 Fed. Cas. 98, No. 905, to be: 
“The insured, when the vessed is not 
actually destroyed as a vessel, is entitled 
to payment as for a total loss in either 
of two events: (1) that the vessel is in 
imminent peril of an actual total loss; 
(2) that the cost of repairs of the 
actual damage sustained exceeded 50% 


of the insured value.” 
The court also considered that the 
Massachusetts law, which respondent 


asked be applied to the case, is not dif- 
ferent from the admiralty law. “But even 
if the Massachusetts cases were thought 
to establish a different theory of lia- 
bility,” the court continued, after dis- 
cussing the Massachusetts decisions, “we 
would not feel bound by any of them. 
The Admiralty Court has jurisdiction of 
an action on a marine insurance policy 
... The law we have shown has been 
formulated by the admiralty court and 
actually enforced. This law is indepen- 
dent of state law whether it be statutory 
or set up by judicial decision.” 





GORDON IS SUPERINTENDENT 
E. D. Lawson, Fireman’s Fund, Chicago, 
Announces New Manager of Auto 
Department 

E. D. Lawson, Western department 
manager for the Fireman’s Fund, has 
announced the appointment of Russell 
L. Gordon as superintendent of the auto- 
mobile department. He was recently 
released from Army service. 

He succeeds Arthur O. Anderson, who 
since his appointment some months ago 
as general agent has retained his con- 
nections with that department in a su- 
pervisory capacity. Mr. Gordon is a 
graduate of Washington and Lee Uni- 
versity, and became associated with the 
Fireman’s Fund in 1937. 


ATLANTIC MUT. ANNIVERSARY 

The Atlantic Mutual Insurance Co., 
in commemoration of its centennial on 
April 11, 1942, is having printed in book 
form for distribution a factual story of 
the Mary Celeste, the outstanding ma- 
rine mystery of the Nineteenth Cen- 
tury. 





U. S. Marine Fund Ready 
For Neutrality Act Change 


Because it is expected that the neu- 
trality act will be amended to permit 
United States flag vessels to enter the 
war zone surrounding the British Isles 
Admiral E. S. Land, chairman of the 
Maritime Commission, is quoted as say- 
ing that the commission will use 
the $40,000,000 fund authorized by Con- 
gress last year for insuring or reinsur- 
ing vessels and cargoes against war 
risks. Chairman Land hopes insurance 
will continue to be carried generally by 
the private insurance companies but the 
commission is prepared to share in the 
insurance or reinsurance if the facilities 
of the private markets become_ over- 
taxed. It is believed that rates charged 
by the Government fund on _ aid-to- 
Britain shipments would be lower than 
those the regular insurance companies 
could afford to offer. With U. S. vessels 
transferred from present assignments to 
carrying goods to Britain hull under- 
writers probably would lose some of the 
business they now have on these ships. 


soon 
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Auto Dealer, as Mortgagee, Loses 
Suit Under “Loss Payable Clause’ 


Action was brought to recover from 
a defendant insurance company the un- 
paid balance of the plaintiff’s mortgage 
lien on an insured automobile, less the 
value of the automobile after a colli- 
sion. The action was based on a colli- 
sion policy issued by the defendant. 

The policy contained a simple “loss- 
payable” or “open” mortgage clause 
which read: “Subject to all the provi- 
sions, exclusions, conditions and war- 
ranties contained in this policy, loss, if 
any, payable as interest may appear, 
to insured and the Elinore Motor Co., 
mortgagee”; also a provision reading: 
“This policy shall be void in the event 
of violation by the insured of any agree- 
ment, condition or warranty contained 
herein,” and a provision that: “No suit 
or action on this policy or for the re- 
covery of any claim hereunder, shall be 
sustainable in any court of law or equity 
unless the insured shall have complied 
therewith.” 

It also contained a subrogation clause, 
reading: “This company may require 
from the insured an assignment of all 
right of recovery against any party for 
the loss or damage to the extent that 
payment thereof is made by this com- 
pany.” 


Car Wrecked in Collision 


The action was tried on an agreed 
statement of facts. The plaintiff sold 
the automobile to one Flowers for $627 
on a down payment of $150, leaving a 
balance due of $477. The insurance 
policy was issued to the mortgagor the 
same day. Three days later the car 
was involved in a collision and prac- 
tically demolished. After the collision 
its reasonable value was $50, and the 
plaintiff mortgagee suffered a loss of 
$427. Next day plaintiff notified the 
insurance company of the collision and 
of its damage in $427. Flowers claimed 
to have a cause of action against the 
owner of the other car in the collision 
for negligence which was the proximate 
cause of the collision. 

The latter carried liability insurance 
and, four days after the collision, Flow- 
ers, for $100 paid to him by such other 
owner and her insurance carrier, gave 
them a full and complete release from 
all liability of every kind resulting from 
the collision. Plaintiff at no time con- 
sented to the acceptance by Flowers of 
such payment or to the execution and 
delivery of the release and it received 
no portion of such payment. The in- 
surance company denied all liability to 
plaintiff. 


Insurer Claims Mortgagee’s Rights 
Forfeited 


The insurance company’s position was 
that the rights of the mortgagee, under 
this particular policy, depended upon the 
rights of the mortgagor. It contended 
the mortgagor forfeited his rights when 
he violated and voided the policy by 
settling with the wrongdoer; and that, 
the policy being void, the mortgagee 
could not recover on it—that the mort- 
gagee was simply an appointee of the 
insurance fund. 

The plaintiff conceded this to be the 
general rule, but contended an exception 
thereto has been recognized where the 
acts of the mortgagor, which constitute 
a forfeiture of his rights, are commit- 
ted after the loss has occurred. In other 
words, it contended its rights as a mort- 
gagee vested under the simple “loss- 
payable” clause when the loss occurred, 
at which time the policy was in full 
force and effect, and that thereafter it 
could not be divested of its rights by 
the acts of the mortgagor. ‘ 

Affirming a judgment for the defend- 
ant, the Kansas Supreme Court, Elinore 
v. Royal Insurance Co., Ltd., 114 P. 2d 
786, said the precise question as to the 
exception to the general rule, contended 





for by plaintiff, does not appear to have 
been expressly ruled by prior Kansas 
decisions. But the effect of a contract 
containing the same or similar Provi- 
sions as this policy has been definitely 
determined by the Kansas Supreme 
Court. It stated the effect of the Prior 
Kansas decisions to be as follows: 


Effect of “Loss Payable Clause” 


“If the fact that both the owner of 
the automobile and the mortgagee were 
named in the policy made the mort. 
gagee a party to the contract, then the 
mortgagee is of course bound by the 
terms of the policy. The rights of the 
mortgagee depended upon the rights of 
the mortgagor. The mortgagee was 
bound by the provisions of the contract 
which bound the mortgagor. The for- 
feiture provision in the policy is applic. 
able to the mortgagee and whatever for- 
feits as to the owner forfeits as to the 
mortgagee. The forfeiture of the terms 
of the contract by the mortgagor pre- 
cludes recovery by the mortgagee. The 
mortgagee had no right independent of 
the mortgagor under the simple ‘loss- 
pavable’ or ‘open’ clause. 

“The instant contract specifically made 
the rights of the mortgagee subject to 
or collateral to the rights of the mort- 
gagor and did not create any independ- 
ent rights in the mortgagee.” 

Although the mortgagee’s rights vest- 
ed at the time of the loss, these, the 
court said, were not independent rights, 
but collateral with those of the mort- 
gagor, which the mortgagor, under the 
contract, could forfeit and did forfeit, 
The court said that, the policy having 
no “standard” or “union” provision or 
rider, the court could not substitute the 
standard or union rider for the simple 
“loss - payable” or “open” clause and 
thereby create a different contract for 
the parties. 

Under the circumstances of the case 
the court would not say that the in- 
surer was precluded from its subroga- 
tion rights merely because it did not 
obtain an assignment from its insured 
within four days. And to say that the 
insurer was liable to the mortgagee be- 
cause the mortgagor forfeited the pol- 
icy after the loss occurred would render 
the subrogation clause and other perti- 
nent clauses meaningless in this case. 

“Where the insurer and insured agree 
together without the mortgagee’s knowl 
edge and consent to settle a loss and 
thereby deprive the mortgagee of his 
right to collect, as his interest may ap- 
pear,” the court added,-“an entirely dif- 
ferent situation is presented.” 

Two judges dissented, without opinion. 


TIME CLAUSES REVISED 





London Institute Changes Differentiate 

Between Vessels With and Without 

Cargo on Board 

The London Institute time clauses set- 
ting out the provisions for insuring ships 
under marine policies while laid up 
port have been revised so as to differ- 
entiate between vessels with and without 
cargo on board. 

The revised wording gives effect to 4 
decision of the Joint Hull Committee last 
June that, as from July 1, the relatively 
small premium retained by underwriters 
for covering port risks should be 1 
creased by one shilling six pense pet 
£100 for each thirty consecutive days that 
a boat is laid up in the United Kingdom 
or elsewhere with cargo on board. 1he 
extra premium is intended to measute 
the enhanced risk of fire and other cas 
ualties due to the presence of cargo. , 

The new and revised clause, like 1 
predecessor, distinguishes between ve> 
sels under repair and not under repalt 
It would seem that in these busy times 
for shipping any vessels which are thitly 
consecutive days in port are either under 
repair or are awaiting their turn 10 
repair. 
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$455,970 Claim Against 
Nat’l Surety Co. Settled 


FILED BY CITY OF DETROIT 








Attorney James A. Beha Handled Entire 
Proceedings for Detroit; N. LY. In- 
surance Superintendent in Picture 





Louis H. Pink, New York Superintendent 
of Insurance, has just settled one of the 
largest claims filed National 
Surety Co. in Liquidation, that of the 
City of Detroit. Principal and interest 
involved in this claim amounted to $455,- 
970,80 which is believed to be the largest 
single insurance or depositary bond 
daim allowed against the 
company as well as largest single insur- 


against 


liquidating 


ance or depositary bond claim allowed 
against any of the insurance companies 
liquidated or being liquidated by the 
New York Department. The total of 
$155,970.80 is in favor of the City of 
Detroit which has already authorized 
acceptance, and Superintendent Pink is 
presently paying 53% of that amount to 
this city with another payment of about 
8% anticipated. 

Entire proceedings in this matter on 
behalf of Detroit have been handled 
since August, 1939, by James A. Beha, 
insurance attorney of New York City 
and former Superintendent of Insurance 
for New York State. Throughout any 
consideration of this case, it must be 
borne in mind that National Surety Co. 
in Liquidation should not be confused 
with National Surety Corp, of New York, 
which is a highly solvent and successful 
carrier, 


Facts in the Case 


_ It was in May, 1932, that Union Guard- 
ion Trust Co. of Michigan secured six 
depositary bonds running to the City 
of Detroit as follows: National Surety 
Co. $500,000; American Surety Co., 
$200,000; Fidelity & Casualty, $200,000; 
St. Paul Mercury-Indemnity, $100,000: 


Central West Casualty, $300,000; and 
Guardian Detroit Union Group, Inc., 
$3,000,000. In March, 1933, a receiver 


Was appointed for the trust 
who is still in charge. 
At the time of this receivership, the 
City of Detroit had on deposit with the 
Union Guardian Trust Co., the sum of 
$3,650,138.71 and, just prior to the failure, 
called on the sureties for payment under 
their bonds. But none of them made 
Payment at once. National Surety Co. 
Went into liquidation on June 1, 1934. 
Central West Casualty and Guardian 
Detroit Union Group, Inc. went into 
liquidation about the same time. 
The City of Detroit filed proof of 
claim with the New York Insurance 
Superintendent as liquidator for National 
Surety Co. in the full amount of the 
company’s $500,000 bond. Ultimately, the 
liquidator offered to allow the claim at 
$169,673.89, Under order of the New 
any Supreme Court, dated March 30, 
¥, the claim was turned over to 
Referee Edmond B. Butler who heard 
7 took evidence on the issues involved. 
; cteaiter, the case was tried before 
me reteree and on June 25, 1941, he 
mi od report, allowing the claim of 
cathe y of Detroit against National 
mrety Co. in Liquidation at $424,434.73. 
re a recommended that the divi- 
Co om uch the Union Guardian Trust 
"eS Pay, estimated at 60% or over, 


company, 





urn for 








ae be applied on account of the pay- 
pen of this claim. Accordingly the 


JOHN O’HEA MANAGER 





Promoted to Head Newark, N. J. Office 
of National Surety; Harry Mey- 
borg Assistant Manager 
John O’Hea is the newly appointed 
manager of National Surety’s branch 
office in Newark, N. J., succeeding the 
late Howard Hodge, and Harry Meyborg 

is assistant manager. 

Mr. O’Hea was educated at Rutherford 
High School and has lived most of his 
life in Jersey. He joined the National 
in New York City in 1928, and was 
transferred to Newark as assistant man- 
ager in 1933. 

Mr. Meyborg, long associated with the 
Newark branch office in the handling 
of burglary and commercial lines, like 
Mr. O’Hea, is well known in Jersey. 





maximum amount which the National 
Surety Co. in Liquidation would have 
paid would be $169,673.89. 


Not a Secured Claimant 


Subsequently, a motion was made in 
New York Supreme Court to modify 
the report and the order entered on the 
motion confirmed the referee that the 
City of Detroit was not a secured claim- 
ant within the meaning of former sec- 
tion 424, subdivision 5 of the New York 
Insurance Law. So the claim was again 
fixed at $424,434.73, with appropriate in- 
terest thereon, and referee directed that 
all dividends of the National Surety Co. 
in Liquidation be paid on account of 

(Continued on Page 42) 


ACTUARIAL PROGRAM 


Casualty Society Members to Discuss 
Effects of Defense Program at Annual 
Meet November 14; Other Topics 
Two topics of keen current interest 
are up for informal discussion at the 
forthcoming annual meeting of the Cas- 
ualty Actuarial Society Friday, Novem- 
ber 14, at Hotel Biltmore, New York. 
They are (1) Apparent Effect of the 
Current Defense Effort on the Premium 
Volume and the Underwriting Results 
for the Various Lines of Casualty In- 
surance, and (2) Problems Resulting 
from the New York Motor Vehicle Safe- 
ty Responsibility Act, and Possible Solu- 
tions. These will be discussed in the 
afternoon and all members are invited 

to participate. 

In the morning will be given report 
of Secretary-Treasurer Richard Fondil- 
ler, election of officers and three mem- 
bers of the council. Presentation of 
new formal papers include: 

An Analysis of Pre-payment Discounts 
by Robert J. Myers; State Regulation 
of Insurance Rates by C. W. Hobbs, 
insurance commissioners’ representative, 
National Council on Compensation In- 
surance: and Exhibits and Schedules of 
the Casualty Annual Statement Blank 
by T. F. Tarbell, Travelers. 





Caminetti Sets Up Central 
Bail Bond Clearing House 


The climax of the initial phase of In- 
surance Commissioner A. Caminetti’s 
campaign to clean up the bail bond busi- 
ness in California is the setting up of a 
central clearing agency at Los Angeles, 
with 24-hour service. It will be in charge 
of a committee composed of a repre- 
sentative of the police department, the 
sheriff’s office, state bar of California 
and the insurance department. It will 
be under direct supervision of a repre- 
sentative of the insurance department. 





driving privileges. 


lines placed through our office. 





The Answer to the Problem 


The Motor Vehicle Financial Responsibility Act, effective Janu- 
ary |, 1942, is New York State's answer to the problem of the 
financially irresponsible automobile owner or operator. After that 
date, those failing to meet accident obligations, will forfeit their 


Why not sell... 


the PAY-AS-YOU-RIDE idea? 


by using 
THE DEL MAR FINANCE PLAN 


How? 


By placing your automobile business with our office and 
deducting your FULL COMMISSION from the first payment. 


The DEL MAR PLAN applies to automobile and all other 
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Edward I. White, President 
INSURANCE UNDERWRITERS 


41 East 42nd St., New York 


Midtown’s Leading Agency 


Murray Hill 2-6611 














Sawyer Senses Trend to 
Gradation of Expenses 


SPEAKS TO ILLINOIS AGENTS 


Says Stock Company Agents Supported 
Position of Mutual Companies in 
Opposing Principle 


E. W. Sawyer, attorney, National 
Bureau of Casualty & Surety Under- 
writers, declared that agents of stock 
companies had helped direct writing 
companies defeat the first attempt to 
introduce graded commissions, in his 
speech before the Illinois Association of 
Insurance Agents at Peoria, November 6. 

He spoke on the subject, If I Were an 
Agent, and said that he would have no 
difficulty in reaching the conclusion that 
the most dangerous threat to the agency 
system is the success of direct writing 
carriers. “It would not be difficult for 
me to conclude,” he said, “that agency 
companies cannot supinely permit their 
business to disappear through inroads 
of direct-writing companies, and that 
they must and will find a means of 
meeting such competition even if it re- 
quires the abandonment of the agency 
system and adoption of d‘rect-writing 
methods.” 

Mr. Sawyer emphasized that if he 
were an agent he would recognize that 
there is nothing in the competition of 
direct-writing mutual companies which 
would not be present in competition of 
a direct-writing participating stock com- 
pany or in competition with a direct- 
writing non-participating stock company 
which used savings in acquisition ex- 
pense to reduce premiums. 


Two Methods of Merchandising 


Insurance 


“Fundamentally,” he said, “the con- 
troversy is not one between stock and 
mutual insurance but one between two 
methods of merchandising insurance. 
The sooner that fact is recognized the 
sooner we will stop rising to the mutual 
bait, and the sooner mutual insurance 
will be compelled to do its own adver- 
tising. And of more importance, the 
sooner we cease atttributing the success 
of direct-writing carriers to some 
mystic power inherent in mutual insur- 
ance, the sooner we will squarely face 
and effectively attack the real issue 
which, simply stated, is agency system 
versus direct-writing. 

“To help focus attention upon the true 
issue I would, if I were an agent, refer 
to all direct-writing carriers, whether 
stock, mutual or reciprocal, as ‘direct- 
writing carriers’; and to avoid advertis- 
ing mutual insurance, as we do by at- 
tacking it, I would drop the word 
‘mutual’ from my selling vocabulary.” 


Favors Graded Commissions 


Mr. Sawyer then declared that if he 
were an agent he would favor a plan of 
graded commissions designed to produce, 
whatever the size of risk, a commission 
commensurate with the value of services 
required by that risk. 

“The factors in rates for expenses of 
administration and audit are flat per- 
centages irrespective of sizé of pre- 
mium,” he said. “If agents accept a 
plan of graduated commissions, com- 
panies should accept a graduation of 
these expenses. It can be demonstrated 
that the cost of administration and audit 
does not increase in the ratio of increase 
in size of premium. If I were an agent, 
I would insist that these expenses be 
graduated downward as the size of the 
premium increases, and that the savings 
be used to reduce the cost of insurance.” 

The greatest benefit to agents, he con- 
tinued, would result only if gradation of 
expense factors were made part of a 
sound retrospective rating plan. “There- 
fore,” he said, “if I were an agent my 
voal would be sound retrospective rating 


plans incorporating the principle ot 
graded acquisition, administration and 
audit expense. Equipped with such a 


rating plan and a knowledge of his busi- 
(Continued on Page 46) 
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Gordon Talks on Effect 
Of War on Agency Force 


BEFORE CINCINNATI CONGRESS 





Says Selective Service Eliminates Poten- 
tial Agency Material; Problem 
of Management 





The effect of the war on agency build- 
ing was analyzed by Harold R. Gor- 
don, executive secretary; Health & Ac- 
cident Underwriters Conference, at the 
sales congress of the Ohio and Cincin- 
nati Accident & Health Associations, at 
Cincinnati, October 31. 

With thousands of young men being 
taken from civilian life under selective 
service, he said, agency ranks are de- 
prived of many young men in their 
twenties. But more important yet is the 
fact that many young men of these ages 
are being taken from colleges and uni- 
versities before the completion of their 
courses, “depriving us of potential agen- 
cy material of a high character. 


Proud to Accept 


“This is a handicap which all of us 
in the insurance business are proud to 
accept as our part in the national de- 
fense program. The cold facts, however, 
are that if during the course of the next 
five years two to four million young 
men in their twenties are eliminated as 
potential agency material, it will neces- 
sitate an adjustment of the agency 
building program of every agency su- 
pervisor or general agent. It will be the 
responsibility of agency management to 
provide ways and means of supplanting 
the loss of this agency material.” 

Mr. Gordon emphasized that the most 


significant effect of the war upon agency 
development is the rising cost of living 
and the upward trend of wages in war 
industries and other businesses. Com- 
missions paid to agents, he said, are dif- 
ficult, if not impossible to adjust to an 
inflationary trend. 

“The cost of our ‘raw’ material, which 
are the claims we pay,” he explained, 
“do not increase in an era of high prices 
—in fact, they are apt to be slightly 
lower. This means that we cannot jus- 
tify an increase in the gross selling price 
of our product, and in turn an increase 
in the remuneration paid to the agent 
per premium dollar is impossible. Unless 
wage ceilings are established in other 
industries and unless the inflationary 
tendency is checked, the problem of pro- 
viding adequate income to insurance 
salesmen will be a very perplexing one.” 


Must Make Effort 


Maintaining that agency management 
must make aggressive effort to meet the 
situation, Mr. Gordon continued: 

“First, it is desirable, of course, to 
attempt to offset the drift of personnel 
from insurance to temporary positions 
in other industries. A logical appeal is 
to emphasize the transient nature of 
the present economic situation that pro- 
vides abnormal wage levels in industries 
which are swollen with the demands of 
industrial war production. It is obvious 
that it is shortsighted for a person to 
sacrifice a reasonably assured future to 
take a temporary job at higher wages. 
Many agents will realize the opportun- 
ity of long-time, permanent employment 
in a stable business such as ours and will 
not succumb to the temptations of short- 
lived employment, even at a higher rate 
of income. 

“Secondly, the demands of raw mate- 
rial for war production have caused 








Agency Building Keynote 

Mr. Gordon concluded with the fol- 
lowing “keynote of agency building”: 

“The war has established conditions 
which challenge the resourcefulness and 
ability of every accident and health 
agency executive. If that challenge is to 
be met and we are to go forward to 
greater accomplishments that haye re- 
flected the progress of the accident and 
health business in the past ten years, it 
will be done by the better training and 
retraining of our accident and health 
producers, thus rendering a finer public 
service through better salesmanship and 
a better knowledge of our insurance.” 
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shortages in many lines of ordinary or 
normal business, with the consequent 
curtailment of employment in those 
businesses. While this situation, like- 
wise is temporary, yet many men al- 
ready possessing a training in salesman- 
ship are seriously considering the more 
permanent aspect of insurance selling. 
The restrictions recently imposed upon 
installment buying in certain lines of 
business such as refrigerators, automo- 
biles, and other commodities, may offer 
some opportunity for the accident and 
health agency supervisor to look to the 
sales personnel of those industries for 
a source of agency material. We can 
be thankful that there are no shortages 
of raw material in insurance, and that 
we have the ability to market accident 
and health policies without the obstacles 
of shortages, priorities, etc. Good sell- 
ing timber may be available to 
strengthen our selling ranks from other 
fields of business.” 
Handicap of Licensing 

Mr. Gordon paid his respects to “the 
handicap of licensing new men caused 
by qualification laws in some states.” He 
said that no one could disagree with 
the necessity to determine a man’s qual- 
ifications before he is granted a license. 

“However,” he said, “in fixing a meas- 

(Continued on Page 46) 


NEW OFFICES OPENED 





Bither Agency for the Mutual B 
H. & A. and United Benefit Li” 

in Modern Set-up P 

The Bither Agency, Providence R 
representing the Mutual Benefit He 
& Accident Association and the Unig 
Benefit Life, recently opened ney , 
fices in the New Industrial Trust Built 
ing, that city. There are seven Driv 
offices for managers and claim audi 
an agents’ office, reception and ¢ler 
offices. "y 
Present at the official dedication yy, 
Henri N. Morin, Rhode Island Inge 
ance Commissioner; W. E. E sewn 
vice-president of the two companis. 
State Senator William B. Sweeney: fy 
ward W. Ball, New England mang 
Hooper-Holmes Bureau, and local mp, 
ager; Edward Doyle; Dr. Vincen: | 
Mattera, medical examiner and ahd 
fifty agents and brokers. ' 
Commissioner Morin  complimeny) 
the agency on its new set-up; also spy 
of the national development of the \| 
tual Benefit and the United Benefit, 


Va. Optometrists To Be 
Covered by Group A. & 1 


The Virginia Optometric Association: 
annual session last week in  Richme: 
agreed to have its membership cover 
with a Group A. policy in th 
Metropolitan Casualty. At least half 
membership must take the insurance | 
make the plan effective, it was explain 

The Metropolitan will do the solicitin 
The association has a membership of | 
optometrists. 


TO HEAR F. M. WALTERS 
Fred M. Walters, co-superintendent 
A. & H. lines in the General Accider! 
will speak November 13 at a meetin 
of the Boston Accident & Health Asw 
ciation. 
tions. Mr. Walters is chairman of pub 
lic relations in the National Associate 
of A. & H. Underwriters. 






His subject will be public rsh 











Life, Accident and Health Insurance 


PEARL ANNIVERSARY YEAR 


November 6, 1911 


November 6, 1941 


‘WASHINGTON NATIONAL INSURANCE COMPANY 
CHICAGO 


Executive Offices: Evanston, Illinois 


H. R. KENDALL, Chairman 


J. F. RAMEY, Executive Vice President and Secretary 


G. R. KENDALL, President 
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we 
PENED 


Autual Beng 
enefit Life 


Cincinnati Sales Congress for 


ew TA H. Men of Ohio Draws Crowd 


vidence, Rj 
Senefit Heys 
nd the Unis 
ened new 
| Trust By: 
seven iy 
Claim audi, 
1 and clerig 


ication yey The one-day sales congress in Cin- 


Tsland Ingeff cinnati last Friday, jointly sponsored by 
. Edgewors the Cincinnati Accident & Health Asso- 
Sweennnl cation and the Ohio Accident & Health 
and manage, Association, clicked from start to finish. 
1d local ma:ff Several hundred salesmen from Ohio and 

Vincent IB Indiana attended and were stimulated by 
T antd ay | balanced program of sales sug- 


a wel 


compliment gestions and stimulation. J. A. Eggers, 


D; also spoil [nter-Ocean Casualty, who is president 
t of the Mh of the Cincinnati association, was gen- 
1 Benefit, 


eral chairman and presiding officer, and 
among the distinguished guests were 
Mayor James Garfield Stewart of Cin- 


0 Be 
A. & Ht 


cinnati, who gave the city’s official greet- 
ings at the banquet, and John A. Lloyd, 


i Ohio Superintendent of Insurance, who 
rship coven told of the forward strides being taken 
olicy in wy by health and accident insurance every- 
least half jg Where. Superintendent Lloyd was the 
insurance of Closing speaker at the banquet. 

vas explain Inspired by Dr. R. V. Harris 

the Soliciti Inspirational highspot of the congress 
ership of lif came with the talk by Dr. R. V. Harris 


of Savannah, Ga., sightless physician who 
was blinded in 1927 and lost his pros- 


LTERS perous practice as the result. “But to- 
‘intendent(f day I have no worries,” he said, “be- 
ral Acide’ cause an insurance man who will be my 
t a meetit® best friend as long as I live, had sold 
Tealth Ass t 


me adequate accident insurance.” Dr. 
Harris, who tells his story with dramatic 
emphasis, explained that his accident 
came when he tried to remove a speck 
of dust from his eye, with the aid of 
a mirror, and accidentally knocked a 
bottle of corrosive from a shelf in his 
office. The fluid splashed into his eyes; 
blindness was the result. 

“No one can describe the depth of 
despondency into which I was plunged, 
until in a flash, I remembered my insur- 
ance. Today, at the age of 62, if there 
Is any message I can give you, outside 
of my own story, it is that you must 
appeal to the emotions before you can 
sell A. & H. policies.” 

Since his accident Dr. Harris has de- 
voted his life to state grants for the 
blind and helpless. He has also carried 
on successful campaigns in many states 
for Social Security legislation. 

New Officers of Ohio Association 

Preceding the congress the Ohio as- 
sociation elected the following officers: 
Clifford L. Gurney, Mutual Benefit, Cin- 
Cinnati, president; C. F. Harroll, Inter- 
Ocean, Dayton, first vice-president; E. 
W. Welton, Business Men’s Assurance, 
Columbus, second vice-president; W. B. 
Cornett, Loyal Protective, Columbus, ex- 
ecutive secretary. Executive committee: 
5 A. Sholl, Globe Casualty, Columbus; 
N. R. Dignan, W. E. Lord Co., Cincin- 
nati, and Homer Bisch, National Casu- 
ay, Toledo. R. B. Coffman, Pacific 
futual, Cleveland, retiring president, 


om elected executive committee chair- 
n, 


public rely 
man of pu 
Associatis 





R. B. Coffman First on Program 


Setting the stage for the congress, R. 
- Coffman as president of the Ohio as- 
sociation was the first speaker. He of- 
fered suggestions for doubling A. & H. 


production, declaring that “we are now 
. the crossroads where we must sell 
- & H. for specific needs. The old 


deg ine (benefits to a prospect 
Deced ey coverase hie already has) has 
. We must give specific reasons 
F buying.” Substantiating his point, 
ep ouman gave four such reasons—all 
Sd money. “Money speaks when an 
ane or sickness occurs,” he stressed. 
ter citing the progress of the Ohio 












if Dramatic Highspot Is Talk by Blind Dr. R. V. Harris; 
Nationally Known Speakers Include Dalrymple, Green 
Gordon; J. A. Eggers Presided 


association and listing its objects and 
purposes, Mr. Coffman read the report of 
his legislative committee of which W. B. 
Cornett is chairman., It showed that Mr. 
Cornett and his committeemen were 
vigilantly on the job in keeping up with 
legislative moves. Most important bill 
was that introduced by the Ohio Medical 
Association for forming non-pro%t hos- 
pital organizations in the state Mr. 
Cornett said “we decided it would be 
unwise to oppose the bill, so we endorsed 
it in principle and then suggested amend- 
ments to make it more desirable to the 
public. Nine out of eleven amendments 
went through. 


Dalrymple on Nat’l Ass’ns Vital Role 


The next speaker, Clyde E. Dalrymple, 
Preferred Accident in Milwaukee, 
sounded the keynote of the National A. 
& H. Association of which he is presi- 
dent as being an “all out” effort to im- 
press people with the everlasting value 
of accident and sickness protection. He 
declared: “We must be prepared, not 
only to supply the customers’ needs but 
to anticipate them, and we shall receive 
their patronage only so long as we merit 
it.” Mr. Dalrymple, heading up an am- 
bitious program this year to increase the 
prestige and value of the National Asso- 
ciation, felt that it is playing a vital 
role in the conduct of the A. & H. busi- 
ness. He stressed that its wealth is not 
so much the actual “money in the bank” 
but the character of its members, their 
skill and their untiring desire to help 
the growth of the A. & H. business. 

Taking his audience behind the scenes 
he told them what the officers, commit- 
tee chairmen and their associates in the 
National Association are doing for “you 
men on the firing line” and it made an 
impressive story of activity. Specifically 
he mentioned First Vice-President G. L. 
Dyer, Jr., who has general supervision 
of all committees’ activities and who will 
soon announce a new feature; Homer 





Review of address by Harold R. Gor- 
don, Health & Accident Conference sec- 
retary, one of the best at the congress, 
appears on Page 40. 





3isch, second vice-president; W. B. 
Cornett, past president and membership 
chairman; Mansur B. Oakes, educational 
chairman; C. Norman Green, A. & H. 
Week chairman, and Glenn Packwood, 
chairman of the new regional directors’ 
committee from which President Dal- 
rymple expects “big things” this year. 
Vice-chairmen of this committee are 
H. O. Fishbach, Pacific Coast, Armand 
Sommer, Central states, and Robert W. 
Pope, Eastern states. In turn the speaker 
mentioned Joseph Garneau, speakers’ 
committee chairman, and Fred M. Wal- 
ters, public relations chairman. 


Norman Green on Risk Selection 


Good Selection ...A sales Asset was 
the title of C. Norman Green’s address, 
which followed Mr. Dalrymple, and he 
made some telling points in developing 
his theme. He pointed out that selection 
of A. & H. risks is a constant problem 
and the effect of the manner in which 
it is handled extends into every depart- 
ment of the company home office. Too 
often it results in claims which, if not 
correctly handled, create a bad impres- 
sion on the insuring public. Mr. Green 
felt that too often risk selection is re- 
garded as a home office function “with 
a swivel-chair underwriter doing the 
functioning’—a sales deterrent and 
therefore a sales liability—whereas risk 








CLYDE E. DALRYMPLE 


President, National Association 


of A. & H. Underwriters 
selection should be serving on a long- 
range basis “as an asset to sales.” 

In the speaker’s opinion the sales- 
man is the original risk-selector as he 
is the one who establishes the first con- 
tact with the prospect. The home office 
underwriter has to make his selection of 
risks from risks selected by the agent, 
and the ratio of rejections and policies 
to applications submitted by the agent 
is predetermined, said Mr. Green, to a 
large extent by the agent’s risk selection. 

Before closing Mr. Green suggested 
that the agent might do well to regard 
his selection of a prospect and his intro- 
duction of the subject of A. & H. insur- 
ance as an act of friendship toward his 
prospect. On this point he said: 

“Yours is a great responsibility. When you 
submit his application to the home office, you 
are in effect introducing to your company a 
friend of yours, one in whom you have confi- 
dence, one whose interests you have committed 
yourself to protect, one in whom your interest 
should not end with the receipt of your com- 
mission money. Have you satisfied yourself that 
this friend whom you are introducing to the 
home office underwriter is one for whom you 


have no apology to make?” 


Sales Panel and Banquet 


A panel sales presentation was made 
by the Columbus, O. Association, with 
these participants: C. A. Sholl, Globe 
Casualty, chairman; Charles Pugh, Loyal 
Protective; S. Glenn Moyer, North 
American; A. L. Braser, Monarch Life; 
W. B. Cornett, Loyal Protective; E. W. 
Welton, Business Men’s Assurance. 

At the hospitality banquet concluding 
the meeting, C. L. Gurney, Mutual Bene- 
fit, president-elect of the Cincinnati 
association, was toastmaster. The ban- 
quet, held while thousands in the hotel 
were celebrating Hallowe’en, reflected 
the spirit of the holiday. At each end 
and in the center of the speakers’ table 
were large pumpkins lighted from within 
and guarded by black cats. 

The Cincinnati committee on arrange- 
ments comprised: J. A. Eggers, E. Y. 
Lininger and W. R. Dignan, W. E. Lord 
& Co.; Max Abrams, Occidental Life; 
William Case, Washington National; 
Ben Stoner, Connecticut General; C. L. 
Gurney, Mutual Benefit; Joe Maloney, 
National Underwriter; William Dowd, 
Retail Credit; Bob Berry, Earls-Blain 
Co.; J. W. Scherr, Jr., Inter-Ocean. 





DECLARES DIVIDEND NO. 236 

Standard Accident of Detroit has de- 
clared quarterly dividend No. 236 of 
62% cents per share payable December 
5, 1941, to common stockholders of rec- 
ord as of November 24, 1941. The com- 
pany’s operations for the first nine 
months of 1941 were profitable. 
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No matter how “different” or 
unusual your client’s problem 
is, bring it to Indemnity. Let’s 
talk it over. 


Indemnity is equipped and 
willing to handle unusual 
risks, so long as they’re with- 
in the bounds of sound under- 
writing. Moreover, Indemnity 
has the experience, world- 
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Preliminary Plans Approved for 
1942 A. & H. Week, March 23-28 


The general committee in charge of 
Accident & Health Insurance Week ap- 
proved at a meeting in Cincinnati last 
week preliminary plans for extensive ob- 
servance of the special week, March 23- 
28, 1942. With fifteen members present 
from various sections of the country, en- 
thusiastic response was given the new 
designs for posters, window displays, let- 
terheads and stickers. Samples of a new 
“68” button—red numerals on a white 
background—were distributed as were a 
series of six envelope stuffers. General 
Chairman Harold R. Gordon presided. 

Motivating theme of the 1942 observ- 
ance will be the glorifying and defend- 
ing of the American home and family 
which keynote is featured on the new 
letterheads in the slogan, America’s First 
Line of Home Defense. The agents’ 
sales program will center around the 
idea of telling sixty-eight prospects what 
“68” means to them during A. & 
Week and there will be provided a spe- 
cial folder in which the agent will list 
prospects of various occupations. His 
suggestive program for the week is as 
follows: Monday to be devoted to call- 
ing on professional men; Tuesday, public 





CHRISTMAS PARTY DEC. 11 





Accident & Health Club of N. Y. Plans 

Big Holiday Affair at Hotel New 

Yorker; W. F. Casey Chairman 

The annual Christmas party of the 
Accident & Health Club of New York 
will be given Thursday evening, Decem- 
ber 11, in the grand ballroom of Hotel 
New Yorker. This announcement was 
made at the club’s monthly dinner meet- 
ing last Thursday evening, which was 
presided over by Robert W. Pope, 
Employers’ Liability, and president of 
the club. Mr. Pope also announced that 
William F. Casey, Accident & Casualty, 
will be general chairman of the Christ- 
mas gathering in his capacity as the 
club’s vice-president in charge of meet- 
ings. Jack Boyle, Continental Casualty, 
will be ticket chairman. 

Last Thursday’s dinner was “reunion 
night” for the club and was attended 
by all past living presidents with one ex- 
ception. A welcome guest was Alonzo 
Gore Oakley, United States F. & G. 
vice-president. After short talks by each 
of the past presidents, Bob Pope showed 
movies of some prizefights. 


PINK FINDS INTEREST HIGH 








New York Department Has 1,600 In- 
quiries about Properties Going on 
Sale Today 

More than 1,600 people made inquiries 
of the New York Insurance Department 
about the real estate holdings of seven- 
teen defunct mortgage companies taken 
over by the department, scheduled to go 
on sale today. When the sales have 
been completed at the liquidation divi- 
sion of the Department, Superintendent 
Louis H. Pink will have finished liqui- 
dation of the companies. 

The holdings consist of improved and 
vacant real estate as well as mortgages 
and certificates encumbering properties 
in the metropolitan area and in eleven 
states. 

Superintendent Pink issued the fol- 
lowing statement in regard to the in- 
terest aroused in the sale: 

“The unexpectedly large number of inquiries 
received so far indicates greater interest than 
that accorded any sale the liquidation bureau 
has heretofore conducted. It is anticipated that 
by the last day of the sale, November 7, a great 
many more inquiries will have been handled by 
the liquidation bureau. Furthermore, the nature 
of the inquiries reflects the increasing interest 
on the part of the general public in repossessed 


dwellings and in real estate in general.” 


officials; Wednesday, big business men; 
Thursday, retailers; Friday, community 
service people, and Saturday, neighbors 
and friends. 

As in previous years the National As- 
sociation of Accident & Health Under- 
writers will play an important part in 
the week’s observance and special at- 
tention will be given to getting local 
associations to cooperate. A _ contest 
will be conducted among them, details 
of which will be announced later. 

Typical American Family Idea 

Local units are to be furnished with 
a limited supply of posters and window 
displays. A new booklet of suggestions 
for association participation will also be 
issued. One plan, which was discussed 
in detail, provided for selection of a typ- 
ical American family in each community, 
to be honored by the local A. & 
fraternity. This idea was submitted on 
its merits by C. Norman Green, Hoosier 
Casualty vice-president, who is A. & H. 


Week chairman of the National Asso- 
ciation. 

Several plans were approved for se- 
curing publicity articles from nationally 
known economists on the value of acci- 
dent and health insurance to the nation’s 
economy. The economic charts which 
have proven popular in the past will be 
continued again in 1942. 

The trade journal advertising program 
under which various companies donate 
space will be expanded. The general 
committee’s advertising agency will draft 
copy plans for these advertisements 
which will start in January. 

Production will start immediately on 
all promotional material so as to have 
it ready to present at the. committee’s 
next meeting in Chicago in January. 





GLENS FALLS INDEMNITY SUES 


Two suits have been filed in Federal 
Court in Indianapolis by Glens Falls In- 
demnity against John S. McGurk, Indi- 
anapolis. Mr. McGurk is manager of 
Mutual Benefit Health & Accident As- 
sociation. Suits, for $110,000, are for 
recovery of sums alleged to have been 
paid by the Glens Falls Indemnity after 
liquidation of the South Omaha (Neb.) 
State Bank in 1931 when McGurk was 
president of the bank. 


Nat'l Surety Co, 


(Continued from Page 39) 


said claim, disregarding the dividen, 
which the Union Guardian Trust ¢, 


will pay. The order also held that 4, 
depositary bonds filed by the Unis 
Guardian with the City of Detroit a 
valid and enforcible to the full ext 
of their penal sums. a 

After the order was entered, both th 
City of Detroit and the liquidator ,; 
the National Surety Co. filed notice ; 
appeal. However, negotiations for st 
tlement were instituted and have bees 


completed. 


The interest on the claim of the (jy 
of Detroit against National Surety (; 
in Liquidation has been computed fn § 
March 6, 1933 (the day the city maj 
demand under the bond) to June 1, gy 
and has been fixed at $31,536.07, ‘Ty 
brings total claim allowed to $4557), 


JAMES B. McCANN IS DEAp 

James B. McCann, age 34, super. 
tendent of claims of the Great Americy | 
Indemnity Co. at Newark, N. J, die 
October 30 at his home in Montehi; § 
He had just finished his term as gran} 
knight of Montclair council, Knights ¢j 


Columbus. 
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For your benefit, Standard advertising and pro- 
motion are placing extra emphasis this fall on 
automobile coverage, putting you in a stronger 
position than ever before toattract this business. 


STANDARD ACCIDENT INSURANCE COMPANY 


The man who keeps his car tucked away in 
the garage can do without liability protection. 
But cars are bought to be used and 70% of 
America’s car owners are still uninsured! 


keeps it locked up 





our sales curve! 


Back of this company and its modernized 
automobile policies is a record of experience 
since motor cars began. And back of every 
Standard policy is a highly trained continent- 
wide claims staff ready to provide prompt, 
equitable adjustments wherever accidents 
occur. Standard Service Satisfies. Climb with 


Standard Service Satisfies ...Since 1884 
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The Effect of Inflation on 
Liability Insurance Abroad 


By Kurt M. Jachmann 


=— 
Co, 
ge 39) 
he dividen 
n Tust () 
eld that 4) 
the Unis 
Detroit wer 
full €Xtey: 
ed, both th 
iqui . : 
on In my opinion there is no prospect 
ons for y.f of a serious inflation in| the United 
1 have be, States. In this article I desire to discuss 
} some abstract consideration concerning 
of the Cy {| actual experience I had in other coun- 
Surety (, tries with regard to the effect of infla- 
nputed frp | tion as it existed there upon technical 
e city mak procedure as to liability insurance in 
June 1, 191 force. . ; 
36.07. Thi Most important to consider is the 
o $4557), [effect of a type of inflation which eman- 
ates from a decrease of the purchasing 
> DEAD power of the currency and which is 
34, superin. § easily described as “price inflation. 7 
at America; In “price inflation” as far as liability 
N. J, di insurance is concerned the property 
Montcki; | damage coverage is at first noticeably 
Mm as granif affected. ' 
Knights ¢i Claims 
In observing the technical procedure 
_____ J _ and computation of rates it is frequently 
assumed that the limit will not be 
reached in case of claims. If one would 
calculate frequent claims in the full 














amount of the limit on this type of cov- 
erage the premiums would have to be 
considerably higher. If, however, the 
so-called price inflation is so effective 
as to greatly diminish the purchasing 
power within the policy period the dam- 
aged property could be recovered only 
with disproportionately high cost, and 
a considerably larger percentage of the 
limit would be used for this particular 
replacement than would have been neces- 
sary some weeks or months before. This 
increase of costs for claims within the 
limits of this insurance is not compen- 
sated by the premium. 

In fire insurance, the amount in this 
respect will operate completely differ- 
ently from the limit of the liability in- 
surance. A price inflation ordinarily 
brings about anxiety on part of fire pol- 
icyholders to increase their coverage 
and thus to pay higher premiums. In 
field of liability insurance, however, it is 
necessary that the price inflation be al- 
ready in a progressive stage if the limits 
should be considered as unproportion- 
ately low, so that the policyholders 
themselves suggest increases. Further- 
more, it should be provided that the 
premium for the higher limit will be 
computed in the same way as the pre- 
mium for the basic limit, and not by a 
small additional charge. . 

Coverage for bodily injury liability is 
almost affected in the same manner as 
property damage. Hospitalization, med- 
ical costs and all similar expenses will 
be higher. In certain respects claims 
tor loss of time and earnings will also 
increase. Thus, in both property dam- 
age and bodily injury liability a larger 
part of the limit will be used than was 
actually anticipated on the strength of 
Statistics at the time the premiums were 
calculated. 

In countries where I had occasioned to 
collect practical experience various dis- 
cussions were had to cope with those 
disadvantages. I do not know of any 
case in which an ideal solution was found 
which satisfied insurers, insured and also 
third party claimants. It is rather the 
fact of inflation itself which excludes 
4 coordination of all interests on a rea- 
sonable base. From standpoint of the 
company only, one could consider can- 
celling all policies in force, but that 
pa oe rather a doubtful solution and 
aa € repeated as often as it 

€ necessary during an inflation. 

Where Solution Is Difficult 
cont Solution is particularly difficult in 
al es where contacts of many years’ 
a are customarily entered into, or 
thie Prepayments and no cancelation 
€s are customary. Contracts of this 





Kurt M. Jachmann 


Kurt M. Jachmann, author of the 
accompanying article, was a promin- 
ent figure in the insurance business of 
the European continent, and was an 
officer of two of its largest companies. 
He specialized on Liability and Acci- 
dent. He has been in the United 
States for some months and is study- 
ing the American insurance market. 











type are rare in the United States. They 
are, therefore, of less interest. Yet, 
it may be mentioned that companies 
which were caught napping when infla- 
tion actually came tried to stress the 
so-called “clausula rebus sic stantibus.” 
In other words, they pleaded that a con- 
tract of many years’ standing was frus- 
trated by the unforeseen and unfore- 
seeable event of an inflation. This legal 
defense was recognized only on rare 
occasions by the courts of continental 
countries. In the United States where 
the legal doctrine of frustration of con- 
tracts has an even more limited scope it 
could hardly be anticipated that the 
courts would give an attention to any 
such plea as far as I could understand. 
On the other hand, wherever new con- 
tracts for five or ten years were entered 
into during a continental inflation the 
so-called “gold clause,” instance for pay- 
ment of premiums to be paid for short 
periods was introduced. This also would 
create legal difficulties in United States. 
By the way, this clause did not operate 
satisfactory in other countries either. 
Yearly Contracts 


In this country yearly contracts are 
most usual. They give rise to similar 
problems, although probably the danger 
is of a smaller scope. Particularly in 
yearly contracts, but also in all others, 
the greatest evil appears to be the idea 
of an introduction of a so-called “index” 
clause into insurance conditions. This 
would be if I am rightly informed, 1 
could not have an own opinion in this re- 
spect legally possible, even under Anglo- 
American law. In case of increasing 
prices at the time of claim compared 
with the prices at the time the policy 
was issued the company pays only so 
much as it would have paid at the time 
the insurance contract was entered into; 
whereby the company is guided by the 
so-called “index” clause. That clause 
provides this comparison by certain offi- 
cial or semi-official price indices which 
may tend to show fluctuations of living 
costs in general or of price fluctuations 
in certain industries or in certain whole- 
sale or retail trade. A decrease of the 
purchasing power as expressed in a pro- 
portionate increase of index figures 
would have a proportionate effect upon 
each single claim. In this case only a 
correspondingly smaller amount would 
have to be paid by the company as full 
settlement of a claim. Evidently it was 
found advisable to leave fluctuations of 
a smaller scope completely out of con- 
sideration. Somehow this whole prob- 
lem of the “gliding-clause” as it may also 
be called touches the possibility of pre- 
mium reductions. This however, may 
be limited by the wording of the clause 
as far as it seems fair for both parties. 


“Index” Clauses 

Whenever in question of such “index” 
clauses the insured party has to pay a 
certain part of the damage increased 
danger of collusion exists between the 
policyholder and the claimant, so that 
the part to be paid by the policyholder 
be decreased. Even so, “index” clauses 
are justifiable and practicable as the lia- 
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CASUALTY ° 


DECEMBER 3lst, 1940 


CAPITAL. . . $2,000,000.00 
a 4,926,437.24 
Voluntary Contingency Reserve. 500,000.00 
Reserve for Losses . eed 4,594,168.33 


All Other Liabilities. 
TOTAL ADMITTED A 


Securities carried at $355,312.50 in the 
above statement are deposited as required by law. 


FIDELITY ° 
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AMERICAN 
REINSURANCE CO. 


Robert C. Ream, President 


New York 


. 2,999,879.26 
. 15,020,484.83 
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Minnesota Attitude on War 
Dep’t Casualty Rating Plan 


Only agents licensed in Minnesota 
shall act as insurance counselors on de- 
fense projects in that state if the War 
Department heeds the request of Newell 
R. Johnson, Insurance Commissioner. He 
so requested in a recent letter to Cap- 
tain Reese F. Hill who represented the 
War Department at a hearing in August 
when the rating plan was under con- 
sideration by the Minnesota Insurance 
Department and the Minnesota Compen- 
sation Insurance Board. 

At that hearing Frank S. Preston, 
secretary, Minnesota Association of In- 
surance Agents, formally requested that 
only licensed agents be appointed coun- 
selors on the defense projects. In_his 
letter Commissioner Johnson says it 1s 
definitely understood that such a policy 
would be followed but the minutes of the 
hearing omitted this condition. As far 
as known only one counselor has thus 
far been appointed in Minnesota and he 
is H. Douglas Smith, a licensed agent 
of Minneapolis. 





STANDARD ACCIDENT MEETINGS 

The Standard Accident has announced 
a further schedule in its series of one- 
day regional meetings being held 
throughout the country. These meetings 
are under the direction of H. J. Hunt- 
ington, director of public relations, and 
will be attended by these home office 
people: 

L. K. Kirk, treasurer; Otway Conard 
and E. A. Warnica, assistant secretaries ; 
and Rankin Martin, executive repre- 
sentative of the bonding department. 

The schedule follows: November 3, 
Jacksonville; November 5, Atlanta; 
November 7, Richmond; November 10, 
Boston; November 12, New Haven; No- 
vember 14, Newark. 





bility insurer is exposed in other events 
to the danger of collusion too. 

The question arises as to whether, 
even without the danger of inflation, so- 
called index clauses may be advisable 
with regard to so-called “late claims”’— 
claims typical only in liability insurance 
which are made after the insurance pol- 
icy has lapsed or expired and yet within 
the legal and contractual period of limi- 
tation for accidents within the policy 
period. Surely, the question is of some 
interest, although the stability of pre- 
miums as well as performance may well 
be given decisive consideration in al- 
most all cases where adequate perform- 
ance is still possible. 

This whole question is so complex that 
it is only possible in an article to give 
some sidelights based on my experience. 
It has not been my intention to recom- 
mend any inflation-clause in this country 
because conditions are different here 
than in Europe and there is no real 
inflation here. I merely dwell on some 
points of technical interest to stress 
that liability insurance is sensitive to 
fluctuations of the currency’s purchasing 
power. 


OKLAHOMA COUNCIL TO MEET 





Lecture Schedule to Center on Casualty 
and Surety Bonds; Get Acquainted 
Breakfast Planned 


An “Early Bird” get-acquainted break- 
fast will officially launch the Fall in- 
surance institute to be conducted by the 
Oklahoma Capital Stock Insurance 
Council at the Skirvin Hotel, Novem- 
ber 17-21. Addison Sessions, Okmulgee, 
dean of the Institute, announced that 
the lecture schedule will center on cas- 
ualty and surety bonds. 

President, T. Ray Phillips will give 
the welcome address November 17. 
Other speakers scheduled for this day 
are: T. W. Bethea, New Orleans, Pub- 
lisher of Bulletin Service; Hugh D. 
Combs, vice-president, U. S. F. & G., and 
Homer D. Sherwood, assistant superin- 
tendent, agency field service, Travelers 
Indemnity. 

November 18—Homer T. Sherwood and 
A. B. Nickerson, manager automobile 
department, Maryland Casualty. 

November 19—Joseph M. Pernollet, 
resident manager, north Texas depart- 
ment, Employers’ Liability; A. B. Nick- 
erson; Frank E. Fain, manager Okla- 
homa branch, Hartford Steam Boiler 
and H. G. Mildrum, manager compensa- 
tion and liability department, Hartford 
Accident & Indemnity. 

November 20—H. G. Mildrum; R. E. 
Sturges, secretary, Standard Accident; 
E. H. Luecke, superintendent casualty 
division, Fidelity & Casualty, New York, 
and Simon P. Hughes, assistant manager 
Oklahoma branch office, Maryland Cas- 
ualty. 

November 21—Calvin Soriero, assistant 
agency director, National Surety Corp., 
New York; Albert H. Russell, manager 
court and probate bonds, American 
Surety; Earl W. Violet, superintendent, 
burglary and plate glass department, 
Central Surety & Ins. Corp., and J. Dil- 
lard Hall, assistant agency director, U. S. 
F. & G. 

Diplomas will be presented at a din- 
ner and round table discussion the same 
evening, after which an informal dance 
will be held. The certificates of merit 
will be given to those students making 
a 70% grade or better. Every evening 
during the week students and lecturers 
will have dinner together when round 
table discussions will be held on sub- 
jects discussed during the day. 





Kemper Opens New Building 
For Mutuals at Atlanta 


James S. Kemper, Chicago, president, 
Lumbermens Mutual Casualty and past 
president, Chamber of Commerce of the 
United States, officiated at the dedication of 
the recently purchased Kemper Insurance 
Building at Atlanta last month. 

The building, formerly the Commercial 
Exchange Building, is at 41 Exchange 
Place. It will be occupied by the Asso- 
ciated Mutuals, Inc., of Atlanta. E. G. 
Hitt is manager of the Southeastern de- 
partment of the Lumbermens and presi- 
dent of Associated Mutuals, 
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Talk Before 170 in Newark 


Ray Murphy, assistant general man- 
ager, Association of Casualty & Surety 
Executives, talked in Newark, N. J. on 
Wednesday before 170 insurance men, 
the affair being given by the Casualty 
Underwriters Association of New Jer- 
Se) Mr. Murphy’s theme was_ the 
“Equalization of Taxes between Stock 
and Commercial Mutual Companies,” 
which was the subject of the Associa- 
tion’s petition last August to the U. S. 
Senate Finance Committee. Off the 
record, he told about the inequalities 
of the present situation—stressing that 
stock casualty companies are bearing 
an unfair burden in the Federal income 


taxes they pay, and that the mutuals 
are virtually exempted. 

Mr. Murphy read from the memo- 
randum submitted to the U. S. Senate 


Finance Committee the section featuring 


proposed amendment in section 207 (c) 
(3) so as to “put commercial mutual 
casualty and surety companies on the 


same basis for tax purposes as canital 
stock companies writing the same lines 
of business.” 

The speaker was introduced by J. C. 
Kastmead, Hartford Accident branch 
manager in Newark, N. J., president of 
the N. J. association, who at the close 
of Mr. Murphy’s talk gave him the full 
of the local association. 
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MARYLAND ISSUES BIG POLICY 


The largest premise all-risk policy ever 





issued through the burglary department 
of the Maryland Casualty Co., in the 
amount of $8,880,000 was recently written 


ouse in New 
insurance was in force 
one day and covered the 
of an issue of securities. The 
olicy covered all loss of, destruction of, 


for a large investment h 
York City. The 
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Washington Nat'l 


(Continued from Page 18) 


R. and Harry R., who come of a distin- 
guished family in life insurance circles. 
There were, in fact, six Kendall brothers, 
all of whom achieved success and at one 
time they all held responsible positions 
with the Prudential of Newark. Sons 
of a Kentucky farmer, Preston B. Ken- 
dall, they first came into the national 
limelight in 1904 when all six of them 
qualified to attend Prudential’s thirtieth 
anniversary celebration. Specially invited 
guest at that occasion was their father, 
who made the trip from Kentucky to 
Newark at the invitation of Dr. Leslie 
D. Ward, then vice-president of the 
Prudential. It was probably the happiest 
trip of his life. 

James S. Kendall, eldest son, was the 
first to embark upon an insurance ca- 
reer, his first connection being with the 
old Sun Life of Louisville. For many 
years he was Prudential’s superintend- 
ent at Los Angeles. 

Harry R. now board chairman of 
Washington National, was Prudential’s 
superintendent at Louisville for twenty- 
nine years and his agency was one of 
the company’s best. 

J. Walter Kendall, the third brother, 
died at the age of 27, his untimely pass- 
ing interrupting the fine record he was 
making as Prudential’s superintendent of 
the New Albany, Ind., district. 

Claude P., now Washington National’s 
treasurer, held the post of manager of 
claims at Prudential’s home office for 
many years. 

Albert W. made a name for himself 
as superintendent of the Prudential of- 
fice at South Bend, Ind. 


George R. Kendall Goes “On His Own” 





J. F. RAMEY 


Executive Vice-President and Secretary 


was to collect a debit in Louisville under 
the guidance of an older brother. Like 
his brothers before him he made good 
and subsequently served the Prudential 
as assistant superintendent and superin- 
tendent. Then, in 1911, still in his twen- 
ties, he decided to embark on a venture 
of his own. With the courage of his 
convictions, he founded the Washington 
Life & Accident at Springfield, Ill. He 
had told his brother, Harry, about his 
aims and ambitions and succeeded in 
winning his moral and financial support. 

The little company, with George R. as 
its president, started in a one-room of- 
fice with only a few supplies. Mr. Ken- 
dall was both its chief executive and 


at first he never admitted it. His ob 
jective was to make his company Some 
day the leading company of its kind i 
Illinois—and he has succeeded. ; 


A Study in Contrasts 


3y 1925 the Washington L. & A. was 
getting into its stride and at the clos 
of that year its total assets were $394. 
905; total liabilities, $31,464; capital 
$200,000, and surplus, $163,441. Premiyy 
income for 1925 was $1,098,775, ; 

Fifteen years later, on December 3 
1940, the year-end figures of Washingtor 
National, successor to Washington Lif 
& Accident, represented a striking study 
in contrast with the 1925 results, Qj 
that date total assets were $46,922173. 
capital stock, $2,000,000; surplus, $2017: 
240. Life insurance in force had ad: 
vanced to $225,392,617; premium income 
for 1940 was more than $12,000,000 and 
the company served more than a million 
policyholders. In addition the company 
set up $4,017,240 as excess security to 
policyowners, and a National Life fund 
(including reserve funds) of $32,094.26; 

Washington National’s entire official 
family, including department heads, now 
numbers more than fifty and chief among 
the home office executives, outside oj 
the Kendalls and their sons, are James 
IF. Ramey, executive vice-president and 
secretary; C. B. Crawford, senior yice- 
president; H. N. Lukins, vice-president 
and general attorney, and Vice-Preg- 
dents W. G. Tallman and Dr. W, 4 
Granville. 

The two Kendall sons, Curtis P. and 
H. B., are vice-presidents, and both are 
doing well. Executive offices of the com- 
pany are maintained in Evanston, Ill. 





HEAR W. C. JAINSEN 
Wilson C. Jainsen, vice-president, 
Hartford Accident, was guest speaker 











y damage to the securities during the sales staff. He personally built up the last evening at the dinner of the New 
24-hour period. It was placed by a _Rounding out the sextet is George R. company’s first five industrial debits. Jersey Claim Association in Robert Treat 
Philadelphia broker. Kendall, the youngest, whose first job If progress was slow and discouraging Hotel, Newark. 
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GENERAL 


REINSURANCE CORPORATION 


90 JOHN STREET, NEW YORK e¢ 200 BUSH STREET, SAN FRANCISCO 





Items from Financial Statement of June 30, 1941: 


ee. oe Ay ae oe ee 
RITE era tr Go te et ok 
VOLUNTARY RESERVE 

DOCSMREBERVE .. 54 6% <8: 
PREMIUM RESERVE. . ... .« 


Att OTHER LIABILITIES. . . . 


ToraL ADMITTED ASSETS 


. $1,000,000.00 
6,000,000.00 
310,851.33 
6,975,456. 19 
2,472,354.59 
857,843.99 


$17,616,506.10 


Securities carried at $1,291,143.16 are deposited 
in accordance with law. 
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DULL IS LUNCHEON CHAIRMAN 
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To Hear Poletti, Pink, Mealey 
On New Auto Law 

Floyd N. Dull, vice-president, Conti- 
nental Casualty Co., is chairman of the 
luncheon committee for the meeting of 
the insurance section of the New York 
Board of Trade, sponsoring the second 
annual luncheon of the section, Novem- 
her 25, at the Hotel Pennsylvania. 

Speakers will be Lieutenant-Governor 
Charles Poletti, Insurance Superintend- 
ent Louis H. Pink and Motor Vehicle 
Commissioner Carroll E. Mealey. All of 
the speeches will be on the motor vehicle 
safety responsibility law which is to be- 
come effective in New York State on 
January 1. 

In his letter to members of the insur- 
ance division, Mr. Dull says: “This is 
one of the most important pieces of leg- 
islation that has been passed in this 
» state and it is up to us to make it work. 
Particularly are we anxious that it be 
accorded a favorable public reception. 
As it literally affects everyone, and par- 
ticularly the insurance business, we be- 
lieve you will welcome the opportunity 
to have all the interested persons in your 
organization hear from these important 
state authorities in charge of the actual 
operation of this new law. 

Serving on the committee with Mr. 
Dull are Edward M. Allen, Albert N. 
jutler, Frank A. Christensen, Ray 5S. 
Choate, Raymond P. Dorland, George 
Kramer, W. E. McKell, Gustave R. 
Michaelson, Mortimer E. Sprague, W. G. 
Minner, Henry H. Reed, H. W. Schaefer 
and Arthur Snyder. 


MARKEL SERVICE HOSTS 





Give Open House Party for Delegates 
to American Trucking Ass’ns Conven- 
tion in N. Y.; Gardenias Presented 
A social feature of the big annual 
convention of American Trucking Asso- 
ciations, Inc. at Hotel Pennsylvania, N. 
Y., last week was the open house party 
staged by Samuel A. Markel, president 
of Markel Service, Inc. of Richmond, 
and his associates. Many clients of the 
company attended, received gardenias 
from a pretty flower girl and souvenir 
pen knives. President Markel was called 
away from New York on account of the 
death of his mother, in her 86th year, 
and carrying on as hosts in his absence 
were I. S. and Louis C. Markel, twin 
sons of the president; M. S. Markel, 
vice-president in charge of New York 
operations; Jack Markel who came on 
from California; Frances J. DeCelles, 
Markel’s production man, who is a 
former insurance commissioner of Mas- 
sachusetts, and Charlotte “Charley” 
Freiershausen, chief underwriter in the 
N. Y. office. 

A flock of Markel engineers from vari- 
ous territories were also on hand as well 
as Russell Knight, manager of the Chi- 
cago office. Markel Service, Inc., 
Pioneers in bus and truck insurance 
coverage, covers a wide territory and 
is doing an increasingly effective job. 





Insurance Class to Start 
Nov. 10 at Eron School 


Eron School, 853 Broadway, N. Y., 
will start insurance classes for prospec- 
tive brokers Monday, November 10, run- 
ning three evenings a week under the 
direction of Eugene F. Bannigan, who 
is a New York assemblyman, lawyer 
and teacher. On the opening night W. 
.- Jeffrey, Loyalty Group, will talk on 
nsurance Fundamentals. Complete list 
‘eee instructors includes: 

, Xonald Kennedy, Glens Falls Indemnity; Jack 
eon Newhouse & Sayre, Inc.; Roger Wil- 
aan Ocean Accident; W. R. Davidson, Ken- 
Fall Thompson, and W. J. Singer, all of Glens 
ban Insurance Co.; Edwin Ely and George 
tal bias Home of N, Y.; Hyman Lander, Mu- 
wale vite agent; R. J. Hill, Jr., Maryland Cas- 
Lt ¥Y; John L. Benecke, Century Insurance Co., 


: - C. Ulreich, Commercial Union, and 
» L. Press, an agent, 









Class is limited to thirty-five students. 


Los Angeles C. & S. Fieldmen 


Hear Everett Charlton 
Everett Charlton, Seyler-Day Co. 
general agents for the National Surety 
Corp., Los Angeles, recently addressed 
the Casualty & Surety Fieldmen’s Asso- 
ciation of the Pacific Southwest. His 
topic being “What Are You Going to 
Do When an Agent Wants a Bond 
Written?” He told the special agents 
that they could assist materially in mak- 
ing the writing of the bond easy and in 
getting it through the office quickly. He 
stressed that above all else the special 
agent should give good service to-the 
agent in any emergency. 


Special Agents Appointed 
By Glens Falls Indemnity 


The Glens Falls Indemnity has an- 
nounced the appointments of Walter H. 
Flamm as special agent for the territory 
serviced by its Philadelphia office and 
John C. Herlihy as special agent under 
the supervision of E. S. Clark, manager 
of the Poughkeepsie office. 

Mr. Flamm has had more than ten years’ 
experience in the casualty underwriting 
and production field. Mr. Herlihy joined 
the Glens Falls in 1933 and since that time 
has served in the Louisville branch and 
the home office automobile underwriting 
department. 


IN NEW HOME OFFICE NOV. 17 





Manufacturers’ Casualty and Mate to 
Have Modern Quarters in Philadel- 
phia; Stock Participating Carriers 
On November 17, 1941, Manufacturers’ 
Casualty and Manufacturers’ Fire will 
epen their new home office at Pennsyl- 
vania Blvd. and 16th St., Philadelphia. 
The new quarters have been designed 
for home office use and utilize all of 
the modern facilities of office conven- 

ience including fluorescent lighting. 

Manufacturers’ Casualty began busi- 
ness in Philadelphia twenty-five years 
ago, and operates profitably as a stock 
participating carrier. 









The 


COMPREHENSIVE 3-D POLICY 
COVERS THESE HAZARDS 


(See policy for details) 
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MESSENGER 
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SAFE DEPOSIT 
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HOME OFFICES: 100 BROADWAY, NEW YORK 


SELL IT AND 
SERVE BUSINESS 


4 om money and securities of every business 


deserve utmost protection against loss caused 


by the three D’s — Dishonesty, Disappearance, 


Destruction. To better your sales average, ex- 


branch offices. 


tages of the Comprehensive 3-D 
_ Policy and can be effectively 
Ee Oe ae ae 


Get copies through our 


plain to business men the improved features of 
the COMPREHENSIVE 3-D POLICY. Ameri- 
can Surety and New York Casualty Companies 
write this policy and will gladly place at your 


disposal material to help you sell the coverage. 




















NEW YORK CASUALTY COMPANY 





Both Companies write FIDELITY * SURETY + CASUALTY 
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BRITAIN’S SAFETY CAMPAIGN 





Col. J. J. Llewellin of War Transport 
Ministry Leads Fight Against Road 
Accidents in Blackouts 

Col. J. J. Llewellin, parliamentary sec- 
retary to the British War Transport 
Ministry, launching a new road safety 
campaign recently, said the blackout 
must be “a struggle between those who 
want the roads as much illuminated as 
possible and those who have to look to 
other dangers which beset us from on 


high.” 

Although motorists 
have become accustomed to the black- 
out, 15,200 people have been killed since 
the war began, 10,000 being pedestrians, 
2,800 pedal cyclists and 2,600 motor- 
cyclists. Deaths in August were 729, 
against 732 in August, 1940. This was 
the first decrease for twelve months and 
Col. Llewellin described it as the first 
ray of hope. 

Six factors blamed for the death rate 
are heavier traffic, higher speed, lower 
driving standards, less police supervision, 
inadequate repair service and the black- 
out. While actual road accidents are 
fewer, they are more destructive. Those 
occurring in the blackout are more dead- 
ly because motorists and pedestrians are 
taken unawares. 

As part of the safety campaign, the 
following poster has been placed on the 
back of London buses: “Can you stop 
suddenly if I do?” 


and pedestrians 





EXPECT QUEBEC AUTO LAWS 





Province Anticipates Enactment of 
Financial Responsibility and 
Liability of Carrier Acts 
There will be passed at the next ses- 
sion of the Quebec Upper House, accord- 
ing to present belief, two automobile 
insurance bills which will be instru- 
mental in bringing that province into 
line with others with regard to traffic 

laws and automobile insurance itself. 

Quebec has studied similar legisla- 
ture in other Canadian provinces, and 
on the strength of results obtained else- 
where has passed legislation and de- 
cided to follow suit. When they become 
law uniformity will obtain in all prov- 
inces with regard to these for the first 
time. 

The possible results for Quebec are 
considered important and far reaching. 
It now seems likely that the entire rat- 
ing system of the province will be over- 
hauled, which, according to expectations, 
may result in lower cost insurance for 
automobile drivers. The enacted legis- 
lation will embody financial responsi- 
bility, liability of car owner; and _ lia- 
bility of insurance carrier to the victim 
of an accident. 


BUFFALO C. & S. CLUB ELECTS 








F. E. Wheeler Succeeds J. Ellsworth 
Buck as Head of Association; 
Other Officers 

Frederic E. Wheeler, secretary of 
Tiernon & Co., Buffalo, was elected pres- 
ident of the Casualty & Surety Club of 
that city for the coming year. He suc- 
ceeds J. Ellsworth Buck, Buffalo man- 
ager of the U. S. Fidelity & Guarantee. 
Other officers are: Gilbert R. Blehdon, 
vice-president of Norman Duffield Co.; 
secretary-treasurer, Kenneth R. Pop- 
ham, manager of the Fidelity & Deposit 
and American Bonding, Baltimore. Di- 
rectors elected were: Charles J. Goettle- 
man, president-treasurer of Woodworth 
Hawley Co. and J. Ellsworth Buck. 


EXTEND LICENSES IN CANADA 


The following companies have extend- 
ed their licenses in the province of Al- 
berta, Canada, to include liability insur- 
ance in addition to the classes for which 
they are already registered: Phoenix As- 
surance, Union Marine & General, Pear] 
Assurance, Fidelity Insurance and Atlas 
Assurance. The Caledonian Insurance 
has extended its license to include per- 
sonal property insurance. 





RAISE BENEFITS IN BRITAIN 





Accident Offices and Secretary of State 
Increase Payments to In- 
jured Workers 
This year the statement of results in 
the returns of employers’ liability in- 
surance issued by the British Govern- 
ment is supplemented by the terms of 
an agreement between the Accident 
Offices’ Association and the Secretary 
of State respecting the effects of the 
workmen’s compensation (supplementary 
allowances) act, 1940, whereby the com- 
pensation payable to injured workers was 

raised substantially. 

The offices agreed that where they 
were liable under a weekly payment to 
a worker in respect to an accident that 
occurred before August 19, 1940, they 
would assume liability on the higher 
scale without making additional charge 
to the employers. The usual provision 
of 40% of the premium income for un- 
expired risks has been raised by 25% 
of that proportion in respect to the in- 
creased liability, and adjustments are 
made of claims that occurred in 1934 and 
subsequent years and were still being 
paid at the close of 1939. 

There is also a variation of the agree- 
ment by which the Accident Offices’ As- 
sociation undertook that the rates of 
premium should be adjusted so as to 
make the loss ratio not less than a fixed 
percentage of the premium income. For 
the years 1924-26 this loss ratio was 
fixed at 60% and for subsequent years 
at 6214%. For 1940 it was increased by 
agreement to 65%. As the ratio of 
losses to premiums last vear was found 
to be 57.86%, the insured employers be- 
came entitled to a return of 7.14% com- 
pensation compared with 2.73% for 1939. 
For the years 1924 to 1938 the return 
ranged between 2.16 and 14.32%. 


INDUSTRY 





EYE HAZARDS IN 





L. Resnick Is Author of Book Published 
for the National Society for the 
Prevention of Blindness 


The hook Eye Hazards in Industry, 
hv Louis Resnick and published for the 
National Society for the Prevention of 
Blindness gives some enlightening views 
about unnecessary eye injuries in Amer- 
ican industrv each year, which totals 
about 300,000. The total compensation 
cost to industry itself of these prevent- 
able injuries is believed to be more than 
$100,000,000, but only 20% or 60.000 of 
these eye injuries are compensable. Tt 
is estimated that the cost of the 240,000 
so-called trivial eye injuries is more 
than $10.000,000 a vear. 

This book provides the means by 
which time, money, pain and human 
misery can be saved. It contains a com- 
plete synthesis of what is known on the 
subject. It also contains interviews with 
industrial workers, foremen, safety di- 
rectors, doctors and nurses, and finally 
with those whose eyes have been in- 
jured. The book represents the collab- 
oration of hundreds of safety engineers, 
physicians, surgeons, executives, govern- 
ment officials, insurance men, safety de- 
vice manufacturers, dealers, and con- 
sumers. 


BRITISH APPOINTMENT 

The directors of the National Guar- 
antee & Surety Association have ap- 
pointed W. Milton London secretary of 
the association in succession to Arthur 
R. W. Scott, who retired on September 
30 after having held the appointment 
for thirty-eight years. A. G. Smith has 
been appointed assistant London sec- 
retary. 


RESIGNS AS SPECIAL AGENT 

W. L. Pierce, Jr., has resigned as spe- 
cial agent at Richmond, Va., for the 
Aetna Casualty & Surety with a view 
of going into the local agency business 
in Norfolk. He is a son of Maior W. L. 
Pierce, veteran local agent of Christians- 
burg, Va., a former president of the 
Virginia Association of Insurance 
Agents. 











E. W. Sawyer 


(Continued from Page 39) 
ness no agent need be unduly alarmed 
at competition from direct writing 
companies.” 
Sound Retrospective Rating 
Mr. Sawyer then said the goal of 
sound retrospective rating coupled with 
graded expense is one which should be 
reached at once; that developments in 
connection with insurance on national 
defense projects has spotlighted the 
necessity of modifying allowances to 
agents and to carriers on risks of sub- 
stantial size. 
He pointed out that the first attempt 


to introduce graded expense as a prin- 
ciple of rating met with opposition of 


stock company agents plus that of 
direct-writing mutuals. “The mutual 
companies,” he said, “not quite daring 


to argue that they have a vested in- 
terest in the continuance of rating plans 
which produce their present competi- 
tive advantage, argued that gradation of 
expense is unfairly discriminatory. The 
stock company agents, reluctant to 
abandon the principle of a flat com- 
mission rate, ably supported the position 
of the mutual companies.” 


Helped Defeat Proposal 


In conclusion, Mr. Sawyer said: 

“Much water has gone over the dam 
since agents of stock companies helped 
direct-writing companies defeat a pro- 
posal for graded expenses. In discussing 
with agents the ideas I have expressed 
to you, I find many who are now think- 
ing as I would think if I were an agent. 
In states in which graded expense has 
been introduced, associations of agents 
have provided substantial help. The 
trend is unquestionably toward accept- 
ance of graded expense. This change 
in position is evidence that serious 
thought is being given to conditions to- 
day confronting the agency system, and 
that agents are wisely looking beyond 
the present.” 


H. R. Gordon 


(Continued from Page 40) 


uring stick or standard by which com- 
petency is determined through a writ- 
ten examination, there are unfortunately 
a few states who confuse simple funda- 
mentals with voluminous academic 
knowledge, the latter in no way serv- 
ing the purpose of providing a real test 
of a man’s competency to enter our 
business. With the result that honest, 
conscientious, and fine agency material 
has been eliminated by the process of 
a written examination so technical that 
only the ‘cum laude’ type of student 
could pass the examination.” 

He said that in one state many men 
of splendid agency caliber are deprived 
of the opportunity to sell insurance be- 
cause of failure to pass a written ex- 
amination “so academic in its character 
that the large percentage of failures re- 
flects its absurdity. If we add to the 
already existing impediments in the ac- 
quisition of new agency material im- 
posed by war qualifying requirements 
of highly technical book knowledge for 
new men, we can expect the bookworm 
type of agent instead of the virile, ener- 
getic men who now compose our agency 
forces. 


Advocates Provisional Licenses 


“Coupled with the examination prob- 
lem,” he said, “is the difficulty of main- 
taining a new man’s enthusiasm during 
the waiting period between the taking 
the examination and securing a license. 
He advocated a provisional or temporary 
license to bridge that gap, on the ground 
that if a man understands the basic 
principles of the coverage he is to sell, 
under a provisional license he could gain 
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WATCHING COLLECTIONS 

Collections are getting the close at 
tention of agents as the year approaches 
its end and they want to get their ac- 
counts in order. Some complaints have 
been heard of difficulty in getting pre- 
mium cash even though business is good 
in most lines and money is circulating } 
freely. Too many people, it seems, art 
using their cash for other purposes than 
paying insurance premiums. 





practical experience for the examination 
later on.” 

Summing up his thoughts on the ¢- 
fect of war on agency building, Mr 
Gordon said: 


Better Trained Salesmen 


“The net result of war upon our agent 
development will be to reduce the number ¢ 
accident and health agents in the field*but resul 
rapidly in better trained and informed sale 
men. 

“Training and education, particularly of ne 
men coming into our ranks, is the keynote of 
agency building so that even with a lesser nut 
ber of agents we can do a better job for th 
public, increase the per capita production ¢ 
each man in the field so that he may serve! 
greater number of policyholders, and, incidest 
ally but very important to each agent, increas 
his personal income, : 

“To continue the remarkable achievements © 
the past few years in accident and health pre 
duction with fewer agents and the prospect 
no appreciable gain in the total number 4 
agents, every agency supervisor must devote his 
energy toward a more efficient production “ 
business per agency unit, This can only be # 
complished by more intensive training not only 
of new agents but a constant course of instrit 
tion for older men, 

“As stated before, a good start has alreads 
been made. Most companies now have trait 
plans for new men, some more highly develope 
than others, and the next few years will requ 
increasing effort on the part of every agen 
supervisor to give to each producer in his com 
pany a continual course of training and edu 
tion.” 




















